





A sell-out in 1950 --- Place your order early 
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More than America spent to win 
its Independence 


THe Revolutionary War lasted 8 years 
and its direct cost was $74,555,642. 

This sum is considerably less than the 
amount Youngstown is spending on expan- 
sion--its share of the steel industry's program 
to help preserve America’s 175-year-old free- 
dom from Communistic attack. 

Work on a $90,000,000 construction pro- 
ject at the Indiana Harbor Works, East Chicago, 
Indiana, is under way. It includes a 1500-ton 
blast furnace, 75 new coke ovens and 8 - 250 
ton open hearth furnaces, heating furnaces, a 
high-lift blooming mill, with 6-3 hole recu- 
perative soaking pits, ore dock extension, un- 
loaders and. ore bridge, and a vast array of 
other facilities needed to produce the addi- 


tional 1,000,000 ingot tons of steel involved. 
By the end of 1952, the steel industry expan- 
sion program will raise the total steel produc- 
ing capacity of the United States to over 
117-million ingot tons. This is more steel 
than is made in all the rest of the world com- 
bined. 

This tremendous investment by the share- 
holders of private industry is possible only 
with adequate profit-- profit earned in the past 
and to be earned in the future. This is a sym- 
bol of public confidence-- confidence that the 
American system of free enterprise is right 
and worth saving. Confidence that it will 
continue to be our way of life through the 
years ahead. 


The Youngstown Sheet and Tube Company 
General Offices -- Youngstown 1, Ohio 
Export Offices--500 Fifth Avenue, New York 


MANUFACTURERS OF CARBON ALLOY AND YOLOY STEELS 
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| Sofest..coolest! 


THIS RADICALLY NEW Federal Noark Front- 
Operated Safety Switch is the coolest-operating switch 
available. It features guaranteed current break . . . visible 
blade construction ...a special 3-position, front-operated 
handle... arc mufflers or Rolare snuffers. Accommoda- 
tion for four padlocks makes the switch practically 
tamper-proof. 

Type “A” Federal Noark Front-Operated Safety 





Switches come in 30, 60, and 100 ampere capacities for 
230-volt A.C.—250-volt D.C., and for 575-volt A.C.— 
600-volt D.C. The Type “C” Front-Operated Safety 
Switches are made in the same sizes and ratings with 
many of the same advantages. 

Order these superlative switches from your Federal 
Noark distributor. And write us today for free booklet. 
Federal Electric Products Company, Newark 5, N. J. 








COOLEST...The new 
Noark Safety Switch 
has only two joints to 
each pole, both under 
high tension. 


COOLEST. .. Pressure 
spring of patented fuse 
holder located in block 
under fuse where un- 
affected by heat. 


SAFEST... This is 
the only visible blade 
switch with the oper- 
ating cross bar beneath 
the switch blades. 





SAFEST...New Front- 
Operated Switches of 
more than 250 volts 
are protected by Noark 


TIME-SAVING... 
Ample wiring space 
and removable interior 
make wiring extremely 
easy. 
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| Rolare Snuffers. 


FEDERAL NOARK 


Complete line of Federal Electric Products includes Motor Controls, Safety Switches, Service Equipment, 
Circuit Breakers, Panelboards, Switchboards, Control Centers, Bus Duct * Sales offices in principal cities. 
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for successful bids... : ‘ 
make your bid with ithenia 


Tops in DESIGN - 
Tops in QUALITY! 


IMMEDIATE. 
DELIVERY 


WE WILL MANUFACTURE TO YOUR OWN SPECIFICATIONS 


2 or 4 Lamp 
4 ft - 6 ft 


or 8 ft 


Finest in Louver Type 
Fluorescent Fixtures 


PRICED RIGHT! 


%* Choice of metal, glass or plastic side panels WRITE TODAY FOR CATALOGS 
: and DESCRIPTIVE LITERATURE 
* Electrical Testing Laboratories Light Charts 


® COMPLETE FOUNDRY, MACHINE SHOP & DIE MAKING FACILITIES 
LITHONIA LIGHTING PRODUCTS CO., INC. 


Manufacturers & Designers of Lighting Fixtures — Lithonia, Ga. 
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Good Light 


.’ 


The use of light to hold night-prowling marauders at 
bay dates back to man’s earliest days. Appleton Flood- 
lights give industrial plants and personnel this same 
time-tested protection in its most modern, most effec- 
tive form. These big, rugged fixtures are expressly 
designed to guard industrial properties while providing 
the good light necessary for ideal working conditions. 
For example, a series of Appleton Elipso Standlites— 
properly spaced along a fence-line or mounted on build- 
ings—forms a veritable barrier of light. This is only 
one of the many expertly designed fixture models from muse stanmune~ 
the complete Appleton Floodlight line—a line that Gnpertly designed to 
includes a sound, scientific answer to every known ” duel gropartion 
Mounts on pole or wall. 
floodlighting problem. 
For fixtures that meet every indus- 
trial requirement—including haz- 
ardous locations—whether indoors | A Me ed L a T © fe 
or out, contact Appleton, pace- ; 
setting manufacturer of Electrical 


equipment for nearly half a century. ee | i tS 
Ry al q 


SPORTO—For high intensity illumina- 
tion over large areas. Weatherproof 
hood allows for complete vertical or : ? 
» lateral positioning. DIFFUSO- FLOODLIGHT—For = 
a \ Pole, bracket or | Wumination of service stations, 
-o crossarm mounting. athletic fields, parking lots, 
etc. Pole, bracket or 
crossarm mounting. 


Sold Through Electrical Wholesalers 


APPLETON ELECTRIC COMPANY 


1754 WELLINGTON AVENUE ° CHICAGO 13, ILLINOIS 
Branch Offices: NEW YORK, 50 Church St. DETROIT, 3049 E. Grand Bivd.e CLEVELAND, 1836 Euclid Ave. SAN FRANCISCO, 
a Minna St. « ST. LOUIS, 227 Frisco Bidg. © Los ANGELES, 100 N. Santa Fe Avenve « ATLANTA, 724 Boulevord, 
N.E. © BIRMINGHAM, 429 Brown-Marx Bidg. © MINNEAPOLIS, 305 Fifth St, S. « PITTSBURGH, 414 Bessemer Bidg. 
BALTIMORE, 100 East tay St. e BOSTON, 10 High Street « we eas py oo Street ¢ PHILADELPHIA, 1017 Cherry 
Street HAVANA, Cuba, Malecon No. 9. 





Export Representatives: Internationa! Standard Electric Corp,, 67 Broad St, New York 4, N.Y 


CONDUIT FITTINGS « LIGHTING EQUIPMENT « OUTLET AND SWITCH BOXES + EXPLOSION-PROOF FITTINGS + REELITE! 





Only Cush matic. offers... 


Service Equipment Type 
Up to 8 circuits 


SE altaiatal: 
#05 597 SS OL SE Ma NS SS 


P3B Type 
12 to 42 circuits 
3 Phase, 4 Wire 





P1B Type 
4 to 20 circuits 
Single Phase, 3 Wire 


These handsome Push- 
matic Electri-Centers 
are representative of 
BullDog’s complete line 
for finest circuit pro- 
tection and control. 
Write now for com- 
plete information. 


IMPLEST switching ... most flexibility . . . surest 
protection ... easiest installation ... they’re all 
yours in BullDog’s Pushmatic Electri-Centers. 

Just PUSH to make or break circuit. If circuit 
is broken by short or overload, PUSH and elec- 
trical service is immediately restored. No manual 
resetting . . . no fuses to fuss with. 

Compact, individual-unit Pushmatics provide 
versatility and flexibility never before possible in 
any panelboard! Interchangeable regardless of rat- 
ing or type, Pushmatics can be quickly inserted, 
removed or interchanged any time to meet chang- 
ing electrical requirements. 

Pushmatics revolutionize installation, too. Elec- 
tri-Centers are compact yet provide larger wiring 
gutters, easier removal of interior assembly and 
complete accessibility of all electrical connections. 

There’s a Pushmatic to meet every load condi- 
tion: THERMAL-MAGNETIC and THERMAL- 
MAGNETIC with exclusive AMBIENT COMPEN- 
SATING FEATURES. Ratings of 15, 20, 30, 40 and 
50 amperes, | pole, 120 V., or 2 poles, 120-240 V., A.C. 


For the last word in circuit protection and con- 
trol, specify Pushmatic Electri-Centers! 


BULLDOG ELECTRIC PRODUCTS COMPANY 


DETROIT 32, MICHIGAN ¢ FIELD OFFICES IN ALL PRINCIPAL CITIES 
IN CANADA: BULLDOG ELECTRIC PRODUCTS OF CANADA, LTD., TORONTO 


BULLDOG 


HEADQUARTERS FOR ELECTRICAL DISTRIBUTION 
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(Additional items will be found on pages 73 and 75) 


1008—Electrical Equipment. The latest edition of the Federa 
log has just been issued by Federal Electric Products Co., 60 
Paris St., Newark 5, N. J. This profusely illustrated catalog 
contains complete details of Federal’s newest motor controls, 
safety switches, service equipment, circuit breakers, panelboards, 
switchboards, and busduct. 


1028—Porcelain Insulators. A loose-leaf catalog of porcelain 
insulators and pole line hardware is available from Illinois Elec- 
tric Porcelain Co., Macomb, Illinois. In addition to the 
pages of product specifications, the catalog contains a special 
section of useful tables. 


1030—Condensed Lighting Catalog. This 8-page descriptive 
bulletin issued by Pittsburgh Reflector Co., 450 Oliver Bldg., 
Pittsburgh 22, Pa., describes in detail the most popular items 
in the: Pittsburgh line of fluorescent and incandescent lighting 
equipment. Each item is fully illustrated and cataloged, and 
many are accompanied by installation drawings. 


1032—Receptacles, Plugs, and Connectors. Russell & Stoll 
Co., Inc., 125 Barclay St., N. Y., has released a bulletin No 
EL-4-46, describing the new Ever-Lok receptacles, plugs and 
cord connections for 30 amperes, 440 volts, a-c. Typical uses 
are for heavy duty industrial purposes 


1034—Building Wire. A fully illustrated 48-page booklet call- 
ed “Hazard Building Wires” is now available from the Hazard 
Insulated Wire Works Division of The Okonite Co., Wilkes- 
Barre, Pa. The manual contains complete engineering informa 
tion on the many types of wire and cable required by the build 
ing industry ‘Tables showing dimensions and weights of all 
cable constructions are included. 


1042—Wire and Cable. An illustrated booklet containing de- 
scriptions of thermoplastic building wires, rubber-insulated and 
leaded building wires and cables, Flameno: coras, rubber cords, 
Neoprene cords, and many other items has been published by 
the General Electric Co., Bridgeport 2, Conn. 


1048—Plug-In Strip. A complete revision of Catalog CF-2 has 
recently been published by National Electric Products Corp., 





Pittsburgh, Pa. This 8-page, illustrated brochure pictures the 
3 ft. and 6 ft. standard lengths of the redesigned multi-outlet 
branch circuit assembly. Several pages are devoted to detailed 
instructions for cutting the Plug-In strip on the job. 


1054—Fluorescent Fixtures. Catalog No. 48 illustrates the 
commercial, industrial and residential designs offered by the 
Kayline Co. Featured are troffers, glass and louver type, re- 
cessed incandescent units, and many others. The catalog is 
available from the Kayline Co., 2480 E. 22nd St., Cleveland 
15, Ohio. 


1058—Conductor Fittings. A complete catalog, illustrated and 
listing prices, has been issued by Penn-Union Electric Corp., 
Erie, Pa. Described is the company’s complete line, including 
a wide variety ot service connectors, terminals, tees, and taps; 
also many other types of conductor fittings. 


1068—Wire and Cable. Rome Cable Corporation, Rome, 
N. Y., has just published a new “Bare and Weatherproof Wire 
and Cable” catalog, No. 22. By word and picture the story 
of Rome wire — cable including specifications and a tech 
nical section, is brought to the reader. 


1076—Modular Lighting. A 20-page booklet containing in 
teresting and useful information about the “modular system” 
of lighting can be obtained by writing to the Mitchell Manu 
facturing Co., 2525 Clybourn Ave., Chicago 14, Il. 


1078—Electrical Fittings & Devices. ‘This is a 10-page catalog 
covering solderless connectors, cable and conduit fittings, and 
wiring devices, announced by Buchanan Electrical Products 
Corp., 1290 Central Ave., Hillside, N. J. It contains complete 
data on “Splice Caps” and “Termend” lugs for wire splicing 
and terminating box connectors for metallic and non-metallic 
sheathed cable, both plain and insulated conduit bushings, con- 
duit locknuts, knockout plugs, terminal blocks, attachment 
plugs, fuse pullers, etc. Suitable illustrations, dimensional data, 
and application instructions are included. 


1082—Lighting Equipment. Just off the press is Catalog No 
50, available from the F. W. Wakefield Brass Co., Vermilion, 





ELECTRICAL SOUTH, 
806 Peachtree St., NE 
Atlanta 5, Ga. 


Gentlemen: 
Please send me the bulletins and catalogs indicated. 


(Print Plainly) 





April, 1951 


Circle numbers below. Bulletins and 
catalogs will be mailed promptly. 
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jacketed cables were put on the market, they have shown 

themselves to be remarkably free from trouble. Not once in 
all that time has an ANHYDREX Cable failed because of water 
absorption. That’s why we can’t give an adequate idea of the 
length of service you can expect from ANHYDREX Cable. 


JB en since.1935 when the first Simplex-ANHYDREX rubber- 


But accelerated aging tests constantly carried on by the Simplex 
Laboratories give us good reason to predict that their service life 
will be long and trouble-free. 


Tests for mechanical water absorption prove that during seven 
days’ immersion at 158°F. ¢70°C.) Anhydrex SA insulation abso- 
lutely will not absorb more than 20 mg. of water per square inch 
of exposed surface. 


Tests for electrical stability in water show that after one day’s 
immersion at 158°F. (70°C.) Anhydrex SA has a dielectric con- 
stant that will not exceed 3.2. The increase in capacitance between 
one and eight days’ immersion at 158°F. (70°C.) will not exceed 
3.5% for insulation thicknesses greater than 4 64” or 5% for thick- 
nesses of 4/64” and less. 


Physically too, ANHYDREX Cables are tops. Their tough neoprene 
jacket stands up under year-in, year-out exposure to soil acids 
and alkalies and is fully able to withstand all manner of rough 
handling. If you run your cables up above ground you'll find it 
provides protection against weather hazards, sunlight, and sway- 
ing tree branches. 





Performances in the field back up the story our lab tests tell. 
Why not discover, yourself, just what these figures can mean” . . 
They’re easily translated into added years of service per cable 
plus worthwhile savings for you. 


IMPLEX-ANHYDREX 


SIMPLEX WIRE & CABLE CO., 79 SIDNEY ST.. CAMBRIDGE 39, MASS 
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Ohio. The catalog covers full engineering data on fluorescent 
ene in luminous indirect and direct-indirect for both 
standard and Slimline lamps. 


1086—Connectors and Couplings. Tomic Sales and Engineer- 
ing Co., 4864 Woodward Ave., Detroit 1, Mich., now have 
available catalog sheets containing data on the complete line of 
their connectors, couplings, and cable connectors. 


1088—Fittings and Fixtures. A 24-page illustrated catalog cover- 
ing Killark fittings and fixtures is offered by Killark Electric 
Mfg. Co., Vandeventer and Easton Aves., St. Louis 13, Mo. 


1090—Midget-Size Busduct. Complete information on Power 
Plugin, the new, midget-size busduct, is found in bulletin No. 
703, available from Frank Adam Electric Co., 3650 Windsor 
Pl., St. Louis 13, Mo. 


1092—Electrical Boxes and Conduit Fittings. Steel City Elec- 
tric Co., 1207 Columbus Ave., Pittsburgh 12, Pa., offers a 
catalog of their complete line. 


1094—Photoelectric Controls for Street Lighting. A four-page 
catalog sheet, Bulletin 63300, gives full information on photo- 
electric controls available from Fisher-Pierce Co., Inc., 59 Cey- 
lon St., Boston 21, Mass. 


1110—Flexible Cords and Portable Cables. Bulletin H-420, a 
55-page illustrated booklet describing Hazacord cords and cables, 
is being offered by Hazard Insulated Wire Works, Div. Okonite 
Co., Wilkes-Barre, Pa. 


1112—Shutters and Dampers. Air Conditioning Products Co., 
2340 W. Lafayette Blvd., Detroit 16, Mich., has made available 
an 11-page illustrated catalog No. 44 describing their line of shut- 
ters and dampers. 


1114—O L Panelettes. A new 8-page bulletin on Federal 
Noark OL Panelettes has been announced by Federal Electric 
Products Co., 50 Paris St., Newark 5, N. J. 


1116—Lugs and Connectors. Krueger — Hudepohl, 5 E. 3rd 
St., Cincinnati 2, Ohio, has made available a fully descriptive 
catalog, No. SLC, on solderless terminal lugs and connectors. 


1122—Portable Cords. New eight-page pamphlet describes and 
illustrates complete line of Simplex-TIREX Portable Cords. 
Gives weights and diameters. Copies may be obtained from 
a Wire & Cable Co., 79 Sidney Street, Cambridge 39, 
Mass. 


1124—Crouse-Hinds Condulets. A newly compiled “Abridged 
Listing” features over 85% of the complete line of C-H Con- 
dulets, plugs, receptacles, industrial lighting fixtures, controls, 
panelboards, and signalling devices in a 168-page catalog. 
Quick reference is pouvibed by a detailed contents page and 
an alphabetical index. The book is designated as Catalog 3100 
and is available from Crouse-Hinds Co., Seen, N. Y. 


1126—“Power Up”. A valuable 51-page book on electrical 
system planning, maintenance and modernization for industrial 
= is available from Anaconda Wire and Cable Company, 

at New York 4, N. Y. Designated as Publication No 
C-47, the booklet includes important sections on installation 
and maintenance; wire, cable and conduit data; motor applica 
tion data; and electrical systems reference data. 


1128—Display Lighting. ““The New Idea In Display Light- 
ing’, a colorful, well-illustrated 12 page catalog has been re- 
cently issued by the Amplex Corporation to describe their new 
Swivelite Accent Lighting Fixtures. The complete line includes 
ren id hood units, cluster assemblies, portable bases, screw-in 
hood units and hi-hats. Catalog may be —, from Amplex 
Corporation, 111 Water Street, Brooklyn 1, N. 


1130—Conduit Fittings. The latest completely illustrative cata 
logue on their diversified line of conduit fittings is announced 
by The Atlantic Conduit Fittings Company, 589 Atlantic Ave- 
nue, Boston 10, Mass. 


1132—John I. Paulding announces a new 1951 Catalog which 
covers the entire Paulding line of electrical wiring devices and 
porcelain lighting fixtures. More than 100 items are included 
in this work and is available from Paulding in New Bedford, 
Mass. or through our coupon. 
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1134—Portable Cables For Low Voltage. A well idlustrated 
24-page catalog. Describes and illustrates the wide variety of 
single and multi-conductor cables for this voltage. Complete 
splicing instructions included. Copies may be obtained from 
— Wire & Cable Co., 79 Sidney Street, Cambridge 39, 
{ass 


1136—Cavalier Heaters. A booklet is available from Cavalier 
Corp., Chattanooga, Tenn., describing the special features of 
the Cavalier Wall Insert Automatic Electric Heaters, and in- 
cluding specifications on the four models of the line. Cutaway 
views te photos illustrate exclusive features 


1138—Wire Pulling Lubricant: New illustrated six page folder 
showing the advantages of an improved Y-Er Eas wire pulling 
lubricant has just been completed by Electro Compound Com- 
pany, 3812 West 150th Street, Cleveland 11, Ohio 


1140—Pole Line Hardware. Catalog No. 50 has just been an- 
nounced by Hubbard and Co. Hundreds of new products in 
the pole line hardware and accessories line are included in this 
new edition which is bound in burgundy fabricoid, embossed, 
and printed in two colors throughout 


1142—Time Switches and Timers. Catalog 1010, describing 
time switches and timers, available from Sangamo Electric Co., 
Springfield, Ill. Detailed information is provided about various 
units, and specifications and illustrations are liberally sprinkled 
throughout. Information for ordering switches is included at 
the back of the catalog. 


1144—Flucrescent Fixtures. Fluorescent Catalog No. 34 has 
just been issued by Lithonia Lighting Products Co., Lithonia, 
Georgia. It contains descriptive material and specifications on 
a wide range of fluorescent equipment suitable for residential, 
commercial, industrial and other applications 


1146—Ceil Heat Electric Radiant Heating Cables—New illu- 
strated folders, fully describing Ceil Heat invisible Electric Radi- 
ant Heating Cables, have just been issued by the Ceil Heat 
Division of Homes, Inc., 4204 Kingstone Pike, Knoxville, Tenn. 
Consumer explanation of radiant ceiling heat as well as techni- 
cal installation instructions are included in the literature 


1148—Solderless Connectors. Bulletin 750, available from 
Buchanan Electrical Products Corp., 1290 Central Ave., Hill- 
side, N. J., describes this manufacturer’ s improved line of Under- 
writers’ listed ‘pres-SURE-connectors” for solderless splicing 
and terminating of electrical wires. -It contains detailed en 
tive data, installation instructions, and ordering information 


1150—Fluorescent Fixtures. Colorful, new 1951 20-page cata- 
log now ready. Front cover shows interesting illustration of 
“Light through the Ages”. Catalog gives complete specifications 
and pictures of entire Naturlite line manufactured by Light & 
Power Utilities Corp., 1035 Firestone Blvd., Memphis, Tenn. 


1152—Exhaust Fans. A 6-page folder, No. 5116, describing 
Silent Breeze exhaust fans for business and industry, is available 
from Holcomb & Hoke Mfg. Co., Inc., Indianapolis 7, Ind. 
Dealer aids for selling include instructions on proper location 
of the fan, proper-size calculation, and installation 


1154—Wall and ceiling fans. PERFECT-LINE Manufac- 
turing Corp. is now offering their fan Catalog No. 51. Fans 
presented include the latest models of PERFECTAIRE indus- 
trial and residential wall and ceiling fans. Write to Perfect- 
Line Manufacturing Corp., Old Country Road and Railroad 
Avenue, Hicksville, L. I., N. Y. for a copy. 


1156—Industrial Lighting. The new Abolite Catalog and 
Handbook contains a complete descriptive story of all com- 
mercial, industrial floodlighting equipment manufactured by 
the Jones Metal Products, Inc., of West Lafette, Ohio. Sev- 
eral new sections have been added and all major lighting units 
have revised illustrations, cutaway views, diamentional draw 
ings, plus typical installation diagrams and photos. 


1158—Self-Cooled Motor Propeller Fans for commercial and 
industrial uses are featured in Ilg Bulletin 149-1. Dimensions, 
weights, capacities, describe ratings and compte data are given 
Contact the Ilg Electric Ventilating Co., 2850 North Craw- 
ford Ave., Chicago 41, Illinois, or nearby Branch Office (con 
sult classified directory). 





Here, after being cleaned, drawn and annealed, the wire is laid-up 
into strands. Bare wire is on spools at far end of machine. If 
sector conductors are being made, they pass through special rolls 
that give the required shape to the conductor. 


Applying the lead sheath is one of the most critical operations. 
Lead pots are kept under a positive pressure blanket of carbon 
dioxide gas at all times to prevent the formation of dross and to 
provide clean welds; also, ducts and press containers are flushed 
before each charge. Mechanical lead skimmers are used, along 
with automatic die block temperature recorders. Each charge is 
cooled under full hydraulic pressure to provide a dense homoge- 
neous sheath, 


After the sheath is checked for thickness, concentricity and cone 
bursting strength, tests are made of conductor resistance, high 
voltage strength, ionization, insulation resistance and bending re- 
sistance. High voltage cables are given a high vultage time test, 
dielectric power loss test and power factor test. 





This is the paper taping head on our paper-insulating machine. 
Notice the accurately-machined rollers that apply shielding or 
paper tape, under tension, just where it belongs. Each layer of 
tape is butted—succeeding layers are carefully staggered so that 
butts are not adjacent. 


HERE’S HOW WE BUILD 


merican 


TRADE MARKS 


AMERICAN 
ELECTRICAL WIRE 
AND CABLE 


In she goes! The finished cable is shipped only after it has success- 
fully passed every test mentioned here—and many more. Now the 
American Cable is ready for year after year of trouble-free service. 
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When the sector conductors are insulated and shielded, they go 
through this closing die—along with the paper filler strips. Special 
dies and guides are used to assure that each component is exactly 
in place. 


After the cable is assembled, it goes to the saturating tank where 
it is heated under very high vacuum. Certain high-voltage cables 
are also “‘washed”’ with bone-dry carbon - dioxide to remove every 
trace of moisture. Then, impregnating compound is pumped in 
until cable is thoroughly saturated. 


LONGER, TROUBLE-FREE LIFE INTO 


Pa 


lasule 


Y % 
% 


Lables 


This step by step 
picture trip through our mill 
tells the story 


U-S-S American Paper Insulated Cables are well known 
for their long, maintenance-free service life. 

Lots of people have wondered how we 

make them that way. This picture-trip shows some of 
the highlights in our carefully-controlled 

manufacturing process. 


AMERICAN STEEL & WIRE COMPANY, GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA STEEL COMPANY, SAN FRANCISCO, PACIFIC COAST DISTRIBUTORS 


TENNESSEE COAL, IRON & RAILROAD COMPANY, BIRMINGHAM, SOUTHERN DISTRIBUTORS 


UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


© American Electrical Wire & Cable 
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NEW G-E INDIRECT 3-LITE BULB 


... provides far better light in table lamps 


BALANCE OF UPWARD 
AND DOWNWARD LIGHT 


“ALL-OVER BRIGHT” 
—GIVES SOFTER LIGHT 





CHOICE OF THREE 
BRIGHTNESS LEVELS 


ENERAL ELECTRIC’S new indirect 3-lite over bright appearance. The light is softer; reflected 
G bulb was designed expressly for use in glare is reduced; reading is easier. Room shadows 
portable lamps—both new and old. It has a are soft-edged instead of harsh, an effect which 
special shape that directs the light both upward is flattering to home furnishings. And the G-E in- 
and downward. This pleasing balance of up- direct 3-lite bulb gives three levels of brightness 
and-down light gives better over-all room light- at the flick of the switch—50, 100, or 150-watts. 


ing, makes seeing tasks easier. Now being featured in the newest portable 


The indirect 3-lite bulb also has a new inside lamps, the indirect 3-lite bulb may also be effec- 
white finish—the“Q” coat—which diffuses the light tively used in old table lamps by means of adaptor 
over the entire surface of the bulb, gives an all- units like the one shown at right. 


GENERAL @@ ELECTRIC 
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new! top value! Model No. 2198— 
latest MITCHELL 8-foot 2-lamp 
Slimline industrial unit—the low- 
cost, high-efficiency fixture of a 
thousand uses. Features: Strobo- 
scopically corrected, Instant- 
Stort, 1-piece 8-foot channel, 
2-piece reflector, push-type 
lompholders .. . U/L approved, 
union-made and guaranteed. 





full size! low cost! Mode! No. 2099—top 
value in super-efficient industrial light- 
ing. Uses 2-T-12 40-wott lamps. Fea- 
tures: 13” wide reflector, 5” Hi-Effi- 
ciency lamp spacing, heavy all-steel 
construction . . . U/L approved, union- 
made. Ideal for low-cost lighting over 
assembly lines. 





cost quality industrial on the market. 


the dollars are in MITCHELL! 


You don’t have to be an expert to know where the Insure your position in the industrial lighting market now— 
lighting dollars are going today. And the men who know write today for full information on the dollar-making 
industrial lighting can tell you from long experience that complete MITCHELL Industrial Lighting Line. 

the way to make those dollars is to sell the MITCHELL 
Line. Here’s why: 1. You have a full line of models to 
fill all industrial needs—and each model is a volume 
seller. 2. You have quality—the top lighting efficiency 
and exclusive operating and maintenance features that 
have made MITCHELL the preferred name in industrial 
lighting. 3. You sell a prestige product—E.T.L. and 
R.L.M. certified —U/L approved—union-made—guar- 
anteed for one full year. 4. You have a selling edge — 
because MITCHELL quality, geared to big volume pro- 
duction, costs less and sells for less. 


Mitchell Manufacturing Company 


2525 WN. Clybourn Ave., Chicago 14, Illinois 
(in Canada: Mitchell Mig. Co., Ltd., 11-25 Davies Ave., Toronto) 


Send full specifications on MITCHELL 
Industrial Lighting Units. 


Nome 





Firm 





Address 





| 
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' Corrosio and steel the conduit was rusted through, making 

i are expose > many fishing impossible and necessitating a new 
years ago, it blem conduit installation. This was troublesome, 
to the electrid eC- time-consuming and above all, expensive— 
trical wiring sy especially when it involved ripping out build- 
wires to carry the ing walls to replace the corroded conduit 
load. Ordinarily, ried therein. Obviously, someone had to 
fished through the é ker manence in wiring. 


PIONEERING 
IS SIMPLY DOING 
THE OBVIOUS 
FIRST 
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RIGID STEEL CONDUIT 


National Electric Products Corporation real- RIGID CONDUIT SYSTEMS 


ized there were many ways to fight corrosion 


—by painting, by introducing alloying ele- FLEXIBLE CONDUIT SYSTEMS 


ments into steel, by galvanizing. There was 


also sherardizing, a dry galvanizing process ARMORED CABLE SYSTEMS 


of alloying zinc dust to metal under heat, 
thereby providing a permanent protection 


against rust. Although the process was tricky NON-METALLIC SH EATHED 
and difficult, NE sherardized its conduit— CABLE SYSTEMS 


called it Sherarduct—and solved the costly 


problem of corroded conduit! SURFACE RACEWAY SYSTEMS 


For more than 40 years, Sherarduct has 


meant permanence in wiring—the quality con- 

duit that “will last as long as the building INDUSTRIAL BUSWAY SYSTEMS 
stands.” And for as many years National 

Electric has stood for “everything in wiring” BOXES, CONNECTORS AND 
—the world’s largest producer of the complete FITTINGS FOR 

line of secondary electrical distribution systems. EVERY NEED 


EVERYTHING IN WIRING POINTS TO 
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easy, effortless vision is the first requisite of a producing worker 


Put your plant operations under the stimulating influence of Day-Brite 
lighting — either “Day-Line” or ‘“Tur-A-Top” —and earn the extra profits 
that come with higher employee morale and efficiency. 


But your pocketbook deserves consideration, too—and gets it with Day-Brite. 


Every dollar you put into Day-Brite lighting buys you a fu/ dollar’s worth 
of permanent quality. The Day-Brite fixtures you install today will perform 
tomorrow, the next month, for many years to come, in the same efficient, 
economical way they do the first time you flick the switch. 


Day-Brite Lighting, Inc., 5435 Bulwer Ave., St. Louis 7, Mo 
In Canada: Amalgamated Electric Corp., Ltd., Toronto = 
6, Ontario. Distributed nationally by 
leading electrical wholesalers. 


"DECIDEDLY BETTER 


NOW MORE THAN EVER DAY-BRITE 
AMERICA MUST SEE WHAT IT’S DOING Lighting Pirtares 
a . 
4SY To see WHE 
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“In the design of modern houses, we 
find that a concealed heating system 
such as Ceil Heat, electric radiant 
ceiling cable, affords us the oppor- 
tunity of unlimifed design freedom, 
resulting in greater utility, comfort 
and beauty in space arrangements.” 

Bianculli, Palm & Purnell, Chattanooga 


Architects for the Model House. 


Now everyone can enjoy better living through Ceil 
Heat, the revolutionary electrical ceiling cables that pro- 
vide invisible radiant heat—like the healthful rays of the sun. 
Yes, Ceil Heat, the new standard for cleaner, more com- 
fortable heat—is economical for homes in all price ranges! 


THOUSANDS OF USERS -in Tennessee and adjoining 
states—homes of varying sizes—all say they “wouldn’t 
swap Ceil Heat for any other comfort in the home!” 
Compared to conventional heating systems, the combined 
installation and operation of Ceil Heat actually costs 
less in the low-power-rate areas—costs very little more 
in most of the high-power-rate areas! There’s no wasted 
heat—each room is individually controlled. Ceil Heat is 
the fastest, cheapest and simplest way you can build a 
modern heating plant into a house. 


NEW FREEDOM OF DESIGN -Ceil Heat makes it 
easier for architects to design more beautiful, more effi- 
cient homes by utilizing space formerly needed for regis- 
ters, radiators, pipes, furnace, fuel storage,.and cellar. 


CEILCHEAT 


ELECTRIC RADIANT CEILING CABLES 
“INVISIBLE RAYS THAT HEAT LIKE THE SUN” 


Cable, thermostats, staples and all materials for above installations fur- NAME 
«nished by following distributors: —Harris-Patrick Electric Supply Co., 
— Nashville, Tennessee; Roden Electrical Supply Co., 
Tennessee; Hajoca Corp., Chattanooga, Tennessee; Southern Whole- 
salers, int., Dalton, Georgia; Frazier Machinery and Supply Co., Decatur 
Alabama ; Southern Supply Co., Jackson, Tennessee ; Kingsport Electric Co., 
areas available. Write today. 


Kingsport, Tennessee. Limited 
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Knoxville, FIRM 


NEW invisible CEIL HEAT 
Selected for Model House 


OF CHATTANOOGA ASSOCIATION 
OF HOME BUILDERS 


EASY TO ESTIMATE * EASY TO INSTALL- 
Just staple the cable to ceiling base and cover with plaster 
or wall board. Quickly installed by a local electrical con- 
tractor. Easy-to-follow instruction manuals furnished— 
contain simple tables for all climatic conditions to calcu- 
late heat losses and cable required. Ceil Heat is truly easy 
to specify, easy to estimate and easy to install! 


TROUBLE-FREE —Ceil Heat is waterproof and non- 
corrosive—won’t blister paint or paper, or crack plaster. 
Nothing to get out of order—no repairs needed if installed 
according to simple directions. Five-year guarantee on 
cable. Acceptable for FHA mortgage financing. 


CEIL HEAT IS THE STANDARD - in radiant ceiling 
heat... perfected solely by Ceil Heat Division of Homes, 
Inc. Sold only through electrical 
distributors to approved licensed 
electrical installers. Write today for 
literature, fully illustrated, also 
showing other uses for Ceil Heat. 


CLIP AND MAIL TODAY! 


Pra 


CEIL HEAT Division, Homes, Inc., Dept. E.S. 
P. O. Box 1167, Knoxville, Tennessee. 


Please send me—without obligation 
—complete literature on Ceil Heat 
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* A PFRMAFLECTOR PORTRAIT 
The Levinson Steel Co. 
Pittsburgh, Pa. 

Elkan A. Avner, Architect 
D. Levinson, Elec. Contr. 


PITTSBURGH PERMAFLECTOR LIGHTING EQUIPMENT 


is ‘‘standard equipment” in offices, public buildings, and plants throughout 
the country. Pittsburgh Permaflector Fluorescent and Incandescent U 

combination of both, are designed to create exactly the illuminating 
results required for high level working efficiency and visual and m 





nits, or a 


anual acuity. 


Too, unusual and dramatic lighting designs are easily achieved when 


Pittsburgh Permaflector Equipment is installed. Our lighting engineers will 
- work with you on your individual problems. 


gladly 


IF YOU TOO, WANT TO 
PUT “LIGHT TO WORK” 


‘Planned 


Lighting For Modern Offices’’. 


PITTSBURGH REFLECTOR COMPANY = © Suze 


It's the picture story 


of how 


others have put Pittsburgh Perma- 


‘ 405 OLIVER BUILDING ~- PITTSBURGH 22, PENNSYLVANIA flector Equipment to 


MANUFACTURER OF FLUORESCENT & INCANDESCENT LIGHTING EQUIPMENT their offices. 
Permaflector Lighting Engineers in All Principal Cities 


PITTSBURGH PERMAFLECTOR LIGHTING EQUIPMENT IS DISTRIBUTED BY BETTER ELECTRICAL WHOLESALERS 





work in 


EVERYWHERE 








A CONVINCING STORY — IF IT’S TOLD 





ee HY try to sell me on the advantages of 

our free enterprise system?” a reader 
asks. “I don’t need to be sold, As a business man 
I’m naturally opposed to a socialistic state.” 

Such comment is to be expected. Why, indeed, 
should much space be devoted to this subject in a 
business magazine? It’s like “carrying coals to 
Newcastle.” Or like preaching the evils of non- 
observance of the Sabbath to a congregation of 
people who attend church services regularly. 

There are few if any readers of this publica- 
tion, it may be assumed, who are adherents of 
Marxism, who favor more gov- 


effort—and the taxpayers’ money—to trying to 
convince the public that they are not only neces- 
sary but should expand, add more personnel, as- 
sume more duties and responsibilities. 

Civilian employees of the Federal government, 


, increasing at the rate of more than 2,000 a day, 


now total more than 24% million—as compared 
with less than a million prior to the last war. 
With their families they can be, and doubtless 
are, a most potent factor working for the mainte- 

nance and expansion of government controls. 
In the face of the propaganda broadcasted by 
some of these government agen- 





ernment controls and less free- 
dom for the individual, or who 
need to be “sold” anything in 
the way of ideas on political 
economy. 

But behind the counters in 
our stores and shops and at the 
desks in our offices are people 
who are susceptible to the lure 
of socialistic propaganda. And 
entering these stores and shops 
and offices each day are others 
who favor the welfare state. 

So perhaps we all need to be 
reminded, occasionally, of the opportunity and the 
obligation to tell the economic facts of life to our 
employees and to others with whom we come in 
contact each day. 

We need to do this, for one thing, just to coun- 
teract the propaganda which we help to pay for— 
the publicity and news releases emanating from 
various government agencies. 

It is estimated that government “intelligence” 
reports cost the taxpayers of this country some- 
where between one and two hundred million dol- 
lars annually. Much of it is pure propaganda. 
Often it is designed to sell socialistic ideas) The 
Department of Agriculture has devoted much ef- 
fort to trying to put over the Brannan farm plan. 
The Federal Security Agency has been largely re- 
sponsible for the effort to sell us on socialized 
medicine. Other government agencies are grind- 
ing out publicity on the need for more Federal 
power projects, more Federal Housing, more gov- 
ernment controls over rents, wages, working 
hours, prices. 

Instead of confining their attention to admin- 
istering the controls already intrusted to them, 
such agencies often devote much of their time and 





<— cies and the political pressure 
exerted by their employees, 
what chance is there to main- 
tain our free enterprise system 
—or what is left of it—unless 
business men generally become 
active, vocal exponents of this 
system? 

We have such a wonderful 
story to tell, if only we will tell 
it! The story of an America 
whose wealth and per-capita 
production far surpass that of 
any other nation. The story of 
an America which built upon the solid foundation 
of our free enterprise system, is now a mighty 
fortress protecting all the free people of the world 
aZainst communism. 

In striking contrast, there is the pitiful story 
of what can happen to such a fortress under social- 
istic control. For as is well known, Great Britain, 
after five years of socialism, is reduced to such 
“austerity” as was not known even during the 
dark days of the war. The food ration includes 
one egg per person per week. Stocks of many raw 
materials are at dangerously low levels, Railroads 
have operated far in the red ever since they were 
nationalized. 

And there is the convincing story of what hap- 
pens in this country, when government takes over 
the functions of private business enterprise. As in 
banking, for instance, as exemplified in the scan- 
dalous lending operations of the RFC. 

You, the readers of this page, are aware of 
these facts, of course. But are you doing your part 
in telling the facts to your employees and to others 
with whom you come in contact? Let’s all jump 
in the fight to keep the stars and stripes from 
being replaced by the banner of the welfare state. 


~~ 
~ 


N 
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LIGHTING 





Lighting a Supermarket 


Preference for incandescent lighting poses interesting problem 


in lighting this 35,000-square-foot market 


@ A reputation for specializing 
in the unusual recently won for 
S. C. Sachs, Inc., electrical con- 
tractors of St. Louis, Mo., the job 
of lighting and providing electri- 
cal power systems for the world’s 
largest supermarket. 

The list of major electrical in- 
stallations made by the Sachs 
concern during the past five years 
reads like a “Who’s Who” of St. 
Louis industry, inasmuch as Sam 
| Sachs, head of the company, has 
been called in as consulting engi- 
neer or installing contractor on 
many of the major industrial plant 
expansions in the Missouri metro- 
polis since the end of the war. 

None, however, is more out- 
standing than the 35,000-square- 
foot retail supermarket, recently 
' completed by Joseph Bettendorf, 


at Hanley Rd. and Clayton Ave., 
in a western St. Louis suburb. 

When the St. Louis supermar- 
ket operator, who has spent more 
than a million and a half dollars 
on his gigantic store, approached 
Mr. Sachs with the initial plans 
for the big market, every aspect 
was unusual from the start. In 
requesting estimates on lighting, 
all power wiring for a 100-ton air 
conditioning system and another 
50 tons of refrigeration, electric 
elevators, and other equipment 
through the building, the super- 
market operator presented sev- 
eral immediate problems. 

First, he had developed a strong 
dislike for the fluorescent lighting 
which is so frequently featured in 
major food markets today. Thus, 
original plans called for an all- 


incandescent lighting system, 
quite different from that to be 
found in most such similar super- 
markets. 

The power installations, cover- 
ing air conditioning, refrigeration, 
elevators, electric ovens, electric 
cooking areas, a large snack bar, 
hoists, electrically operated roll- 


. away doors, etc., were similarly 


diversified, widely separated, and 
would obviously require far more 
care than the usual single-build- 
ing plant. 

Because of his success with pre- 
vious lighting and air conditioning 
installations in St. Louis depart- 
ment stores, manufacturing 
plants, etc., the job of meeting the 
supermarket owner’s unusual 
specifications was tossed directly 
in Mr. Sachs’ lap. 
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While most lighting engineers would have specified fluores- 
cent lighting for this huge air-conditioned supermarket, 
the owner’s preference for incandescent lighting limited 


The result is the largest one- 
floor incandescent lighting system 
ever installed in the St. Louis 
area, which provides a minimum 
of 55 foot-candles of illumination 
on every display surface in the 
35,000-square-foot market. 

In order to harmonize the in- 
candescent lighting system with 
the building design, architectural 
materials already contracted for, 
etc., it was necessary for the con- 
tractor to arrange for 580 prism- 
glass reflector units, custom-made 
for the market, to measure an ex- 
act 12 by 12 inches, and therefore, 
fit neatly into 12-by-12-inch 
acoustical ceiling blocks, used for 
the ceiling throughout the store. 

Likewise, because there is a 
dropped, false ceiling above the 
market, it was necessary to ar- 
range for special brackets and 
frame plaster rings right in the 
construction, to firmly secure the 
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incandescent fixtures flush with 
the ceiling. 

The net results are that the 
lighting fixtures fit into a gigan- 
tic checkerboard of foot-square 
blocks, over the cove ceiling 
above the main shopping floor, as 
well as in a dropped section over 
the checkstands, along the all- 
glass front of the market. 

The final installation consisted 
of 580 300-watt incandescent 
lamps, set on 8-foot centers, across 
the width of the market. There 
is absolutely no fluorescent light- 
ing. The only deviation from in- 
candescent is coneealed neon 
tubes around the edge of the cove 
area for an interesting touch of 
color. 

Each row of lighting units is 
controlled by a separate switch, 
making it possible to stagger the 
illumination, row by row, to com- 
pensate for outside daylight 


the electrical contractor in his choice of equipment. The 
complete absence of fluorescent lamps certain'y makes 
this an unusual market-lighting installation. 


brightness, etc., as desired. 

Because of the 100 per cent self- 
service layout of the market, Mr. 
Bettendorf feels that all foods 
show up to maximum eye-appeal 
advantage under direct incandes- 
cent light. Fluorescent, in his 
opinion is less attractive on “buy- 
appeal” meats, groceries, dairy 
products, and produce and baked 
goods, all of which show up well 
under the incandescent system. 

Another row of the same foot- 
square incandescent lighting units 
is spaced on 2-foot centers around 
three sides of the market, over 
the all-glass front and side win- 
dows. This creates a pool of light 
which floods the big supermarket 
during the evening hours. 

The smaller reflector units 
house 200-watt bulbs, which, in 
combination with the stronger, 
more intense center-store light- 

(Continued on page 60) 
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APPLICATION | 


Radiant 


Electrical 


Baseboards 


| 
Large commercial installation proves 


practicability of these new units 


@ ONE OF THE FiRsT, and by far | 


the largest, electrical radiant heat 
baseboard and panel heating in- 
stallations has.just been complet- 
ed for the new store building of 
the Louis Sterchi Furniture Com- 
pany in Bristol, Va. Mr. Sterchi 
definitely favored electric heat- 
ing for his new store and called 
upon an electrical contractor and 
a manufacturer’s field engineer to 
develop a practical plan. 

The electrical contractor was 


| James F. Young, Inc., of Bristol, 


, 


Va. The field engineer was 


_ Joseph Marshall, of Wyatt & Mar- 
' shall, Crossville, Tenn., manufac- 
+ turer’s representatives of the Ap- 
' pleman Art Glass Works, Inc., 


Bergenfield, N. J., 
Electriglas. 

The store is a one-story brick, 
glass, and concrete structure 90 
feet wide and a block long. The 
new building has a display room 
170 feet long and two warehouse 
sections in the rear. 

Mr. Sterchi wanted only the 
display room and the office area 
electrically heated, but he ran in- 
to a problem at the start. A rough 
estimate by an official of the Pow- 
er Board called for a total capa- 
city of 245,000 watts of air blow- 
ing unit electric heaters. That 
was discouraging not only be- 
cause of the high original cost, but 
also because such a heating load 
at the commercial rates would be 
very expensive, and would have 


makers of 
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taxed the available distribution 
facilities in that section of Bristol. 

When the new Electriglas base- 
boéard was announced in Septem- 
ber, 1950, James F. Young, a pio- 
neer in electric heating in that 
Tennessee-Virginia area, thought 
it might well solve the problems 
posed by the Louis Sterchi store. 
Mr. Young had Mr. Marshall to 
make a survey. 

Mr. Sterchi 


agreed to some 


changes in construction of the 
building, already under way. He 
had arranged for the lower half 
of all walls to be panelled with 
pine and he agreed to insulate 
this lower half with %-inch flex- 
ible insulation. Since the panel- 
ling already called for furring, 
the additional cost of the insula- 
tion was low. 

The upper half of the walls was 
to be plastered. It was agreed to 


A convenience and economy in installation was effected by using the 
radiant baseboard itself as a runway for wiring. Wires for heating base- 
board under windows and for convenience receptacles come out of box 
in wall and then extend behind Electriglas panel. The idea of providing 
convenience outlets in the junction pieces was developed on this job. 
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use insulating plaster, which 
would improve the heat-loss fac- 
tor to some degree. It was speci- 
fied that perimeter insulation 
should be installed between the 
concrete slab and the footing, and 
all calculations were made on this 
basis, but this perimeter insula- 
tion was overlooked in the haste 
of pouring the concrete floor be- 
fore the onset of the first cold 
wave in late November. 


Mr. Sterchi specified a 65-de- 
gree rise at an air temperature of 
70 degrees for the display room. 
He already owned three 10-kw 
unit electric heaters and specified 
their use as a reserve in very cold 
periods. 

After modifications in construc- 
tion, first calculations resulted in 
a figure calling for more than 100 
kilowatts of capacity. That was 
still higher than desirable and a 


Electrician is shown here finishing up installation by fastening junction 

pieces. The radiant electric baseboard is mounted right up against the 

pine paneling. The units are approved for mounting directly upon com- 

bustible materials because of the relatively low operating temperature and 
the excellent heat dissipation of the equipment. 
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This panoramic view of the display 
room of the Louis Sterchi Furni- 
ture Co., in Bristol, Tenn., shows 
the radiant electric baseboard in- 
stalled completely around the peri- 
meter of the store, and the supple- 
mentary heating panels installed 
on one wall and in certain other 
locations throughout the display 
and office areas. 


study was undertaken to see if it 
could be reduced. Examination 
of the building plans indicated 
that the building would probably 
have a low infiltration leakage, 
because with the exception of sev- 
eral small windows in the office, 
washroom, and one enclosed dis- 
play room, the windows were all 
fixed. There were also only two 
doors from the exterior. 

Infiltration figures were revised 
downward to just over 60,000 Btu 
and 20 kw of capacity was appor- 
tioned to meet this loss. 

Standard ASHVE formulae 
were used and Electriglas was 
rated with the standard output 
of 3413 Btu per kwh, applicable 
to all electric heating systems 
Roughly 88 kw of capacity was 
then specified, of which 30 kw 
was to be met by the 30 kw of 
air blowing unit heaters already 
on hand and the balance by a 
combination of Electriglas base- 
board and panels. A rough esti- 
mate of heating costs indicated an 
average figure of approximately 
$1,200 a year. 

Installation was begun early in 
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Joseph Marshall, left, field engineer for Appleman Glass Works, is shown 

going over plans for the Louis Sterchi Furniture Co. with James F. Young, 

electrical contractor, of Bristol, Tenn.-Va. The performance of the radiant 

type heating system using Electriglas baseboard and panels has been en- 

tirely satisfactory. The iron supporting columns shown in the photo below 

were used as wireways for convenience Outlets and for the zone thermostats. 
Openings were cut in the columns as required. 


/ 1951. Sections were thrown into 
operation as they were completed 
and the total installation com- 
pleted, except for finishing 
touches, within a week. Tests 
were then undertaken. The three 
10-kw air blowing units had been 
moved to the warehouse area to 
provide heating there, and initial 
tests in the display room and of- 
fices were made without them, to 
see what Electriglas alone would 
do. The tests, even in the near 
zero cold wave, were satisfactory. 

The installation attracted wide 
interest. It was one of the first of 
Electriglas baseboard in the Uni- 
ted States, and by far the largest. 
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It was the first in Tennessee or 
Virginia. For Mr. Young and Mr. 
Marshall, it was the first of its 
kind, but installation went 
smoothly. 

The baseboard was mounted 
not on the furring but on a 7- 
inch baseboard below the vertical 
panelling. A 4-inch channel be- 
tween this wooden baseboard and 
the concrete block wall provided 
a channel for wiring. Under the 
windows, however, the Electriglas 
baseboard itself was used as a 
wiring channel, No. 12TW wire 
being run between the aluminum 
reflector and the rear of the Elec- 
triglas frame. 





Mr. Young had the idea of in- 
stalling convenience outlets at the 
junctions between heating ele- 
ments of the baseboard, and a re- 
ceptacle line for these was run 
through the baseboard panels and 
looped out where desired. Junc- 
tions were punched for recepta- 
cles by a local sheet metal work- 
ing firm. Later it was announced 
that Electriglas baseboard would 
be available in the future with 
junctions punched for receptacles. 
Several special corners had to be 
fabricated to make a continuous 
baseboard around the room. 

Installation was considered rap- 
id and simple, although 150 Elec- 
triglas units were used and there 
were control and electrical cir- 
cuits which added up to quite a 
job. Adjustments were also sim- 
ple and the final installation in- 
volved almost no changes from 
the original engineered plans. 

A total of 4% miles of wire and 
one-fourth mile of entrance cable 
(for heater branch feeders) was 
used. A 400-ampere entrance was 
provided and the power company 
installed an 80 kw demand meter. 

(Continued on page 64) 


Louis Sterchi, owner of the Bristol 
furniture store that bears his name, 
capitalized on his 50 years of 
experience in the furniture busi- 
ness to design a modern building 
especially for his type of business. 
Radiant electrical heating is only 
one of the many modern features 
of his new display room, offices 
and warehouse. 
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CODE DISCUSSION 


PRB cih ieee 


-— 


Wiring Design for Motor Circuits 


By B. Z. Segall 


Vice-Pres., Best Electric Co. 
New Orleans, La. 


@ Tuis is the second of a series of articles on wiring 
design for motor circuits. The articles are based on 
information contained in “Electrical Code Diagrams 
—Book 4,” written and published by B. Z. Segall, 
2801 Joseph St., New Orleans, La. Further infor- 
mation about the complete series of Electrical Code 
Diagram Books may be obtained by writing directly 
to Mr. Segall. 

To obtain maximum benefit from the articles, the 
reader should first study the Code section under 
discussion. For convenience, the Code sections are 
reproduced with each related discussion. The read- 
er will find it helpful, however, to have a copy of the 
Code at hand in order to study other Code refer- 
ences, Tables, and Examples, that may be referred 
to in the articles. 


Wound Rotor 
Secondary 


Code Text 


4313. Wound-Rotor Secondary. The conductors 
connecting the secondary of a wound-rotor A.C. 
motor to its controller shall have a carrying capacity 
which is not less than 125 per cent of the full-load 
secondary current of the motor if for continuous duty. 
For other than continuous duty, these conductors 
shall have a carrying capacity, in per cent of full 
load secondary current, not less than that specified in 
the table in section 4312. Where the secondary re- 
sistor is separate from the controller, the carrying 
capacity of the conductors between controller and re- 
sistor shall be not less than that given in the follow- 
ing table: 

Carrying Capacity of Wire in 
Per Cent of Full-Load 


Resistor Duty Classification Secondary Current 
35 


Light starting dut 

Heavy starting duty 

Extra heavy starting duty 
Light intermittent duty 
Medium intermittent dut 
Heavy intermittent duty... 
Continuous duty 


Schematic diagrams showing basic elements for 
squirrel cage and wound rotor induction motors are 
shown in Figure 4. 

To understand the need for this rule it is neces- 
sary to know the basic differences between the two 
general types of A.C. polyphase induction motors. 
No attempt will be made to cover the complete 
theoretical analysis of operation or the practical ap- 
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Fig. 4. A comparison of the basic elements of a 

squirrel cage motor and a wound rotor induction 

motor are shown here, together with typical starting 
equipment. 


plications of the two types. This discussion will deal 
only with those basic elements required to under- 
stand the application of the code rules. 

Primarily the two types differ only in the con- 
struction of the rotor (the rotating element). The 
squirrel cage motor has its rotor construction of 
cylindrically arranged, insulated copper bus bars 
imbedded in the rotor steel laminations. Both ends 
of the bars are terminated in copper rings mounted 
at both ends of the rotor. The assembly of rotor 
bars and rings resembles the common squirrel cage. 

The wound rotor consists of copper insulated con- 
ductors set into the rotor surface. The ends of the 
windings are tied into slip rings mounted on the 
rotor shaft. By means of fixed brushes, bearing on 
these rings, external resistors may be inserted in 
series with the rotor windings. 

Induction motors may be started by connecting 
them directly to the lines by means of a manually 
operated circuit breaker or switch, a remote con- 
trol contactor, or other means. However the appli- 
cation of full line voltage to the stator windings will 
cause a very large inrush of current—usually 4 to 
10 times the rated full load current of the motor 
For large motors, 10 HP and above, this may cause 
large voltage dips and thus cause line disturbances 

(Continued on page 44) 
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MAINTENANCE 


This is the second in a series of articles 


on maintenance of industrial electrical equipment 


Motor Maintenance 


by W. R. Harris 
and 
W.W. McCullough 


@ THE alr GaP in a motor is de- 
pendent first on proper mainten- 
ance of the bearings; second, on 
the proper alignment of the 
brackets or pedestals with the 
frame. Alternating-current mo- 
tors operate with less gap than 
direct-current motors, and are 
therefore more critical. 

Check the air gap with a feeler 
gauge at the established schedule 
period. Make these checks at the 
pulley end, taking four readings 
on each motor, 90° apart. For 
motors below 10 h. p., a minimum 
gap of .005 inches should be main- 
tained. Above 10 h. p., the min- 
imum gap should be .010 inches. 


Couplings require alignment 


Where coupled-type motors are 
used, the couplings require regu- 
lar inspection. Faulty alignment 
in a solid coupling is reflected in 


TOP — Oiling the motor regularly is essential to long 
bearing and shaft life. Too much oil may contaminate 
the motor windings, causing possible deterioration of the 
insulation. BOTTOM — Eleven years of severe and con- 
tinuous service showed a bearing wear of less than 
15/10,000 of an inch, thanks to proper lubrication and 
intelligent maintenance. At this rate of wear, it is estimated 
that bearing replacement would not be necessary for at 
least 90 more years. 
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bearing trouble and_ vibration. 
Make sure that all dowel pins are 
in correct position, and check the 
faces of the couplings with a feel- 
er gauge after the bolts have been 
removed. Shift the motor posi- 
tion to make the faces of the two 
half-couplings parallel. 

Flexible couplings will operate 
under more severe misalignment 
without causing trouble; however, 
the two halves should be checked 
with a steel scale to make sure 
that they are in alignment. Any 
misalignment means increased 
wear on the pins, fingers, and 
leather discs, whichever may be 
used. Special-type flexible cou- 
plings should be checked accord- 
ing to the manufacturer’s instruc- 
tions. 


Insulation must be clean and dry 


The electrical conductors in a 
motor are separated from the 
magnetic circuit and from the me- 
chanical assembly by materials 
generally grouped under the term 
“Insulation.” Insulation is also 
used in commutators to separate 
the bars from each other, and in 
coils to isolate individual turns. 

It is important that the insula- 
tion be maintained so as to func- 
tion as a separator between the 
copper coils in the motor and the 
mechanical assembly. Regardless 
of the class of insulation used, re- 
member that electrical insulation 
materials are non-conductors only 
when clean and dry. 

The importance of keeping elec- 
trical equipment clean and dry is 
always worth stressing. Accumu- 
lations of dust and dirt not only 
contribute to insulation break- 
down, but they operate to in- 
crease the motor temperature 
through restrictions of ventila- 
tion. 

Dust and dirt is effectively re- 
moved with compressed air at 
about 50 pounds pressure. Do 
not direct compressed air against 
the insulation until certain that 
it is free from moisture that may 
have accumulated in the air line 
from condensation. Too great an 


Both of the authors are associated 
with Westinghouse Electric Corp. Mr. 
Harris is industry engineer of the 
Paper Mill Section; Mr. McCullough 
is supervisor of repair engineering in 
the Manafacturing and Repair Dept. 
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TOP — When the motor commutator wears down, resulting in poor com- 
mutation, under-cutting the mica below the surface of the faster-wearing 
copper commutator bars on a d-c motor will prevent sparking and assume 
proper operation of the motor. This tool undercuts the mica to 1/16-inch 


below the commutator surface. 


BOTTOM — A thorough maintenance 


program does not neglect brushes. Proper method of cleaning and surfac- 

ing is to press down on a strip of No. 0 or No. 00 sandpaper placed 

sanded side up between brush and commutator and then pull circum- 
ferentially in the direction of rotation — not across the brush face. 


air pressure may loosen the bind- 
ing tape or injure the insulation 
by sandblasting with the abrasive 
dirt which is nearly always pre- 
sent. 

It may not be possible to re- 
move all dust and dirt by blowing 
with compressed air. If the accu- 


mulation of dirt contains oil or 
grease, a solvent will usually be 
required to remove it. 

There are three types of sol- 
vents in general use for this pur- 
pose. These are petroleum dis- 
tillates, such as Stoddard solvent 

(Continued on page 56) 
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LIGHTING 


| 


Lighting conference 


Definite responsibilities 


| 
must be undertaken by lighting engineers 


during the national emergency 


@ DerinitE responsibilities must 
be undertaken by lighting engi- 
neers during the national emer- 
gency now in effect, and especial- 
ly by members of the Illuminating 
Engineering Society, according to 
several of the principal speakers 
who appeared before the South- 
'western Regional Conference in 
Corpus Christi, Texas, on March 
5 and 6. 

These responsibilities may be 
multiplied by loss of members to 
the war effort, it was pointed out 
by one speaker, while others em- 
‘phasized that better lighting both 
inside and out has a direct effect 

n the conservation of human en- 
rgy in production, the rate of 
roduction itself, and the preser- 
vation of plants essential to war 





 pvared 

The resulting increase in power 
load was treated as more or less 
incidental, except by one speaker, 
who measured this factor on a na- 
tion-wide basis if lamp sales only 
were made on the basis of recom- 
mended replacements and the fill- 
ing of empty sockets. 

During executive deliberations 
in connection with the conference, 
W. E. Folsom, lighting engineer 
for the Dallas Power and Light 
Company, was endorsed for re- 
gional vice-president, to succeed 
Floyd A. Covington, of the City 
Public Service Board of San An- 
tenio. 
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There was also discussion on 
creation of additional chapters, for 
both Corpus Christi and Tulsa, 
Okla., and discussion further in- 
dicated that Tulsa might be the 
site for the regional conference 
next year. 

Tulsa bid strongly for the con- 
ference, and during the planned 
lighting session, the invitation was 
repeated by Martin J. Myers, of 
the Public Service Company of 
Oklahoma, Tulsa. 

With time running out, Myers 
sacrified his report on an example 
of planned lighting to “invite you 
Texans to take off your veneer 
and come to Oklahoma, where we 
shall certainly have a very inter- 
esting conference.” 

Regional Vice-President Cov- 
ington introduced the delegates 
to four busy, half-day sessions 
with a brief discussion of confer- 
ence objectives; and after Leslie 
Wasserman, mayor of Corpus 
Christi, had welcomed the visi- 
tors, Covington made the execu- 
tive officer’s annual report. 


War Changes Emphasis 


Walter Sturrock, society presi- 
dent, of the lamp department of 
General Electric, reminded mem- 
bers that as a group, they can do 
a great deal. 

“The unpredictable trend in the 
Korean war,” he added, “may 
greatly affect our operation, not 


only in changing more of our acti- 
vities to war-time emphasis, but 
also due to a possible loss in ac- 
tive members who may be called 
into service.” 

He recalled that one important 
contact of IES is representation 
on the National Engineering Ad- 
visory Committee, before which 
war-time lighting problems are 
often discussed. He then report- 
ed on the many activities of the 
society, both within and without 
its own organization. 

From that point on, the speak- 
ers used a few or a great many 
slides for illustration, and one 
such series of slides illustrated a 
talk, “Lighting for Production and 
Protection,” by B. F. Benning, 
manager of lighting sales for the 
Graybar Electric Company, Dal- 
las. 


Lighting for Protection 
Explaining that it was not his 


intention to arouse panic or fear, 
Benning first pointed out that 


_ darkness is the most effective aid 


to sabotage and lighting the most 
economical and reliable protec- 
tion against the practice. 
“There should be no question,” 
he continued, “that the need for 
protective lighting exists now in 
almost every section of the coun- 
try. Vital facilities include public 
utilities, water purification and 
pumping systems, dams, lakes, 
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in the Southwest 


harbors, bridges, railway yards, 
and all-important manufacturing 
plants. 

“We hope the emergency for 
which we are preparing will nev- 
er come to pass. If it does not, 
lighting equipment which is in- 
stalled for protection will also be 
useful for production, since it will 
enable workmen to move more 
easily and safely in plant areas 
and speed handling and storing of 
materials in outdoor yards.” 

Promulgating knowledge and 
know-how on lighting for produc- 
tion and protection will be “our 
contribution to the production ef- 
fort of the nation,” he concluded. 

Addressing a capacity luncheon 
meeting, Edwin Vennard had the 
subject, “Lighting Today.” He is 
vice-president of the Middle West 
Service Company, of Chicago. 

“We are in war,” he said, “and 
we have a job to do, from the 
standpoint of conservation of hu- 
man energy and increased pro- 
duction, and we must also operate 
in a way which will maintain the 
principles for which we are fight- 
ing.” 

The speaker referred often to 
results of surveys, condensed to 
slide size. These showed, among 
other factors, that 20 per cent of 
the people have defective eyes 
and that, in spite of campaigns of 
education, most people do their 
reading with five foot-candles of 
light. He added: 

“One small element, lighting in- 
tensity, can cause a 10 per cent 
increase in production and also 
conserve eye energy. Lighting is 


the best means of accomplishing 
these objectives.” 

His survey statistics spotlighted 
a surprising number of unused 
lighting outlets and empty sockets 
in American homes, and his slides 
also calculated the need for sales 
effort to activate unused outlets, 
fill empty sockets, and replace 
small bulbs with larger lamps. 
From these activities alone, if ex- 
tended throughout the country, 
he estimated a very substantial 
increase in power load. 


Lighting for Selling 


In discussing “The Third Di- 
mension in Architecture and Sell- 
ing,” Kurt Versen, of the Kurt 
Versen Company, of Englewood, 
N. J., reminded the convention 
that a big factor in overhead ex- 
pense is worker fatigue. He said 
he wanted to discuss basic con- 
cepts briefly, and added that there 
had been an amazing overselling 
campaign that had _ distorted 
standards. 

“The only thing that counts,” 
he continued, “is what you get 
down here and not what you get 
up there. (Gestures indicating 
floor and ceiling.) Fluorescent is 
good as it is, so why oversell it? 

“There is no such animal as the 
science of lighting, but there is a 
science of seeing. Who knows 
what the right foot-candle mea- 
sure is? Does anyone here? No. 
The light meter has its place but 
it has been badly abused. How 
many foot-candles do we need? 
That is the question. 

“Lighting is something that can- 


by Baron Creager 


not be appraised or catalogued by 
tables, so you have a lighting 
problem in every job you tackle.” 

In lighting for selling, Versen 
said, it should be remembered 
that 57 per cent of all sales made 
in department stores are impulse 
sales resulting from display. He 
added that the figure resulted 
from a survey by the DuPont 
Company. 

Using a large number of colored 
slides, the speaker then made de- 
tailed comment, explaining his 
approach and his treatment of 
various lighting problems that he 
had encountered. In discussing a 
number of his examples, Versen’s 
apparently constant and charac- 
teristic willingness to enter into 
controversy with architects was 
revealed, for he repeatedly refer- 
red to such clashes. His address 
was followed by a question and 
answer period. 

William G. Darley, of the firm 
of Darley and Moses, consulting 
engineers, of Austin, Texas, told 
the convention that the only way 
to solve any one lighting problem 
was for the engineer to put him- 
self in the position of the person 
doing the work. He related in- 
stances in which he had not dis- 
covered the difficulty in the situa- 
tion until he had placed himself in 
the position recommended. 

“Lighting is just one element of 
the visual environment,” he re- 
minded his audience, “and you 
cannot talk, therefore, in terms of 
just lighting alone. The visual 
effort involved on the part of 
those doing the work must get 
serious consideration. 

“The satisfactory way to eva- 
luate a situation is to go in and 
put yourself in the position of the 
person working. Often it is not 
the lamp or lamps causing the 
trouble, but the quality of light, 
brightness ratios, and glare. 

“Evaluate the whole visual en- 
vironment from the viewpoint of 
the worker or workers, and look 

(Continued on page 62) 
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e ce 
| HOW-TO-DO-IT 


(1) Select the most direct route for 
‘the cable. The use of an extension 
' bit for boring holes in studs and 
‘joists will result in less slant and 
} make cable easier to pull. The holes 

should be centered. 


(7) All but about two inches of the 
bond wire is snipped off, and the wire 
is bent back against the armor. Then 
the cable is ready for the insertion 
of the insulating bushing under end 


of armor. 
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(2) A joist-boring machine is often 

used. Working at right angles to the 

shaft, the bit bores a straighter hole 

than is possible with other tools in 

this small space. Hand-operated mod- 
els can be used. 





} . 
el 


Armored Cable 


a 





(3) When the holes have been bored, 

the end of the cable is drawn out 

from the center of the coil in a coun- 

ter-clockwise direction, and is thread- 

ed through the holes from one out- 
let to the next. 


De Ce : 
1 3a x 


(8) It pays to have ample lengths to 

work with and that is why at least 

eight inches of exposed conductors 

are allowed for in cutting the armor. 

The outlet box is shown with con- 
nectors in place. . 


g 


(9) The conductors of the cable are 
fed into the box through the connec- 
tor in the knockout, the armor is 
securely clamped into the connector. 
Some boxes come _ with built-in 
clamps, eliminating connectors. 
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Some of the simplest operations 
need retelling for the benefit of 
newcomers to the field and to re- 
emphasize certain important fea- 
tures of the work. These photos 
illustrate important steps in the 
installation of armored cable 
They are reproduced, through the 
courtesy of the Armored Cable 
Section of NEMA, from the 
NEMA film on this subject 








“Kal 


(6) The bond wire and the insulating 
bushing are two important features 
of armored cable design. No wireman 
should overlook their proper treat- 
ment, which is a requirement of the 
National Electrical Code. 


(4) To terminate cable, the wireman (5) Another cut further up the cable 
holds the saw at an angle of 35 de- permits the wireman to slip off the 
grees to the cable and cuts partway armor from the terminal end of the 
through one convolution. After break- cable. This exposes the bond wire 
ing the armor, he cuts through the which is in the cable to assure low 
conductors. armor resistance. 


Pees aee es 


ALITY ET 


Wine 








(12) Grounds are especially import- 
ant, and inspectors pay particular at- 
tention to grounding conductors. Here 
a ground conductor is shown clamp- 
ed solidly to a water pipe, thus 
grounding everv circuit in the house. 
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(10) It’s always important to make (11) Where possible, it is well to skin 
certain that all connections are good the ends of the wires, scrape them 
and tight. Note that cables are stapled bright and clean, and leave them 
securely to studs not more than 12 ready for connecting. There will be 
inches from the box. Inspectors al- less chance of soiling plaster when 
ways check this closely. the job is being finished. 
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MODERN METHODS ©” 


More Time-Saving 
Tools and Meters 


by Cleveland R. Smith 

Babson Park, Florida 
@ You Have brought to our at- 
tention in recent issues under 
“Modern Methods” many useful 
tools such as the ceiling hole ro- 
tary. saw for outlet boxes, the 
Amprobe hookon ammeter, and 
the Prepo instant-heat blowtorch 
with the throw-away container. 

I have all these and they are 
very good, too—all timesavers. 
May I present two more good 
timesavers? 

The first is very inexpensive— 
“The Perry screw starter.” I first 
came upon this handy time-and- 
temper-saving tool while working 
on flying boats during the war. 
It only costs $1.00 to $1.20, postage 
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EQUIPMENT NOT MOUNTED 
OR NOT AVAILABLE WHEN 
FLOOR IS POURED 
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Wooden templates such as the one shown here are being used successfully 
as guides for stub-ups. The template aligns the stubs so that they can be 
extended upward directly into knockouts of electrical equipment which 


a. and is obtainable in three 
‘lengths, 2% inches, 5 inches, and 


cannot be installed until after floor is poured. 
+10 inches, from Perry Manufac- 


} turing Company, 2525-26th Ave- 
+ nue, Minneapolis, Minn. It is also 
' carried by Snap-On Tools. 


The second helper is the Volt- 
Ohmeter “Handitester” Kit ob- 
tainable from the Heath Com- 
pany, Benton Harbor 15, Mich. It 
‘is put out in kit form for only 
$13.50. The quality parts may be 
‘assembled in short order, and you 
Rave a good small hand-size meter 
thaving five ranges of a-c and d-c 
jolts plus two ranges, high and 
low, of resistance measurement. 
Surely, every electrician needs a 
Volt-Ohmeter. 





Easy Way to Keep 
Risers Straight 

by Walter R. Stone 

Chief Electrical Inspector 

Fort Worth, Texas 
@ Many scHemeEs have been de- 
vised to insure the proper align- 
ment of conduit “stub-ups” with 
equipment which cannot be in- 
stalled until after the floor is 
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poured. Unless there is perfect 
alignment, the conduit risers con- 
necting the two will either have to 
be offset in a non-uniform man- 
ner, which will be objectionable 
in appearance, or else installed in 
such a manner that it will be in a 
strain, which will be objectionable 
from a structural standpoint. — 


A system which insures the 
proper alignment and which is 
very practical makes use of a 
template—not the kind of tem- 
plate that is shaped in the form of 
the proposed risers, but the kind 
that acts as a guide for the stub- 
ups. 

This template is made from a 
1x10 board in the following man- 
ner: from the plans and shop 
drawings, take the dimensions of 
the equipment from center line to 
center line of the conduit-en- 
trance fittings of the equipment. 
Take the dimensions from these 
center lines to the wall on which 
the equipment will be mounted. 
Take the dimension from the 


nearest end wall to the center line 
of the end conduit-entrance fit- 
ting. 

From a table, obtain the outside 
diameter of each conduit-riser. 
With a chalk line or straight edge, 
draw a line along the entire 
length of the board at a distance 
from one edge equal to the dimen- 
sion from the mounting wall to 
the center line of the conduit-en- 
trance fittings on the equipment. 
Mark this side of the board with 
an X. Draw a line across the 
board (perpendicular to its 
length) at a distance from its end 
equal to the dimension from the 
end wall to the center line of the 
end conduit-entrance fitting. 
Mark this end of the board with 
a Y. Let the first cross line rep- 
resent the first end riser. 

Draw a second cross line at a 
distance from the first equal to 
the dimension from the center 
line of the end conduit-entrance 
fitting to the center line of the ad- 
jacent conduit-entrance fitting. 
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. LINE TERMINAL 
INSULATION 











UBBARD Line Insulated Autogap 
Lightning Arresters are the answer for 
utilities who do not approve of exposed 
hot line terminals. When lines are worked 
hot, exposed terminals present a constant 
hazard, especially on congested poles. 


The insulated line terminal also prevents 
bird trouble. 


Electrically, these insulated Autogaps have 
the same characteristics as other Hubbard 


© TWIN EXHAUST an exclusive Autogap feature, 


assuring maximum surge capacity. 


BY Bakelite insulator cap covering line terminal. 


Vertical Autogap Arresters. Salient points 
are indicated in the illustration. The line 
terminal at the top of the arrester is pro- 
tected by a bakelite cap. 


The external gap is between the arcing 
horn and the “L’’-shaped extension of the 
grounded mounting bracket. 

Standard EEI-NEMA mounting brackets are 
supplied—No. 2337 for Crossarm mounting 
or No. 2338 for Pole mounting. 


G } Ground terminal attachment. 


'D] Air gap. 


HUBBARDaxnn COMPANY 





PITTSBURGH e 


ESTABLISHED 1843 


CHICAGO 





© OAKLAND, CALIFORNIA 


Ytareg the load on fiibbard thardwarce!” 
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Draw additional cross lines to rep- 
resent additional risers, each be- 
ing a distance from the other 
equal to the dimensions from cen- 
ter line to center line of the con- 
duit-entrance fittings. 

At the intersection of the vari- 
ous cross lines with the line along 
the length of the board, cut holes 
equal in diameter to the diameter 
of the proposed risers in the vari- 
ous locations. After all holes have 
been cut, jam the X side of the 
board snug against the mounting 
wall and the end with the Y mark 
snug against the end wall. 

Support it upon bricks at a 
height sufficiently above the pro- 
posed finished floor line to permit 
the cement workers to complete 
the floor. The underground con- 
duit can then be stubbed up and 
plumbed so that it terminates 
flush with the top of the board. 

After the floor is poured, re- 
move the board. The stub-ups 
will be in the exact locations de- 
sired and will be in perfect align- 
‘ment with the equipment loca- 
‘tions. 

The template can be made in a 
short time—the hardest job being 
that of cutting the holes—and will 
save much time that is usually 
consumed in resetting and re- 
checking when there is no guide 
tto hold the conduit in place. In 
ft non there is the satisfaction 





f knowing that a job has been 
ell done. 


Bill Wire by Pound 


On Cost-Plus Jobs 
MANY IMPROVEMENTS in build- 
be methods have considerably 
acilitated electrical contracting 
service for Harold Walker, head 
of Walker Electric Company, in 
Enid, Oklahoma. 

Making a study of misunder- 
standings and errors which are 
most likely to cause customer fric- 
tion and ill-will, Mr. Walker has 
introduced several innovations in 
billing, which he feels do a great 
deal to protect the firm’s good 
will, and consequently, to insure 
enthusiastic recommendation by 
previously served customers to 
new electrical service prospects. 

“One of the most important 
changes we have made is to bill 
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out all of our copper wire and ca- 
ble by the pound, rather than by 
the foot,” Mr. Walker indicated. 
“T believe any electrical contrac- 
tor can benefit extremely from 
making such an alteration. 

“In the past, when we sold wire 
by the foot, we faithfully record- 
ed every foot which went into any 
kind of installation or construc- 
tion job, and found immediately 
that many customers seized upon 
the apparent discrepancy between 
the footage or wire billed, and the 
amount used in the construction, 
'as a source of complaint. For ex- 
ample, where a customer was bill- 
ed for say 600 feet of heavy-gauge 
copper wire, and knowing some- 
thing about the installation, found 
only 450 feet used, he would us- 
,ually come up with bitter recrimi- 
;nations. It is useless to explain 
to the customer that the actual 
amount of wire installed requires 
a much longer length for cutting, 
‘replacement, splicing, etc., which 
uses up an average of % of the 
length charged. 

“We can readily call to mind 
dozens of instances in which an 
over-economically minded build- 
er surveyed electrical installation 
carefully, and measured off, to 
the inch, the amount of cable, cop- 


per wire, or other material utiliz- 
ed.” 

To eliminate any such possibil- 
ity in future installations, Walker 
Electric Company two years ago 
went on the “per-pound plan.” 
“We know approximately how 
many feet of wire will be con- 
tained in a spool at a specific 
weight,” Mr. Walker said. “Such 
as 1,000 feet on a spool of wire 
which weighs 8 pounds, where a 
thin strand is used. By merely 
billing the wire out to the cus- 
tomer at the pound rate, we can 
add enough wire to cover the cut- 
off lengths, and a small amount 
of wastage which is bound to en- 
sue, with no complaint whatso- 
ever.” 


Applying Electronics 
To Industrial Machines 


@ One of the problems, associat- 
ed with the development of the 
modern high speed loom, was that 
of detecting the breaking of a 
thread so that the machine could 
be shut down before any consider- 
able amount of material had pass- 
ed and been wasted. The earliest 
attempt to solve this problem me- 
chanically involved suspending 








~~ MOTTED TuBE 


PHOTOEBLEC TRIC 
CONTROL 


TARGETS 


OR COW SPRING 








This electronic control results in prompt shutdowns of the loom whenever 

thread breaks occur. The little copper squares riding on the threads drop 

into the trough when the thread breaks thus interrupting the light beam 
and causing the photoelectric control to close down the machine. 
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steel pins from each thread in 
such fashion that if a thread 
broke, its pin would drop into a 
mechanical linkage, shutting 
down the machine. This method 
was never too satisfactory, be- 
cause, to obtain consistent opera- 
tion of the stop motion device, it 
was necessary that the pins be 
rather bulky and heavy. These 
heavy pins wore down the 
threads, impairing their: physical 
properties. 

A later modification of this de- 
vice was to use light copper 
strips suspended from the thread 
which, upon thread breakage, 
dropped into a trough, closing an 
electrical contact to shut down the 
machine. While this latter meth- 
od was an improvement over the 
mechanical device, it was diffi- 
cult to insure that sufficient elec- 
trical contact pressure could be 
obtained between the light cop- 
per strip and the contacting sur- 
faces on which it dropped. 

This was particularly true be- 
cause of the great amount of lint, 
dust, and oil vapor which was pre- 
sent in the atmosphere around the 
looms. 

A very successful solution of 
this problem involved the use of 
an electronic pilot relay interpos- 
ed between the electrical contact- 
ing surfaces mentioned above and 
the solenoid which shut down the 
machine. An electronic pilot re- 
lay is used to secure current 
handling amplification and permit 
light metal-to-metal contacts to 
control a heavy electrical load. By 
the use of the electronic pilot re- 
lay sufficient pilot circuit amplifi- 
cation was obtained to insure re- 
liable operation. In other words, 
even though dust and dirt intro- 
duced high resistance in the elec- 
trical contact between the copper 
strips and the contacting surfaces, 
the inherent sensitivity of the 
electronic pilot relay assured posi- 
tive action of stop-motion. 

An alternative, and equally suc- 
cessful, electronic stop-motion in- 
volves the use of photoelectric 
controls. The copper strips are 
so arranged that thread breakage 
allows them to drop into a trough. 
They are maintained in a position 
crosswise to the trough by means 
of a simple wire guide. A light 

(Continued on page 56) 
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100 KVA Type F Transformer 
2400/ 120/240 


450 KVA, Type F Unit Substation, 
4160 V. Delta, 60 Cycles, 3 2— 
120/208Y, 4 wire. 





MANUFACTURERS OF DRY TYPE 
TRANSFORMERS EXCLUSIVELY 


1 to 2,000 KVA up to 
15,000 Volts to meet 
Sadidhtanl  Unnidl o 
a 
DISTRIBUTION 
GENERAL PURPOSE 
UNIT SUBSTATION 
PHASE CHANGING 
ELECTRIC FURNACE 
RECTIFIER 
WELDING 
MOTOR STARTING 


(one OF THE WORLD'S 4 











SPECIAL 





Dissisinecicesiians 


Made by a pioneer in the dry type, air- 
cooled transformer field. Eliminate 
need for liquid filled units. No hazard- 
ous, inflammable oil or toxic liquid to 
fuss with. Maintenance of oil level, 
foreign matter, sludge accumulation, 
and subsequent filtering are relegated 
to the “horse and buggy days”. 
MARCUS DRY TYPE, 
AIR-COOLED TRANSFORMERS 


ARE SAFE —No explosion or fire 
hazards. No fire proof vaults. Class 
B and C heat proof insulations. 


ARE ECONOMICAL — Lower cost 
installation and operation, negligible 
maintenance. 


For the transformer that’s second to 
none, specify MARCUS. 


MARCUS 


TRANSFORMER CO. 


R 5 


38 MONTGOMERY STREET 
HILLSIDE 5, NEW JERSEY 
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INDUSTRY NEWS 


Timely items relating to contractors, light 


and power companies, electrical wholesalers, 


electrical manufacturers and 


Southern Companies 
Take Safety Honors 


@ Tue Nationat Safety Council 
has recently announced winners 
in the Public Utilities 24th An-| 
nual Safety Contest, held Jan- 
uary 1-December 31, 1950. 

According to the Safety Coun- 
cil, 201 contestants finished the 
contest. These contestants re- 
ported a total exposure of ap- 
proximately 735 million man- 
hours and 6,968 injuries. This 
represents an increase of 36 per 
cent and 17 per cent in exposure 
and injuries, respectively, over 
that reported for the 1949 contest. 
The average frequency rate for 
all contestants, 9.48, was 14 per 
cent lower than the final rate for 
last year’s contest. 

In the combination gas-electric 
division, Group A, first place 


LEFT — Maurice Hoffman, left, secretary-treasurer, and 
Morris Margolin, right, president, of Marlin Associates, 
electrical supply distributor of Dallas, discuss their new 
$500,000 plant with Ruben Rosen, Progress Mfg. Co., 
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their agents. 


award went to New Orleans Pub- 
lic Service, New Orleans, La., 
with a rate of 1.93. 

In the electric division, Group 
A, Alabama Power Co., Birming- 
ham, Ala., was in first place with 
2.40; Texas Power & Light Co., 
Dallas, Texas, second place, 2.78; 
and Monongahela Power Co., 
Fairmont, W. Va., third place, 
with 3.24. 

In Group B, the Kentucky- 
West Virginia Power Co., Ash- 
land, Ky., was first with .99, and 
the Kansas Gas-Electric Co., 
Wichita, Kans., second with 1.39. 
Group C found the Citizens Elec- 
tric Corp., St. Geneviev, Mo., and 
the Farmers Electric Co-op, 
Chillicothe, Mo., tied with seven 
other companies for first place 
with an .00 rate. 

Honorable mention certificates 
will be awarded to the Public 


Service Company of Oklahoma, 
Tulsa, Okla., the Tampa Electric 
Co., Tampa, Fla., and the Electric 
Power Board of Chattanooga, 
Chattanooga, Tenn., in Groups A, 
B, and C, respectively, in the elec- 
tric division. 


Dallas Distributor 
Occupies New Plant 


@ A THREE-DAY celebration mark- 
ing the opening of a new $500,000 
home at 3946 Central Expressway, 
Dallas, Texas, was held recently 
by Marlin Associates, southwest- 
ern wholesale distributors of elec- 
trical fixtures, appliances, mate- 
rials, equipment, and other prod- 
ucts of over 60 manufacturers. 

The main showroom features 
commercial fixtures, large appli- 
ances and electrical housewares, 
and floor and table lamps. Small- 
er display rooms feature lighting 
fixtures and other equipment for 
every room in a modern home as 
well as for offices and commer- 
cial buildings. 

The display rooms take up 
about 10,000 square feet of floor 
space. The offices, supply and 
service departments, and the 
warehouse use the remaining 30,- 
000 feet. 

Displays were designed with 
architects, engineers, contractors, 
and their clients in mind. As an 
extra convenience for electrical 
contractors, the supply depart- 
ment has a side entrance with a 
large paved parking area. 


Philadelphia, Pa. RIGHT — This view of the residential 
showroom shows the switch panel at the right which con- 
trols each fixture individually. Buyers may concentrate 
attention on the particular fixture under consideration. 
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here's a connector that lives a UU! 


Burndy connectors are strongly constructed of high-grade, non-corroding 
alloy with husky, sharp, uniform threads. That’s why you can use 

Burndy connectors over and over again for temporary or permanent 
installations. Today, it’s most important to conserve stock. Make your supply 
go further, save time, reduce costs and be sure of sound connections: 

use Burndy connectors ...re-use Burndy connectors! 


ery 


BURNDY CONNECTORS 


- BURNDY, New York 54, N. Y.* Western Branch: Vernon 58, Cal.+ Burndy Canada Ltd., Tor. 8, Ont. 
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Approximately 800 individual 
electrical outlets have been in- 
stalled in the showrooms for dis- 
playing lighting fixtures with 
each of the fixtures controlled by 
individual switches so that the 
buyer may concentrate attention 
on the particular fixture under 
consideration. 

Each of Marlin Associates’ of- 
fices acts as an example of the 
various phases of commercial 
lighting in that the different 
types of interior lighting have 
been used to demonstrate adapt- 
ability under actual conditions. 
These include the latest in slim- 
line, fluorescent, and recessed 
types of lighting. 

Department heads of Marlin 
Associates include the following 
key personnel: Charles A. Met- 
zger, purchasing agent and man- 
ager of the lighting and appliance 
department; Ned Hurley, man- 


ager of the lamp department; , 
Mrs. Frances Young, office man- , 
ager and secretary; G. L. Mc-' 


Cune, head of the accounting de- 
partment; L. J. “Bert” Walter, 
credit manager; Mrs. 
Nevius, interior decorator and 
lighting consultant; Eugene C. 
Woodall and Robert Shortridge, 
lighting engineers and consul- 
tants; Tom Flynn, manager of 
the apparatus and supply de- 
partment; Harry E. Blanchard, 
in charge of city sales; Barnard 
“Bud” Millard, advertising and 
sales promotion manager; and 
Edgar Dowler, warehouse fore- 
man. 


All-Electric School 
Opened in Dallas 


@ Dattas Has captured another 
“first.” The Agnes Baldwin Pre- 
school—first 100-per-cent-electric 
educational building to be con- 
structed in the Southwest—has 
been completed at 7007 Walnut 
Hill Lane, just off Hillcrest, and 
is now in full use. 

The school has no utility con- 
nections except for electricity and 
water. Each of the two 37-foot 
classrooms is heated with three 
Electromode fan-circulating elec- 
tric heaters thermostatically con- 
trolled to maintain temperatures 
at correct level, and the 50-foot 
classroom employs four heaters of 
the same kind. The entire build- 
ing requires 14 electric heaters. 

The heaters are _ burnproof, 
shockproof, and fireproof. As the 
heating element is cast inside an 
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Myrteal - 


New RLM Bulletin 
Features Check Lisi 


@ PuBLicaTION oF a new, four- 
page RLM bulletin, No. 1050, con- 
taining a complete listing of all 
RLM manufacturers and _ the 
RLM.-certified lighting equipment 
made by each, has been announ- 
ced by the RLM Standards Insti- 
tute, 326 W. Madison St., Chi- 
cago 6, IIl. 

Described as “an indispensable 
aid to everyone who buys, sells, 
recommends, or specifies indus- 
trial lighting equipment,” copies 
of this new bulletin are available 
without charge from the institute 
to architects, electrical contrac- 
tors, lighting specialists, and com- 
mercial and industrial executives 
concerned with the specification, 
selection, or installation of light- 
ing equipment. 

This bulletin was issued, ac- 
cording to Rudolf W. Staud, presi- 
dent of RLM Standards Institute, 
“to serve as an important aid in 
the procurement of lighting 
equipment that meets nationally 
recognized standards of quality, 
and thus assure the user of one 
of the essentials to the success of 
a Planned Lighting Program.” 

Feature of the new Bulletin 


aluminum grid, there is no glow- 
ing wire or metal to be seen or 
touched at any point. A child 
can lean against the heater or 
place his hand upon it without be- 
ing burned or shocked—a safety 
factor indispensable to any struc- 
ture in which small children con- 
gregate. 

A Hotpoint electric refrigera- 
tor and electric range provide 
complete convenience, efficiency, 
and safety for the school kitchen. 
Hot water is furnished by a Mis- 
sion electric water heater. Moe 
drum-type incandescent fixtures 
give ample intensity of soft, glare- 
less illumination for classrooms 
and other units of the structure. 


PFMA Elects 
1951 Officers 


@ THe Prope.tter Fan Manufac- 
turers’ Association held its an- 
nual meeting recently at Daytona 
Beach, Fla., and the following of- 
ficers were elected for the en- 
suing year: 

President, 


Parker T. Finch, 


The new RLM bulletin, “How to 
Specify RLM Labeled Lighting 
Units,” is described as indispen- 
sable to everyone who buys, sells, 
recommends, or specifies industrial 
lighting equipment. 


1050 is a well-organized, easy-to- 
use chart, which enables the user 
to quickly determine: (1) wheth- 
er or not a certain size and type of 
lighting unit is RLM-certified; 
(2) the names of all manufactur- 
ers who make RLM-labeled units 
of the type and size desired; and 
(3) those lighting units not yet 
certified but in the process of be- 
ing inspected and tested by the 
Electrical Testing Laboratories. 


sales manager, Hunter Fan and 
Ventilating Co., Memphis, Tenn. 

Vice-President, B. G. Krause, 
manager, Air Controls, Inc., 
Cleveland, Ohio. 

Secretary - Treasurer, L. O. 
Monroe, 2159 Guardian Bldg., 
Detroit, Mich. 

The association will continue 
to press for high standards in the 
industry and is presently spon- 
soring Commercial Standards for 
testing and installation. 


Ruby-Philite Corp. 
Completes Reorganization 


@ THe Rvusy-Pumire Corp., 
manufacturers and designers of 
fluorescent, slimline, and incan- 
descent lighting fixtures, has re- 
cently completed a reorganization 
of both their sales engineering 
and designing departments to 
meet the new problems resulting 
from current conditions. 

To meet the present vital need 
for solution of lighting problems 
arising out of new defense plant 

(Continued on page 42) 
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NEW TYPE “QQ” 


SELF-COOLED.MOTOR PROPELLER FAN 


Proved in multi-thousands of kitchen and attic ventilation saving economy, minimum maintenance, and long life are 
installations, you can now get the ILG Type “Q” fan design built in. Included is the exclusive ILG Self-Cooled Motor, 
in all sizes from 6” through 48” fan wheels inclusive, for specifically designed for exhaust fan duty—no foul air reaches 
commercial and industrial applications. Certified ratings it to interrupt service, shorten its life. Each fan carries the 
(NAFM and/or PFMA labels) testify to remarkable capac- ILG “One-Name-Plate” Guarantee, covering both fan and 
ity. Decibel ratings vouch for amazingly quiet operation. motor. Get complete information and prices from your 
All of ILG’s famous features for high efficiency, power- nearby Branch Office (see list below) or write us, 


NEARBY SOUTHERN BRANCHES 


Atlanta, 313 Techwood Dr., N. W., Cypress 3447 Miami, 5951 S. W. 48th St., 96-585 

Charlotte, 1300 E. Bivd., 2-6721 New Orleans, 20] Pan American Bidg., Magnolia 2688 
Clearwater, 1012 Cleveland St., 33-783 Norfolk, 610 Duke St., 5-5870 

Dallas, 1215 Texas Bank Bidg., Randolph 2763 Oriando, 1216 Gunnison St., 3-4504 

Greensboro, 1052 Battleground, Box 3073, 3-0566 Richmond, 211 W. Grace St., 7-4210 

Houston, 1406 2nd Nat'l Bank Bidg., Fairfax 2248 St. Louis, 1221 Locust St., Main 1072 

Jacksonville, 916 LaSalle St., 98-1140 San Antonio, 404 Insurance Bidg., Fannin 7229 
Knoxville, Holston Hills Road, P. O. Box 1212, 2-5009 Tulsa, 319 Castle Bidg., 5-9504 

Memphis, 198 S. Main St., 8-7866 


LG ELECTRIC VENTILATING CO., CHICAGO 41, ILLINOIS + 2820 North Crawford Avenue + Offices in more than 40 Principal Cities 
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KEARNEY 


__ CON-NEC-TAP 
CLAMP 





Better Construction- GYFEK Maintenance 
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(Continued from page 38) 
construction and expansion of 
existing industrial facilities, the 
lighting engineering-sales depart- 
ments and design department 
have been completely overhaul- 
ed and streamlined to provide 
fast and accurate answers to al- 
most any lighting problem. 

In addition, although Ruby- 
Philite products will be distribu- 
ted and sold exclusively through 
recognized and approved electri- 
cal wholesalers, the services of 
all personnel in these depart- 
ments will be available to whole- 
salers, contractors, engineers, 
architects, public utilities, and 
consumers for assistance and 
consultation in the creation of 
lighting plans, new designs, and 
special light problems. 

Representatives recently ap- 
pointed by Ruby-Philite include 
H. C. Biglin Co., 177 Harris St., 
N.W., Atlanta, Ga., for the states 
of Arkansas, Florida. Georgia, 
and South Carolina; Albert Weil- 
baecher and Co., 545 Dryades St., 
New Orleans, for the states of 
Louisiana and Mississippi; Olson- 
Robertson Co., 2820 No. Hender- 
son, Dallas, for the state of Tex- 
as; and Collin Finney, P. O. Box 
27, Nashville, for the states of 
Tennessee and Alabama. 

Other representatives serving 
the southern area are William 
Caswen, Box 1037, No. Station, 
Arlington, Va., who serves the 
states of Maryland, Virginia, 
Washington, D. C., and No. Caro- 
lina; I. W. Silverman, 933 Penn 
Ave., Pittsburgh, for West Vir- 
ginia; David M. Silverman, 5829 
_ Florence Ave., Philadelphia, for 
' Delaware; and Frank W. Haw- 
' ley, 600 Diversey Parkway, Chi- 
_ cago, for Kansas, Missouri, Okla- 
; homa, and Kentucky. 


Sherman Site of 
Line Material Plant 


@ Pians ror a_ million-dollar 
Line Material plant at Sherman, 
Texas, were announced recently 
by J. M. Van Vleet, the company’s 
vice-president of manufacturing. 

Line Material has purchased 68 
acres of land near the northern 
Texas city and will begin building 
in February, according to Mr. 
Van Vleet. It is expected that 
the new plant will employ about 
80 people when production is in 
full swing. 

Mr. Van Vleet stated that Line 


42 


Electrical 


DATES AHEAD 


Edison Electric Institute, 17th An- 
nual Sales Jonference, Edgewater 
porayg Hotel, Chicago, Ill., April 2-5, 

I. 


Missouri Valley Electric Associa- 
tion, Engineering Conference, Presi- 
dent Hotel, Kansas City, Mo., April 
46, 1951. 

Illuminating Engineering Society, 
Southern Regional Conference, Atlan- 
tis Hotel, Miami Beach, Fla., April 
9-10, 1951. 

Southeastern Electric Exchange, 
Annual Conference, Boca Raton Club, 
Boca Raton, Fla., April 11-13, 1951. 

American Institute of Electrical 
Engineers, Southern District Meeting, 
McFadden-Deauville Hotel, Miami 
Beach, Fla., April 11-13, 1951. 

International Assn. of Electrical 
Inspectors, South Carolina Chapter, 
Hotel Columbia, Columbia, S. C., 
April 19-20, 1951. 

Southwestern Institute of Radio 
Engineers Conference, Southern 
Methodist University, Dallas, Texas, 
April 20-21, 1951. 

Board of Examiners of Electr'cal 
Contractors of Raleigh, N. C., Annual 
Institute Meeting, Hotel 
Carolina, Raleigh, N. C., April 24-25, 
1 ° 

International Assn. of Electrical 
Inspectors, North Carolina Chapter, 
Carolina Hotel, Raleigh, N. C., April 
24-25, 1951. 


*International Assn. of Electrical 
Inspectors, Georgia Chapter, Gordon 
Hotel, Albany, Ga., April 26-27, 1951. 


International Assn. of Electrical 
Inspectors, Florida Chapter, Orange 


Blossom Hotel, 
26-29, 1951. 


Public Utilities Advertising Asso- 
ciation, Hotel New Yorker, New York, 
N. Y., May 17-19, 1951. 

National Association of gg 
Distributors, Atlantic City, N. J., May 
20-26, 1951. 

Edison Electric Institute, 19th An- 
nual Convention, Denver, Colo., June 
4-7, 1951. 

*International Home Furnishings 
Market, The Merchandise Mart, Chi- 
cago, Ill., June 18-28, 1951. 

International Association of Elec- 
trical Inspectors, Virginia Chapter, 
18th Meeting, Monticello Hotel, Char- 
lottesville, Va., June 18-19, 1951. 

American Institute of Electrical 
Engineers, Summer General Meeting, 
Royal York Hotel, Toronto, Ontario, 
Canada, June 25-29, 1951. 


Illuminating Engineering Society, 
National Technical Conference, Hotel 
Shoreham, Washington, D. C., August 
27-30, 1951. 

*Dalias Lamp, Gift, and House- 
wares Show, Fair Park Grounds, 
Dallas, Texas, Sept. 2-7, 1951. 

International Association of Elec- 
trical Inspectors, Southern Section, 
23rd Annual Meeting, Hotel John 
Marshall, Richmond, Va., October 
15-17, 1951. 

National Electrical Manufacturérs 
Association, Chalfonte-Haddon Hall, 
Atlantic City, N. J.. November 12-15, 
1951. 


Sarasota, Fla., April 


* Asterisk 
nounced for the first time in 
column. 


indicates meetings 


This architect’s sketch shows the proposed million-dollar Line Material 


plant to be built at Sherman, Texas. 


The new plant will contain 30,000 


square feet of floor space. A modern air-conditioned office building, ware- 
house, and power plant are included in building plans. 


Material had contemplated con- 
struction of a Texas plant for sev- 
eral years. He explained, “We 
have needed additional manufac- 
turing facilities to meet increased 
demand for our electrical distri- 
bution equipment and to serve 


the Southwest more efficiently 
and economically.” 

The new plant, designed by Mil- 
waukee architect Maynard Mey- 
er, will be a highly mechanized 
manufacturing unit with 30,000 
square feet of floor space. A mod- 
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Customers Are Our 
First Consideration 


Again, increased demands for steel and 
other materials vital to the preservation 
of our freedom, together with—probably 
well-meant but confusing—Government 
controls, are working a hardship on hon- 
est and conscientious distributors and 
users of products such as ours. 

Hoarding, black markets and illegal 
prices are again in the picture, but we 
assure our customers—buyers we have de- 
pended upon under normal conditions— 
that Steel City Electric Company will 
have no part in that picture. Regardless 
of how acute shortages may be, the 
NEEDS of our customers will be our 
FIRST and ONLY consideration. 


STEEL CITY LEADS IN MEETING CONTRACTORS NEEDS 


STEEL CITY ELECTRIC COMPANY 


1207 COLUMBUS AVENUE, Ce: PITTSBURGH (33), PENNA. 


Ww > 4 
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ern air-conditioned office build- 
ing, warehouse, and power plant 
are included in building plans. 
This will be the first time Line 
Material has extended its manu- 
facturing operations into the 
southwest United States. The 
firm, a McGraw Electric Com- 
pany Division, has nine other 
plants at South Milwaukee and 
Barton, Wisc.; Kansas City, Mo.; 


Birmingham, Ala.; Zanesville, 
Ohio; East Stroudsburg, Pa.; One- 
ida, N. Y.; and Toronto, Canada. 
General offices are at 700 W. Mi- 
chigan St., Milwaukee, Wisc. 

Sherman, Texas, site of the 
plant, is a city of about 24,000 
population located 62 miles north 
of Dallas near the Texas-Okla- 
homa border. 


Alabama Power 
Approves Construction 


@ AtaBAMA PowerR Company’s 
board of directors has just ap- 
proved the largest construction 
budget in the company’s history. 
Approximately half of the $27,- 
885,000 to be used for construc- 
tion during 1951 will be for new 
generating plants and their con- 


Wiring Design for Motor Circuits 
(Continued from page 25) 


which are more or less serious depending on fre- 
quency of starts. 

The application of starters to both types of mo- 
tors to limit this high current is fundamentally 
different for both types. The starting current for 
the squirrel cage motor is limited by the installation 
of a controller in the stator circuit. This may be an 
autotransformer, or a resistance starter. Either 
one controls the inrush current by:reducing the 

oltage applied to the stator winding at start and 
hen the motor has picked up speed, applying full 

e voltage to the stator for normal motor operation. 

As an example suppose an autotransformer starter 

ill be designed to apply only 80% of full line volt- 

e. Moving the starter handle to the starting posi- 

on causes the movable starter contacts to make 

ntact with points a and a’ which are tapped at 
ints including approximately 80% of the turns 
windings be and b’c. (See Figure 4.) The start- 

g current is decreased in proportion to the voltage 

alue so that starting current will be 80% of the 
rmal starting current. When the handle is re- 
rned to the running position the movable contacts 
ake contact with points b and b’. There are many 
riations of this type of starter but in general it 
used for starting purposes only and is not applied 

r speed control of the motor. 

The wound rotor starting current is limited by 

erting resistance in the rotor circuit. Generally 

e main line switch, or contactor or circuit breaker, 

- cannot be closed unless the motor resistance 

ntroller is in the proper position for limiting the 

rting current to the desired value. The resistance 
may be increased to any desired value to limit the 
current as required. 

If the resistance is used for starting only, the con- 
troller connects the full resistance in series with the 
rotor windings. As the motor comes up to speed it 
is cut out in steps or in one operation depending on 
the motor size, type of operation, etc. In this case 
both the resistors and secondary wiring carry the 
load for only a short period of time. The secondary 
wiring may under these conditions be decreased in 
size provided the additional resistance of the wire 
does not upset the operating conditions for the mo- 
tor. Usually the wiring resistance is negligible com- 
pared to the other resistance factors involved. 

The table in this section permits a wide range of 
demand factors for this secondary wiring, i.e., from 
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35% to 110% depending on the type of duty. Thus 
a motor which will be started but once a day and 
is unloaded at start, would be classified as light 
duty. This motor would require but 35% of the 
secondary full load current for the carrying capacity 
of its secondary wiring. Other types of duty would 
require larger wires as shown by the table. 

Frequently these wound rotor motors are op- 
erated with drum controllers and resistors to obtain 
speed control of the motor. As shown in Figure 4, 
the resistors may be tapped and the motor left to 
operate at any one point. As many as 20 points 
may be used giving a different speed for each set- 
ting. The speed reduction may be as low as 70% 
of normal speed. 

For speed control the secondary circuit is thus 
subjected to full load currents for long periods of 
time and would thus come under the classification 
of continuous duty. The wiring under such condi- 
tions must be designed for a minimum of 110% of 
the secondary full load current. 


Full Load Rotor Currents Vary 


At this point it may be well to point out that the 
Code does not show a table for the full load current 
values of wound rotor secondary circuits. In all 
cases this is an individual design factor for each 
manufacturer and will vary considerably not only 
with different manufacturers but with the same 
manufacturer. The particular application of the 
motor will vary from job to job and the manufac- 
turer must compromise all his design factors to give 
the best operating set-up for his particular equip- 
ment. 

As a rule the motor, controller, and resistors are 
installed as separate units. The wiring of the sec- 
ondary circuits then involves the extension of cables 
from the rings of the rotor to the controller, from 
the controller to the resistors, and the interconnec- 
tion of the resistors themselves. All the points on 
the controller operated for speed control will require 
the 110% wiring capacity. All other control points 
may require smaller wire sizes dependent on the 
duty for these control points. 

If wound rotor motors are being installed, check 
the manufacturer’s data very carefully. The sec- 
ondary circuits are quite involved and require con- 
siderable wiring, structural design, and engineering 
by the electrical contractor. 

The stator circuits for wound rotor motors are 
treated exactly as outlined in the previous section 
for the standard squirrel cage induction motor. 
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Another Outstanding Installation 
Pa P ig? 


lle & So Architects an 


Samuel Hanne rhord & Sons Consulting Arc iinel ts, Cincinnati, O 


LoutsE Opic1 MEMORIAL HosPITAL 


and NURSES’ HOME 
Suffolk, Virginia 


Adequate power and light is vital, not only to 
hospitals and other institutions, but to modern 
industry. That’s why @ products are being 
installed in more and more institutions and 
industrial plants. 


° 

Architects, engineers, contractors, builders 
and industrialists know from years of practical 
experience that @ is a symbol of quality — that 
its power and light distribution systems, and 
other products are safe, dependable, efficient, 
and economical . . . and will provide years of 
trouble-free service. 


The next time you are confronted with a 

power and light distribution problem, do as so 

many others are doing; contact your nearest @ 
representative (he’s listed in Sweet's) or write pe agpernie agen ornate 
for complete information. eoemiet een tiien mittee 
Capacities 30 to 1200 amperes, 250 volts 


AC or DC and 600 volts AC 2, 3 and 4 
pole types. 


Frank eC(dam Electric Co. 


P. O. BOX 357 ST. LOUIS 3, MO. 


Mahers oj BUSDUCT + PANELBOARDS + SWITCHBOARDS © SERVICE 
EQUIPMENT «+ SAFETY SWITCHES + LOAD CENTERS «© QUIKHETER 


Our 60th Year 
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ELECTRIC HEATERS 


Cavalier Electric Wall Heaters are built two 
inches lower than any other gravity type heater 


on the market . . 


. easier to fit in under windows 


and in tight spots. Nailing flanges on metal box 
fit between studs. Heater goes firmly, tightly in 
place fast. Frame extends 1 1 inches to insure 
neat finished effect. All wiring easily accessible. 
Famous, trouble-free Wilcolator thermostat and 
control switch built into heater beneath double 
baffle, saves extra wiring. You save time on 
installation jobs with Cavalier. 





@ 3 MINUTE CLEANING 
Cavalier heaters can be cleaned 
inside and out in less than 3 
minutes, without the necessity of 
moving a single screw. 


@ QUIET 
No moving parts, noise or vibra- 





i ... and for your customers: 


tion. Yet Cavalier exclusive 
tapered cone construction* circu- 
lates “4% more heated air up 
through the element than any 
other gravity type heater. 


©@ SAFE 


Single thermostat switch cuts off 
both sides of circuit. 


* PAT. APPLIED FoR 








MADE IN FOUR SIZES: 1500... 


- 2000... 3000... 4000 WATT. 


Sold through wholesalers only. PROMPT DELIVERIES. Write for facts and your 
distributor's name. 


CAVALIER CORPORATION, Chattanooga 2, Tenn. 





nection to the company’s trans- 
mission system. 

Expenditures for generating 
facilities include completion of a 
100,000-kilowatt addition to Gor- 
gas No. 2 Steam Plant, the begin- 
ning of still another 100,000-kilo- 
watt addition there to be complet- 
ed in 1952, the completion of a 
40,000 - kilowatt addition to 
Chickasaw Steam Plant near Mo- 
bile, and progress toward the com- 
pletion in 1952 of an additional 
generating unit of 55,000 kilo- 
watts at Martin Dam on the Talla- 
poosa River. 

Additional transmission lines 
and substations, and enlargement 
of, and improvements to, existing 
transmission substations will total 
over 2% million dollars. Increase 
in supply facilities and extensions 
to new customers are budgeted at 
over 11 million dollars. 

In announcing the company’s 
record-breaking construction pro- 
gram, J. M. Barry, president, said, 
“Our proposed 1951 construction 
activity is further evidence of 
development which has taken 
place in Alabama and which we 
expect to continue. With the com- 
pletion of the generating projects 
authorized, a total of 435,000 kilo- 
watts of generating capacity will 
have been added since the end of 
World War II. This represents an 
increase of 62 per cent, and is an 
indication of the continuing in- 
dustrial and other progress being 
made in Alabama. Currently, the 
interest in Alabama as a location 
for industry is greater than it has 
ever been.” 


Greensboro Enforces 
Outlet Requirement 


@ THe Greenssoro (N. C.) City 
Council, acting upon the recom- 
mendation of City Building In- 
spector Robert Byrum, and Fire 
Chief C. W. Wyrick, recently ap- 
proved the strict enforcement of 
a section of the city building code 
relating to electrical wiring. 

The city building inspectors and 
electrical inspectors were direct- 
ed to enforce strict adherence to 
the following regulation: 

“In every kitchen, dining room, 
breakfast room, living room, par- 
lor, library, kitchen, den, sun 
room, recreation room, and bed- 
room, one receptacle outlet shall 
be provided for every 20 linear 
feet or major fraction thereof of 
the total (gross) distance around 
the room as measured horizontal- 
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ly along the wall at the floor line. 
The receptacle outlets shall, in so 
far as practicable, be spaced equal 
distances apart.” 

Enforcement of this regulation 
on a stricter basis was requested 
after the city building inspector 
and fire chief told the council that 
many fires were caused by over- 
loading of circuits, overloading of 
receptacles, and use of several 
lamp cords in rooms provided 
with only one electrical receptacle 
outlet. 


Alabama Site of 
Westinghouse Plant 


@ WestincHousE Electric has 
bought a 70-acre tract in western 
Alabama, near Reform, for con- 
struction of a new plant to manu- 
facture light bulbs, Otis O. Rae, 
manager of the company’s South- 
eastern District, Atlanta, announ- 
ced recently. 

The new lamp plant will be the 
first in Alabama producing West- 
inghouse consumer products. Con- 
struction of a new Westinghouse 
plant in Birmingham for the 
manufacture and repair of large 
electrical equipment has been au- 
thorized. There are company 
sales offices in Mobile and Birm- 
ingham. H. E. Robinson, Ala- 
bama manager for the Westing- 
house lamp division, has his head- 
quarters in Birmingham. 

The Alabama plant will be the 
tenth Westinghouse lamp manu- 
facturing site. Plants now are op- 
erating in Richmond, Bowling 
Green, and Owensboro, Ky.; 
Bloomfield, Trenton, and Belle- 
ville, N. J.; Fairmont, W. Va.; and 
Little Rock, Ark. 

The Alabama plant will be the 
second Westinghouse divisional 
plant to be established recently in 
the southeastern United States. 
On December 31, the company 
announced it had leased part of 
the Plywood-Plastic Corporation 
plant in Hampton, S. C., for the 
manufacture of plastic products. 


Mayer Electric 
Moves Offices 


@ ANNOUNCEMENT has been made 
by Mayer Electric Supply Co., 
Inc., of their new address in Birm- 
ingham 5, Ala. The company’s 
new home is located at 3200 Third 
Ave., So., and their new phone 
number is 3-4164-7. 
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that SANHMO 
Switch sure has given 
long Service... 


SANGAMO 


Heavy Duty 


TIME SWITCHES 


yes - thats de 
to (79 low 
Speed Morar. . . 


Much Longer Life 


Choose Sangamo Heavy Duty 
Time Switches for long life per- 
formance. This exceptional 
ability to maintain continuous 
operation is due to the Sangamo 
developed and built low-speed 
450 R. P. M. motor—eight times 
slower than the 3600 R. P. M. 
motor used in many other time 
switches. Low speed means less 
bearing wear, consequently more 
years of service. Lifetime lubri- 
cation provided by a special 
Silicone grease unaffected by 
temperature extremes. 


Other features that mean year 


ap 


after year of troublefree auto- 
matic control include: rugged, 
oversize full capacity silver to 
silver contacts—heavy machine 
cut precision gears—all carefully 
assembled and thoroughly tested. 


The Sangamo line is complete— 
a large variety of special control 
features to meet your needs. 
Choose one of these high quality 
time switches at your electrical 
wholesalers for your next instal- 
lation. The slightly higher price 
is soon forgotten—but the quality 
remains. 


SANGAMO ELECTRIC COMPANY 


SPRINGFIELD, ILLINOIS 


Get the full story — write for Catalog No. 1010-E today. 














UNION’S Zea Work 


INSULATED 


@ 


R.E.A. 
APPROVED 


NO. 7050-C 


No box grounding required. 
Prompt delivery. 


Safest and best for general 
home wiring. 


oO 


UNION 
INSULATING CO. 


PARKERSBURG, W.VA. 


ideal for highly 
competitive hous- 
ing projects. 


BOXES. 





NAMES IN THE NEWS 


W. J. Milner & Co., 602 Marietta St., 
N. W., Atlanta 3, Ga., has announced 
the association of Ralph Elliott with 
their organization. Mr. Elliott will re- 
side in Greensboro, N. C., and cover 
Virginia and North Carolina. 


Ralph Elliott 


In North Carolina he will rep- 
resent Thepitt Mfg. Co., Quadrangle 


Mfg. Co., Pipe Coupling Manufacturers, 


Holfast Rubber Co., and Stanley Elec- 
tric Mfg. Co. 

Mr. Elliott was previously associated 
with Johannesen Electric Co., Greens- 
boro. 

* 


A Southern division meeting was 
held by Edwards and Co., Norwalk, 
Conn., recently in the conference rooms 
of the Southeastern district office of 
H. C. Biglin Co., 177 Harris St., N. W., 
Atlanta, H. C. Biglin announced. 

J. L. Taylor, general sales manager, 
and L. T. Chandler, sales supervisor 
of the Edwards engineering department, 
conducted the business sessions with 
field representatives. Emphasis was on 
the new Edwards Audio Visual Nurses 
Call Systems, new program instru- 
ments, and the factory’s co-operation 
in defense orders. 

The following salesmen in charge of 
southeastern offices attended: J. W. 
Egee, New Orleans; W. C. White, Nash- 
ville; C. A. Thompson, Birmingham; 
H. E. Etheredge, Jacksonville; N. A. 
Montgomery, Charlotte; and Harold D. 
Byrnes, Columbia, S. C. Edwards’ sales 
specialists from the Atlanta office in- 
cluded Fred Gross, Marsh Padgett, L: 
C. Rader, and H, L. Reed. 


Everett S. Lee has been appointed 
editor of the “General Electric Review,” 
monthly engineering magazine publish- 
ed by the General Electric Co., accord- 
ing to an announcement by Robert S. 
Peare, G.E. vice-president in charge of 
public relations. 

Mr. Lee succeeds Edward C. Sanders, 


who retired recently from the company 
after serving since 1926 as executive 
editor of the publication. 


Two executive promotions at the 
Southwestern Public Service Co., Ama- 
rillo, Texas, have been announced by 
J. E. Cunningham, president of the 
electric light and power company. 


J. G. Ausman 


J. G. Ausman, who has been filling 
the post of vice-president and operat- 
ing manager, has been named execu- 
tive vice-president, and H. O. Hodson, 
formerly chief engineer, has been nam- 
ed vice-president and operating man- 
ager. 


H. O. Hodson 


Mr. Ausman has been connected with 
the Southwestern Public Service Com- 
pany since 1928. Mr. Hodson joined 
the Pecos Valley Division in 1938. 


Harold H. Beaty has been appointed 
rural service manager of the Edison 
Electric Institute, succeeding W. J. Rid- 
out, Jr. In this capacity he will handle 
farm electrification activities of the 
EEI and will assist the various commit- 
tees of the institute’s farm section. 

Mr. Beaty has been in charge of elec- 
trification programs at Iowa State Col- 
lege since 1936, where he directed ex- 
tension, research, and teaching activi- 
ties in rural electrification. 

a 

Acting city manager Elgin E. Crull, 
Dallas, Texas, recently appointed Ray- 
mond F. Smith to the city’s board of 
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A Complete Line of 
Service Equipment to 
Meet Every Requirement i. 


A Complete 
Line of Enclosed 
Safety Switches 


There's Everything You Need 


in the 


GeneralLine 


! 


A Complete Line of 
Branch Circuit and ~ 
Residence Panels 





AComplete Line 
of Weatherproof 
and Raintight 
Service Equip- 
ment and Safety 
Switches 


“General offers you over 1000 items 
—everything you need to fill your 
requirements—that are tops in ap- 
pearance, flexibility of application 


and long, trouble-free service. 


Send for new Catalog No. 
5104 and latest price list. 
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OFFICES AND WAREHOUSES 


IN THE SOUTH: 


Atlanta 3, Georgia 
d 


J. A. Lioy 
375 Whitehall St. 
Walnut 6248 


Charlotte 2, N. C. 
J. A. Lloyd Co. 
2506 Lucena St. 

Charlotte 5-8258 


Dallas 5, Texas 
Glidden Eng. & Equip. Co. 
2523 McKinney Ave. 
Prospect 7-5671 


Houston 3, Texas 
Glidden Eng. & Equip. Co. 
3802 Winchester St. 
Charter 6471 


Louisville 2, Ky. 
Thomas W. Bullock Co. 
Vaughan Bidg. 
3rd & Main Sts. 
Clay 1277 


New Orleans 12, La. 
A. J. Weilbaecher 
545 Dryades St. 
Tulane 3189 


Tulsa 3, Oklahoma 
Glidden Eng. & Equip. Co. 
34 N. Madison St 
Tulsa 2-4271 


eerenenamusememanamel 


Switch Corp. 


15 Roebling Street 


Brooklyn TI. N.Y 





electricians. Mr. Smith replaces Don- 
ald E. Nelson, who moved from the 
city. 

e 


Homer M. Gibbs, formerly supervisor 
of the rural department of Houston 
Lighting & Power Co., has been em- 
ployed by the Texas Power & Light Co., 
Dallas, to assist its farm and rural cus- 
tomers. 

. 


Frank J. Smith, former advertising 
and sales promotion manager of the 
Philip-Carey Manufacturing Co., will 
head the advertising and sales promo- 
tion departments of NuTone, Inc., J. 
Ralph Corbett, president, announced 
recently. 


Frank J. Smith 


Mr. Smith will be responsible dj- 
rectly to NuTone’s president, and will 
co-ordinate the sales promotion activi- 
ties of the company’s three regional 
offices located in New York, Chicago, 
and Los Angeles. 


Hubert M. Carmichael has been nam- 
ed regional manager for Locke In- 
corporated, at Atlanta, Ga., according 
to an announcement made by E. M. 
Haines, vice-president of marketing. 


Hubert M. Carmichael 


Mr. Carmichael succeeds George A. 
Goddard, who has been appointed re- 
gional manager in New York. Mr. 
Carmichael has been associated with 
the company since 1946. 
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NEW PRODUCT NEWS 


Box Connectors 


New Box connectors of sturdy, com- 
pact design, enabling quick, positive at- 
tachment of electrical’ cables to device 
or outlet boxes have been announced 
by Buchanan Electrical Products 
Corp., 1290 Central Ave., Hillside, N. J. 


The new connectors are available for 
both metallic and non-metallic sheath- 
ed cables and are equally adaptable to 
wiring of buildings or manufactured 
products. 

No. BX375 for metallic-sheathed ca- 
ble features an extra-heavy cable- 
engaging screw which facilitates tight- 
ening and insures a more positive grip 
on the cable. The extra-large body 
accommodates cables with a consider- 
ably larger diameter than most connec- 
tors. 

Underwriters’ Laboratories has listed 
both connectors for a broad range of 
cable sizes, including 14-2, 14-3, 14-4, 
12-2, 12-3, and 10-2. 


* 
Automatic-Opening Equipment 


LITERATURE IS NOW available afford- 
ing a comprehensive coverage of mod- 
ern automatic-operating equipment for 
doors and gates from Robot Appliances, 
Inc., Dearborn, Mich. 

This literature, by means of simply 
written descriptive and explanatory 
text, plus free use of pictures and dia- 
grams, shows what has been done in 
this field in the past 20 years, and what 
makes the use of automatic-operating 
devices constantly more necessary to 
modern living and working. 

These advantages include safety, de- 
pendability, saving of time and health, 
economy, and convenience. 

How these modern “robots” make life 
easier, safer, and better, especially for 
doctors, women, and middle-age people, 
also employees in factories, warehouses, 
and other commercial institutions, is 
described and illustrated in the litera- 
ture. 

a 


Commercial Lighting Booklet 


PROPER LIGHTING to create the atmos- 
phere desired—whether in schools, of- 
fice buildings, variety stores, or oth- 





























ater 


Here’s Your Answer to Year-Round Profit! 


ELECTROMODE 


ALL-ELECTRIC, AUTOMATIC BATHROOM HEATERS 


oe missing a real opportunity if you're not selling and installing 
these much-wanted heaters. The market is unlimited. Every home 
—new or old—every cottage, auto court and camp is a prospect for one 
or more. And the selling season is all year formes, 

For auxiliary heating in any part of the country, or complete home 
heating in low-rate areas, Electromode Bathroom Heaters (and the 
Automatic Down-Flo Wall Heaters illustrated and described below) 
are perfect profit-makers. Mail the coupon below. We'll send you cat- 
alogs and full technical information. 


Only ELECTROMODE Has All These Features 


1320 watts (on 110 volt AC 
Fits compactly into the wall 


e@ Exclusive Cast Aluminum Lifetime Heat- 
ing Element has no exposed wires—no 
danger of shock or burn 

© 100% Automatic Cut-Off Switch eclim- 
inates danger of fire 


As easy to install as an outlet 
Quiet, long-life motor 


o" . Two finishes: white or chrome 
e Automatic Room Temperature Control 


@ Delivers 80 cubic feet of fan-circulated 
heat every minute 


Heating clement guaranteed a lifetime 
Approved by Underwriters’ Laboratories 


© Operates for as little as 1c an hour. 


AUTOMATIC DOWN-FLO WALL MODELS 
Perfect for general room heating where heat is required quickly, 
at lowest possible cost, without plumbing or ductwork or dis- 
turbing the existing heating system. Built-in thermostat control 
Range: 55° to 85° F. Fan circulates warm air at floor level. Ca- 
pacities: 1500, 2000, 3000 and 4000 watts. Also available in non- 
automatic models. Front plate: 17” wide, 21” high. Wall box is 
495" deep and fits between standard studding. 


ELECTROMODE 


ELECTROMODE CORPORATION, DEPT. ES-41 
45 Crouch St., Rochester 3, N. Y. 


HEATERS 


Please send domestic and industria! heater catalogs together 
with full technical information. 


ADDRESS 


er commercial buildings—is stressed 


, 
in a new 16-page booklet, B-5254, FREE IE ... 
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available from the Westinghouse Elec- 
tric Corp., Box 2099, Pittsburgh 30, Pa. 

Different types of lighting that can 
be used to perform the most impor- 
tant commercial lighting functions are 
illustrated, including indirect, semi- 
indirect, direct-indirect, and direct 
lighting. Shielding mediums, lamp 
sizes, and suspension methods are giv- 
en for each type, and several sug- 
gested uses are offered as a guide in 
selecting the best type for a particu- 
lar “seeing task.” 


2 
Induction Regulators 


A COMPLETE new line of three-phase, 
dry-type, induction voltage regulators 
to meet the ever-increasing industrial 
demand for regulated three-phase 
power at low voltage, has been an-! 
nounced by General Electric’s trans- 
former and allied product divisions, 
Schenectady 5, N. Y. 

The new line includes both self- 
cooled and forced-air-cooled regula- 
tors in standard 10 per cent and 20 
per cent (raise and lower) ranges of 
regulation. ' 

The new standard line is being of-; 
fered in ratings from 120 to 600 volts 
and from 12- to 85-kva. Three-phase, 


dry-type ratings have been available ~ 


in these sizes in the “Triplex” assem- 
bly, which consists essentially of three 
single-phase regulators on a _ single 


base. However, the new arrangement 
of the three-phase winding on a single 
core makes possible a _ considerable 
saving for users of three-phase vol- 
tage regulators, in the ratings being 
offered. 

Housed in an all-steel, ventilated 
cabinet, the unit is protected from ex- 
cessive dust collections by the cabi- 
net design. 

The manufacturer emphasizes that 
the new design is not intended to en- 
tirely replace the “Triplex” assemblies. 
Certain applications and some ratings 
(especially the smaller sizes), lend 
themselves more readily to the “Tri- 
plex” than to the new “conventional” 
design. 

e 


Fluorescent Industrial Unit 


THe Mrrcuett Manufacturing Com- 
pany has announced a new low cost 
slimline fluorescent lighting unit es- 
pecially designed for industrial ap- 
plication. 

The unit, which is high in efficiency 
and requires minimum maintenance, 
uses two T-12 430 milliamp 96-inch 
single pin instant-start slimline lamps. 
It is equipped with a parallel lag-lead 
ballast, stroboscopically corrected for 
tise where heavy machinery is op- 
erating. 

This ballast appreciably cuts down 
orn serious hazards found in plants 








HELWIG 


When you have to replace 
brushes, there's no need to 
shut down while your mainte- 
nance man cuts down a so- 
called “standard” brush. 
Keep a stock of Helwig 
CONTOURED Brushes on 
hand, precision-made at the 
factory to your exact radius 
and bevel. Find out how 





CONAOURED BRUSHES 























ALL THE ADVANTAGES 
OF DOUBLE-BRUSH OP- 
ERATION WITHOUT IN- 
STALLING NEW BRUSH 
HOLDERS — improved 
commutation, more uni- 
form wear, longer motor 
life. U. S. Pat. 
2,181,076 





CONTOURED Brushes also 
give you improved motor per- 
formance by eliminating 
“field variation."’ Call the 





SOUTHERN OFFICES 
316 Walton Bidg.; La. 
710 Texas St.; Tel. 3-9819 
1101 Chenevert; Ch. 4-6549 
lagazine & Poydras; Ma. 3925 
323 NW 2nd St.; Tel. 2-6881 
1913 Washington Ave.; Ch. 6510 








Helwig office near you today. 


HELWIG CO., Carbon Pro 
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using lighting units that have series 
sequence ballasts where high speed 
machinery is in operation. It is con- 
structed of heavy 20-gauge steel with 
a one-piece, 8-foot body channel and 
reflector which consists of two easily 
handled 4-foot sections. 

The sectional design makes the re- 
flector easy to clean, and allows it 
to be quickly attached by two wing 
nuts. The channel and reflector ex- 
terior are finished in heat-resistant, 
baked gray-enamel finish. The re- 
flector has a glossy baked white- 
enamel finish for maximum light re- 
fiectance and easy cleaning. 

The fixture may be suspension- 
mounted individually or, by use of 
knockouts at either end of the chan- 
nel, in continuous rows. End brackets 
are provided for chain suspensicn, and 
knockouts on top of the channel per- 
mit rigid-rod or stemtype mounting. 

Push-type, single-pin lampholders 
keep lamps in firm contact, eliminat- 
ing flicker caused by poor electrical 
contact. E.T.L. approved 430-milliamp 
ballasts are used throughout. The 
unit comes completely wired, ready 
for line-lead' connections, and operates 
on 110-125 volts, 60-cycle a-c. 

Additional information is available 
from the Mitchell Manufacturing Co., 
2525 N. Clybourn, Chicago, Ill. 


me 
Circuit Breaker 


A NEw plug-in-type circuit breaker 
for 15- to 50-ampere services, featuring 
quick-make, quick-break operating and 
thermal-magnetic protection, has been 
introduced by The Trumbull Electric 
Mfg. Co., Plainville, Conn., for applica- 
tion in a new line of load centers and 
panelboards. 


The TQL circuit breaker incorporates 
a strong main-operating spring which 
takes the action out of the hands of the 
operator, once the handle has been 
moved. Contacts are opened and closed 
with a fast, clean action, avoiding ex- 
cessive burning or arcing of the con- 
tacts due to improper operation. 

The position of the handle is used 
to indicate a tripped condition, moving 
to a mid-position between “on” and 
“off” where it can be easily observed. 
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Secondary feeders for softball 
field lights—7,000 ft. of 300,000 
cm aluminum cable, neolay insu- 
lated, buried direct. Voltage drop 
held to less than 2% on 220/110- 
volt circuits. (Runs up to 375 ft.) 


figure it in qiuminum 


You can’t miss seeing the saving when 


under ‘‘aluminum”’ in your classified 
you figure wiring in aluminum. For 


telephone directory). ALUMINUM 
distribution lines, power and feeder COMPANY OF AMERICA, 1778D Gulf 
cable, for industrial wiring—insulated Bldg., Pittsburgh 19, Pennsylvania. 
aluminum electrical conductors cost > 


less to buy, less to install. The bigger 
the cabl¢, the greater your saving. 
For names of manufacturers, call 


Although the rearmament program prevents unre- 
stricted sale of aluminum, we are ready to help you 
with the planning required for electrical wiring proj- 
ects. Get the facts! Write for “Questions & Answers 


your nearby Alcoa sales office (look About Aluminum Conductors and Installations”. 


@ 
az Niuminum Gonductors 


& of ALCOA 4 ALUMINUM are made by leading manufacturers 
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The breaker mechanism trips inde- 
pendently of the handle and cannot be 
held in the “on” position in case of an 
overload or short. 

Other features include pressure-type 
stabs, non-welding silver alloy con- 
tacts, and a completely sealed en- 
closure. Handle extensions are avail- 
able to provide two-pole operation. 
Breakers of all ampere ratings are phy- 
sically identical and interchangeable. 

The unit is Underwriters’ Labora- 
tories, Inc., listed. A new bulletin 
TEB-12, which describes and illustrates 
the new TQL, is available from the 
manufacturer. 


Commercial Luminaire | 


SHIELDING Is the outstanding feature 
of Curtis’ newest addition to its Forty- 
Sixty line—the “4063”—manufactured 
by Curtis Lighting, Inc., 6135 W. 65th 
St., Chicago 38, Ill. 

The “4063” uses two 40-watt, T-12, 
48-inch fluorescent lamps, and is de- 
signed to provide excellent general illu- 
mination. The 35° crosswise and 45° 
length-wise shielding offered by this 
unit makes it especially suitable for 
locations where the luminaires are to- 
be installed parallel to the line of vi- 
sion, such as schools, stores, offices, and 
other commercial interiors. 

The side reflectors are constructed of 


alzak aluminum and the center v-bar 
reflector, louver fins, and wiring chan- 
nel are made of steel finished in white 
Fluracite enamel. 

The “4063” is 4834 inches long, 12% 
inches wide, and 5% inches deep. 


Maintenance is kept at a minimum 
as there are no horizontal reflecting or 
diffusing surfaces to collect dust. 

Additional information and catalog 
section is available from Curtis Light- 
ing, Inc., Department 0-15. 


e 
Motor-Starting Transformers 


WirH THE usE of Etraco. motor-start- 
ing transformers, the heavy inrush 
current encountered when starting a-c 
‘motors is materially reduced, accord- 
ing to an announcement made _ by 
Etraco Mfg. Co., Woods Church Rd., 
Flemington, N. J. 

The transformers are of the auto- 














No. 100 Romex Connector 
for 2 &.O 


No. 200 Service Entrunce 
and Range Connector for 


4 


SIMPLE — slips in from outside. Ss 
QUICK — installed in 10 seconds. 

CONVENIENT — for securing contacts. 
DEPENDABLE — can not shake loose. 








On Sale at Your Wholesaler 
7 of Fomous Tomic Thinwall Conaectors and Couplings 


Tomic Sales & Engineering Co. ¥% Greenfield Connector 


4864 Woodward Ave 


Detroit 1, Michigan 


No. 333 BX Armored and 


for Va K. O. 





type and wound three-phase open 
Delta with taps at 50 per cent-65 per- 
cent-80 per cent and 100 per cent of 
line voltage. They are built to con- 
form to NEMA standards for medium 
duty. 

Standard types are available in 
sizes from 5 h.p. to 200 h.p. in both 
220- and 440-volts, 50/60 cycles. Spe- 
cial voltages as well as two-phase units 
and other frequencies can also be 
obtained. 

* 


Thinwall Connector 


Lower cost, faster installation, and 
increased wiring room are advantages 
of the new economy two-piece connec- 
tor for 42-inch, %4-inch, or 1-inch thin- 
wall conduit, offered by Appleton Elec- 
tric Co., 1701-59 Wellington Ave., Chi- 
cago 13, Ill. 


The new connector tightens with a 
single wrench, requires no locknut, and 
is Underwriters’ listed for inside work 
or embedding in concrete. 

The connector consists of a split-steel 
body and a cap-nut. In use, the body 
is inserted through knockout from in- 
side the box, and cap-nut finger tight- 
ened on outside. 

Thinwall conduit is inserted to shoul- 
der stop inside connector body, and 
cap-nut drawn tight with a few turns 
of a single wrench. The knurled cham- 
fer on the connector body prevents 
slipping, eliminates need for a lock- 
nut. 


High-Ceiling Light 


For HIGH-CEILING lighting applications, 
Swivelier Co., Inc., 30 Irving Pl., New 
York 3, N. Y., has introduced its new 
adjustable recessed “Par-Beam-Lite.” 

This fixture accommodates either the 
PAR 56 lamp (300-watt narrow-beam 
spot with initial 100,000-beam candle 
power), or the PAR-46 lamp (200-watt 
narrow-beam spot with initial 50,000- 
beam candle power). 

Compared to the standard 150-watt 
PAR 38 spot, the 300-watt PAR 56 has 
eight times the light output, and the 
200-watt PAR 46 has four times the 
light output. 

Unlimited defense and commercial 
applications are claimed for this fixture, 
which is listed by Underwriters’ Lab- 
oratories, Inc. 
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...for PROTECTION 


America is faced with the ever-present danger 
of sabotage that would cripple vital services and 
production facilities. Sabotage thrives in darkness. 
The most reliable and cheapest form of protection 
against night prowlers is LIGHT! 


CROUSE-HINDS 
Floodlights 


project powerful beams of light that bathe all ap- 
proaches to your property with glaring radiance, 
killing darkness and shadows and compelling 
everyone to be more visible at night than in broad 
daylight. 


The protective power of light should be used in 
all important municipal and industrial locations, 
including waterworks, dams, pumping stations, gas 
works and gas storage tanks, electric power plants 
and substations, factories, mills, mines, bridges, 
docks, warehouses, railway terminals, tunnels, 
shops and freight houses, canal locks, and aque- 
ducts, oil refineries, pump houses and storage tanks, 
telephone and telegraph stations, radio stations. 

The floodlighting of industrial plants serves a 


double purpose. It helps to boost production in ad- 
dition to the security it provides. 























Crouse-Hinds offers a complete 
dine of floodlights and searchlights 
that will meet the needs of any type 
of protective lighting. Crouse-Hinds 
illumination engineers have a 
wealth of protective lighting knowl- 
edge that is at your service. Send for 
your copy of Bulletin 2565, “LIGHT! 
Protect Your Property.” 


CROUSE-HINDS COMPANY 


Syracuse 1, N.Y. Distribution 
Offices Deminghom — Boston — Butialo — Chicago — Cincinnati — Cleveland'— Dallas % Electrica! 
Denver — Detroit — Houston — Indianapolis — Kansas City — Los Angeles — Milwaukee ole. Salers 
Minneapolis — New York — Sg tee ng Ore — Salt Lake City 


San 
Type LCE-1120 Floodlight Franciece —Seutio—St. Leuie—Wasttagien, Resident Rops Albany (o) 
CROUSE-HINDS COMPANY OF CANADA, LTD., TORONTO ont 


Nationwide 
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New Abolite Catalog 


Tue new Abolite catalog and hand- 
book contains a complete descriptive 
story of all commercial, industrial 
floodlighting equipment manufactured 
by Jones Metal Products, Inc., of W. 
Lafayette, Ohio. 

Several new sections have been 
added and all major lighting units have 
revised illustrations, cutaway views, 
and dimensional drawings, plus typical 
installation diagrams and photographs. 

The new catalogs are now available 
from Jones Metal Products. 


Recessed Troffers 


A NEw LINE of recessed troffers, the 
Garcy “5500” series, has been announ- 
ced by Garden City Plating & Mfg. Co., 
1750 No. Ashland Ave., Chicago 22, Ill. 

The series includes troffers for one, 
two, three, or four rows of standard 
fluorescent or slimline lamps in 4-, 6-, 
and 8-foot sizes. | 

Troffers are available with louvers 
or framed glass or lens bottoms, all 
hinged for easy maintenance. Standard 


construction is steel, finished in baked- - - 


white Garlite enamel, and it is also 
available in Garzel processed diffusing 
aluminum. 

Coupling plates welded to ends of 
units provide quick, easy installation of 


perfectly aligned continuous rows. 
Troffers are adaptable to all types of 
ceiling construction. Because of their 
shallow design, they may be installed 
in many areas where recessing space 
above the ceiling is limited. 


. 
Cable Connector 


AN IMPROVED non-metallic sheathed 
cable connector, No. 912, is now avail- 
able from Hagen Mfg. Co., Inc., 3719 
Vest Ave., St. Louis 7, Mo. 

The connector is said to be easy to 
install, efficient, and time-saving. It is 
of one-piece construction and is listed 
by Underwriters’ Laboratories, Inc. 

Installation instructions include three 
steps: No. 1, insert on angle and snap 
connector into knock-out; No. 2, insert 
cable through connector; and No. 3, 
tighten one screw, causing clamping 
member to grip cable, and expanding 
free end of connector and locking it 
rigidly into knock-out. 


e 
Pole-Handling Tool 


~& new pole-handling tool called the 
Pole Tong has been announced by the 
A. B. Chance Co., Centralia, Mo. 

This tool works like a pair of ice 
tongs or huge pliers. It has jaws that 
close around and gig into the pole 














PRECISION BUILT 


CUTOUT BOXES 


Phe, Depa ted, Ba -1eP.¢ +) 


Al at, icmme celtics. by 


TELEPHONE CABINETS 


WEATHER-PROOF CABINETS 


WEATHER-PROOF SEAM 
WELDED JUNCTION BOXES 
a Sele) ae -tep 42) 


43°) 3) 0 1 Se hele) a :lep 43) 


TRANSFORMER CABINETS 


SPECIALS TO CUSTOMERS 
REQUIREMENTS 


NEW ADDRESS — 590 MEANS STREET N. W. — ATLANTA, GA. 


by 


METAL 
FABRICATING 
SPECIALISTS 





when the handles are brought together. 
These handles are long enough to give 
ample leverage so that one man can 
control and position poles, with this 
tool, during pole-setting operations. 

The tool is adjustable to three posi- 
tions so that it can be used to handle 
any size pole. 

+ 


Applying Electronics 
(Continued from page 35) 


beam is projected along the 
trough to a photoelectric control. 
When a thread breaks, the target 
strip drops and interrupts this 
light beam, actuating the photo- 
electric control and thus shutting 
down the machine. 

The equipment needed for such 
a photoelectric stop-motion device 
is a control similar to Photoswitch 
Type 21DAl1 and a light source. 


Motor Maintenance 
(Continued from page 27) 


or cleaners’ naphtha, carbon te- 
trachloride, and a mixture of the 
two. 

The petroleum distillates are 
the solvents having the least cor- 
rosive action on insulation varn- 
ishes, and for that reason, where 
conditions permit, are preferable 
to the others. 

The Stoddard-type solvent, pro- 
duced by all the major oil com- 
panies, with a minimum flash 
point of 100°F, minimizes the 
fire hazard, and should be used in 
preference to gasoline or benzene. 
Every precaution should be tak- 
en, however, to prevent fires or 
explosions. 

When this type of solvent will 
not properly clean the apparatus, 
a mixture of carbon tetrachloride 
and the solvent may be used. A 
mixture of 50 per cent carbon tet- 
rachloride and 50 per cent Stod- 
dard solvent is nonflammable, but 
the vapors mixed with a right 
portion of air are explosive. In 
extreme cases it may be necessary 
to use straight carbon tetrachlo- 
ride; however, the toxic effect of 
this material on the operator must 
be taken into consideration. 

Carbon tetrachloride is more 
corrosive in its action than petro- 
leum solvents, and it evaporates 
much more rapidly. For this rea- 
son the residue of carbon tetra- 
chloride should be removed by 
applying a petroleum solvent. 
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EVERY RAW MATERIAL received at Hazard's plant 
must first pass rigid laboratory tests before release 
to production. 


EVERY COMPLETED WIRE OR CABLE before shipment 
must stand up under an electrical pressure test for in 
excess of what would be expected in normal service. 


EVERY STEP IN MANUFACTURE is carefully controlled 
by sensitive gauges and instruments that assure prod- 
uct uniformity. 


: 


EVERY PHASE OF CABLE RESEARCH is carried on 
year in and year out by highly trained and ex- 
perienced technicians in Hazard's modern re- 
search laboratories. 


backbone of HAZARD wire and cable performance 


You’re always sure of long, trouble-free, economical serv- 
ice with Hazard wires and cables for two very sound 
reasons. 

First, Hazard research. Year after year, an extensive 
program of laboratory and field research is carried on to 
develop ever better cable designs. Close coordination and 
exchange of information is carried on with the Okonite 
research program as well. When you select a Hazard wire 
or cable, you know you're getting the most modern in 
proved cable design and materials. 

Second, Hazard testing. A cable can be no better than 
the quality of the materials used in its manufacture. Care- 
ful, thorough testing of all raw materials is routine. Manu- 
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facturing processes are carefully controlled and checked 
to high standards of uniformity. Finally the finished wire 
or cable itself is thoroughly tested and must meet rigid 
standards that protect Hazard’s reputation. 

This solid foundation on which Hazard quality is built 
explains why such outstanding records of performance 
are turned in by Hazard wires and cables in actual service. 
For example, in all the millions of feet of Hazasheath un- 
derground cable that have been installed since it was 
introduced not a single failure due to inherent defects 
in the insulation or sheath has been reported. That's 
performance. Hazard Insulated Wire Works, Division 
of The Okonite Company, Wilkes-Barre, Pa. 








ILIKE 
Bho-Fen 
Because 
- its easy to install 
- my customers are 
happy with if 
. tt never gives me 
any trouble’** 


§\ 
THIS PATENTED BLADE 


which combines the power of a blower 
with the volume of a fan. 


(@3 


THIS 9-POSITION CONTROL SWITCH 

which allows Mrs. Housewife to change 
the speed of ventilation as easily as she 
regulates the thermostat on the kitchen 


THIS GRILLE 
which makes Blo-Fan easier to clean. 
Merely loosen the large center cap to 
remove the grille and motor assembly. 
No tools required—not even a screw- 


driver. Sm c- 


America’s most imitated home ventilator 





**This statement was made by a prominent 
electrical contractor in Houston, Tezas. 


Stocked by more than 650 wholesalers 
in over 350 cities. 
Manufacturers of Pry-Lites ... The original 
recessed lighting fixture with snap-on fronts 


PRYNE & CO., INC. Box S-451, Pomona, Calif. 
Eastern Factory: Newark, New Jersey 


Warehouses: Los Angeles, San Francisco, 
Chicago, Atianta 


This will prevent corrosion later 
on. 

Before any solvent is used, be 
sure that there is good ventilation 
and minimum fire risk. Do not 
let the workers’ clothing become 
saturated with the solvent. Al- 
ways have fire extinguishers of 
the carbon - tetrachloride - type 
handy. If a hose is used to spray 
either cleaning solution or varn- 
ish, make sure that the nozzle is 
grounded. 

Workmen should be guarded 

| against breathing the fumes of 
carbon tetrachloride, and they 
should be under the close obser- 
vation of someone familiar with 
artificial respiration. Where con- 
ditions are particularly bad, such 
as in pits, gas masks should be 

" worn. 


The time to apply varnish treat- 
ment is after the motor has been 
thoroughly cleaned in solvent. 

-Use a baking varnish recommend- 
ed by the supplier for the particu- 
lar conditions encountered. 

Two dips and bakes may be 
sufficient for normal conditions, 
while for extreme conditions of 
moisture and corrosive gases, four 
dips and bakes may be justified. 
One or two additional coats of red 
synthetic enamel may be justified 
under extreme conditions. 

Dry the motor in an oven before 
dipping in varnish. Electric or 
steam heat is the safest and most 
convenient. Make sure that suit- 
able temperature control is pro- 
vided and that it is effective so 
as to prevent injury to the insula- 
tion. Maximum dry-out tempera- 
ture is 115°C. Baking tempera- 
ture for the varnish and length of 
the baking period will depend on 
the type of varnish used. 


Insulation testing 


Insulation tests are made to de- 
termine the condition of the in- 
sulation rather than the quality. 
While special conditions may jus- 
tify dielectric tests over potential 
tests, high-frequency tests, or di- 
electric-power-factor tests, a test 
to determine the insulation resist- 
ance is generally all that is re- 
quired in maintenance work. Use 
Class B insulation for motors 
whose history shows breakdowns 
resulting from operation at ele- 





vated temperatures. 


The most convenient way to 
read insulation resistance is with 
a Megger. The 500-volt type is 
generally used. A higher-voltage 
Megger may damage low-voltage 
insulation. Remember that the 
readings are valuable only from 
a comparative standpoint, and 
that they vary greatly with the 
temperature of the apparatus. 

A safe general rule is that the 
insulation resistance should be 
approximately one megohm for 
each 1,000 volts of operating volt- 
age, with one megohm as a min- 
imum. 


Totally enclosed motors 


Totally enclosed motors, totally 
enclosed fan-cooled motors, and 
totally enclosed explosion-resist- 
ing motors all have the frames 
sealed so as to exclude the outside 
air. They are well protected 
against the admission of abrasive 
dirt and metallic particles that 
shorten the life of insulation in 
open motors. For these enclosed 
motors there are two points to 
observe. 

First, see that all exposed joints 
in the motor frame and brackets 
are tight. Use a water-resistant 
grease in the bracket fits, if the 
motor is dismantled for any rea- 
son. This will help to prevent ac- 
cumulation of water in the bottom 
of the motor frame. 

Second, make sure that the mo- 
tor is provided with a drain plug 
or drain pipe at the bottom of the 
frame so that any accumulated 
water can be removed before 
causing trouble. 

Direct-current motors add the 
commutator and its current-col- 
lecting details to the general 
maintenance problem. The arma- 
ture is the heart of the direct-cur- 
rent motor. Through it flows the 
main-line current, and if the ma- 
chine is overloaded, the armature 
is the first to give evidence of dis- 
tress. 

When dismantling a d-c motor 
for periodic overhauling, the fol- 
lowing points should be observed. 

Do not roll the armature on the 
floor; a coil may be injured or the 
steel handing wire may be nicked. 

Support or lift the armature 
only by its shaft if possible. 

Never allow the weight of the 
armature to rest on the commuta- 
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tor or on the coils. 

Inspect the coils carefully to see 
that they are tight, and where ne- 
cessary replace the wedges. 

Replace any bands that may 
be loose. 


As far as possible duplicate the 
banding originally furnished by 
the manufacturer. Do not change 
the material in the banding wire, 
the diameter of the banding wire, 
or the width or position of the 
band. Increasing the band width 
may cause heavy currents in the 
bands sufficient to overheat and 
melt the solder. 


Only experienced workmen 
should tighten loose commutators. 
If the commutator bars are tight, 
they will give out a clear bell-like 
ring when tapped lightly with a 
small hammer. If the commuta- 
tor does not ring, but gives out a 
flat sound when struck, the front 
Vee should be tightened. 


The exposed portion of the front 
mica V ring is normally a catch- 
all for oil and dirt. This section 
should be cleaned and protected 
with a layer of surgical tape and 
twine to prevent flashovers and 
breakdown to ground. Red syn- 
thetic enamel will give a smooth 
finish, resistant to oil and carbon 
dust. 


Spring tension on brushes 


Check the brush rigging care- 
fully. Most brush holders in use 
today are box-type, and the brush 
holder should be replaced when 
the inside broached section is 
worn. 

The brushes themselves must 
fit properly—not so tightly as to 
stick, and not so loosely as to shift 
position when running. Make 
sure that the grade used is cor- 
rect for the application, using the 
advice of the manufacturer of the 
motor. Make sure that the fit of 
the brush on the commutator ex- 
tends across the face of the brush. 

The spring tension on the 
brushes should be uniform so as 
to prevent selective action. The 
correct pressure will vary with 
the design of the machine, and ad- 
justments should follow the re- 
commendation of the manufactur- 
er. 

The brushes should be stagger- 
ed in pairs of arms to prevent 
grooving of the commutator. 
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Illinois Porcelain Insulators 
ARE BUILT TO LAST... 


er: / aa ) 


nstalle¢ 
in 1928 





TILL 
GOING 
STRONG 


“Long Life” Mlinois 
Porcelain Insulators 
which will provide de- 
pendable service for 
mony years to come. 














Right: Illinois Pin Type Distribution Line 
Insulator—one of many styles to 
meet all requirements. 


Below: Typical Illinois Suspension 
Type Dead End Insulator. 


@ All Illinois Porcelain 
Insulators are designed 
and produced to exacting 
electrical and mechanical 
standards — completely 
tested and inspected to 
insure against breakdown 
on the job. This, plus a 
proved record in count- 
less installations like the 
one shown above are 
your assurance of long 
years of thoroughly de- 
pendable service. 


WRITE FOR ee 


COMPLETE 
INFORMATION [iia Ce La 


AND PRICES E MACOMB, ILLINOIS 





For the FINEST 
IN LIGHTING 
Ite 


All down the Line J 


WHITE-WAY 

PYLON-LITES 
for Street 

and Boulevard 


Lighting 


750-1000 
1500 Watt 
Enclosed 
Flood for 
Long Range 
Lighting 


Eliptor 
FLOOD 
for 
protective 
Lighting 


ULTRA-HIGH 
INTENSITY 
RUNWAY 
MARKER 


HINGED 
FLOODLIGHT 
POLES 


a Equipment 
ASK FOR LITERATURE 


REVERE ELECTRIC MFG.CO. 


6005 BROADWAY e CHICAGO 40, ILL. 
LIGHTING EQUIPMENT FOR EVERY NEED 
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Brush shunts should be kept 
tight and free from excessive cor- 
rosion so that current will be uni- 
formly distributed to the brushes. 
Under bad conditions of corro- 


sive atmosphere the shunts can be — 


protected by dipping in melted 
paraffin or synthetic red enamel, 
or by covering with woven cotton 
tubing. 

Resurfacing of the commutator 
should be done in a lathe, or with 
a grinding rig. As it is impossible 
to obtain a true surface with a 
hand stone, it should be used only 
as an emergency. Practically all 
up-to-date d-c machines have un- 
dercut mica in the commutators. 
This undercutting should be kept 
1/16-inch deep. 


Oils for gearmotors 


A gearmotor is a self-contained 
drive made up of a ball-bearing 
motor and a speed-reducing gear 
unit. It is designed to take ad- 
vantage of the electrical efficiency 
of the high-speed motor and the 
transmission efficiency of accu- 
rately cut and properly designed 
gears. 

Suggestions already given ap- 
ply to the motor element of the 
gearmotor unit. Front and motor 
bearings are generally grease- 
lubricated and require the same 
attention as in standard ball-bear- 
ing motors. Rear bearings, gear- 
box bearings, and the gears them- 
selves are almost always splash- 
lubricated from the same oil sup- 
ply reservoir in the lower section 
of the gear unit. 

Oil seals at each bearing pre- 
vent oil leakage into the motor 
windings and out along the driv- 
ing shaft. The precision-cut gears 
demand carefully selected lubri- 
cating oils. Use only top-grade 
oils of the viscosity called for by 
the manufacturer of the gearmo- 
tor. Give full particulars as to 
type of units and operating con- 
ditions. 

The areas of contact on gear 
teeth are relatively small, and the 
pressures produced in transmit- 
ting the loads are relatively large. 
It is essential to provide a film of 
lubricant of sufficient strength to 
withstand the localized pressure 
during the period of contact. The 
peripheral speed of the gears 
governs the period of tooth con- 


tact and determines the time dur- 
ing which the film must withstand 
the pressures. 

When speeds are high, the time 
is very short, the loads are usually 
light, and a comparatively light- 
bodied lubricating oil can be used. 
When speeds are low and the 
loads heavy, the contact time is 
considerably longer and a hea- 
vier-bodied oil should be used. 

See that the oil level marked 
for each gearmotor unit is main- 
tained. For normal operating con- 
ditions, drain the oil reservoir in 
the lower section of the gear case 
once a year and refill with new 
oil. 

Proper maintenance, as outlin- 
ed in the foregoing, is important 
even in normal times. In these 
times when our war effort is de- 
manding most of our critical 
materials, our manufacturing faci- 
lities, and our manpower, the im- 
portance of an adequate mainten- 
ance program cannot be over- 
stressed. 

Such a program will do mu¢h 
toward maintaining peak operat- 
ing efficiency and making exist- 
ing critical materials last for the 
duration. 


Lighting a Supermarket 
(Continued from page 21) 


ing, makes the Bettendorf store, 
mounted on a rise, visible for 
more than a mile in every direc- 
tion. 

Equally important for super- 
market-customer attraction is the 
planned parking-lot lighting, 
which appears on huge parking 
areas at both the east and west 
side of the market. To facilitate 
parking of 468 automobiles, the 
parking lots are bathed in a flood 
of incandescent light from 24 
lighting standards, each equip- 
ped with a 1,000-watt lamp and 
reflector. 

The standards are 16 feet high 
and are readily accessible for bulb 
cleaning or repair, etc. They are 
spaced approximately four cars 
apart so that any parking custom- 
er can quickly find the right key, 
locate his automobile, etc., un- 
der almost daylight conditions. 

Mr. Sachs installed an inde- 
pendent substation, located in a 
basement room,to provide 
smooth, uninterrupted service for 
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a Giant in Reliability 





Security Tape really stays put. Straight-tearing, 
non-raveling, highly adhesive, Security does the 
job better. 
Its strong fabric of unusually high-tensile 
strength gives long-lasting protection. 
Security has no pinholes to cause trouble- 
some leaks...Ask your wholesaler for Security. 


UNITED STATES RUBBER COMPANY 


TAPE DEPARTMENT + ROCKEFELLER CENTER, NEW YORK 20, N. Y. 
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both lighting systems, the 100-ton 
air conditioning system in the 
basement, and approximately 50 
more tons of refrigeration com- 
pressors located in the basement. 
The sub-station, which provides 
for 1,200 amperes at 2,300 volts, 
also takes care of elevators and 
hoists in the bakery department, 
meat department, and produce 
section. 

There are two 500-kva trans- 
formers located in conjunction 
with the sub-station for both pow- 
er and light, utilizing a three- 
phase, four-wire system through- 
out. Voltage conversion on the 
spot permits ready distribution of 
110-, 220-, and 440-volt power as 
required, with the advantages of 
a small high-voltage feeder ap- 
parent in almost every aspect of 
operation, according to Mr. Sachs. 


Lighting Conference 
(Continued from page 29) . 


“for opposing disturbances in the 
brightness field.” 

Darley said he once relighted 
an area for a stenographer. He al- 
ways goes back to the job, he said, 
to check results, and on this occa- 
sion, when the stenographer was 
asked how the lighting was since 
the change, she replied, “No bet- 
ter.” 

Finally Darley seated himself at 
her desk and immediately located 
the complaint—an area of extreme 
brightness escaping from the edge 
of a fixture and in her visual field. 

Eric H. Church could not ap- 
pear, but the Benjamin Electric 
Manufacturing Company, of Des 
Plaines, Ill., sent its chief illumi- 
nating engineer, Benjamin S. Ben- 
son, Jr., to discuss “X-Factors in 
Fluorescent Lighting.” 

Explaining that X-factors rep- 
resent all of the elements that 
tend to derail the expected train 
of events between calculated and 
actual initial levels of illumina- 
tion, Benson said his firm studied 
some of the factors by means of 
a 150-inch integrating sphere. 

“One factor considered,” he 
said, “was that represented by the 
possible variation of the lumen 
output of the lamps themselves. 
Half a dozen lamps, selected at 
random from a standard package 
and aged 100 hours before test- 


ing, were calibrated. 

“The high lamp was 5 per cent 
more and the average 2% per cent 
more than the rating. While the 
sampling was not large, it does 
serve to indicate that the differ- 
ence between actual and calculat- 
ed illumination would be due, in 
part, to the lamps themselves.” 

Benson said another factor was 
possible variation in performance 
of ballasts, and that in using a 
single-lamp, high-power factor 
ballast picked at random, the 
lamps previously mentioned as 
showing 2% per cent higher than 
the rating, this time averaged 4 
per cent lower. 

Other X factors he touched 
were: production samples of clos- 
ed-end industrial luminaires may 
run as much as 5 and 6 per cent 
higher than output efficiency rat- 
ed at 72 per cent; different temp- 
eratures encountered in many 
different types of installations; 
operation of ballasts at rated and 
other than rated voltage; differ- 
ences resulting in calculated illu- 
mination in different mounting 
heights; and atmospheric absorp- 
tion, drafts, and RMS to peak 
ratios. 

Other individual features of the 
program included a discussion, 
“Public Building Lighting,” by 
Edward Rambusch, of the Ram- 
busch Decorating Company, of 
New York. He showed slides of 
churches, theaters, and other pub- 
lic buildings, and discussed the 
treatment. 

The General Electric sports 
lighting film, “A Chance to Play,” 
was shown by R. M. Eichner, the 
company’s manager in Corpus 
Christi. W.E. Folsom substituted 
for Miss Ethelle Hudson, of the 
Dallas Power and Light Company, 
on “Contemporary Residential 
Lighting,” a brief, illustrated re- 
port of IES. 

In opening the planned lighting 
session, Chairman A. R. Kennedy 
of the Central Power and Light 
Company, Corpus Christi, said 
that “the statement is getting too 
prevalent that this or that place 
has too much light. 

“These complaints are mostly 
the result of misapplication. There 
is too much glare.” 

Then he reviewed the aids enu- 
merated in the local planned 
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lighting program by the Edison 
Electric Institute. 

For this planned lighting ses- 
sion, 12 individuals representing 
as many power companies were 
scheduled to discuss, with slides, 
an example of planned lighting in 
their territory. However, at the 
outset these speakers were warn- 
ed by the chairman to be brisk in 
getting on and off the stage as 
the time was limited. 

Ed Barry, Arkansas Power and 
Light Company, Little Rock, was 
first with a discussion of a. Little 
Rock department store, where one 
of the problems was to create a 
new and lower false ceiling. How- 
ever, the job was satisfactorily 
completed, he reported, with 50 
foot-candles throughout, using 
fixtures manufactured in Little 
Rock. 

A. L. Lacey, of the Central 
Power and Light Company, Cor- 
pus Christi, had slides showing 
school rooms and, incidentally, a 
majority of those scheduled to 
speak included school rooms in 
their discussions. 

Lacey said that a survey of 
schools by lighting engineers in 
1935 failed to sell the school board 
at that time, but that now the 
board is progressively re-lighting 
all schools, “and I believe we have 
some of the best school lighting in 
the country.” 

Substituting for C. B. Barron, 
R. A. Honsberger of the Gulf 
States Utilities Company, Beau- 
mont, Texas, said that although 
his comipany is interested in load 
building, it is also interested in 
making a friend of the customer. 

“On one job where we made a 
mistake,” he continued, “we went 
in and had it completely done 
over at company expense.” 

He reported good success with 
school lighting after passage of a 
$6,000,000 bond issue for that and 
other purposes, and then he dis- 
cussed in some detail a job of re- 
lighting done in the store of a 
Beaumont electrical dealer. 

Harry Hrivnatz, of the Houston 
Lighting and Power Company, 
Houston, Texas, was unable to 
appear, and at this point Chair- 
man Kennedy called for more 
speed in disposing of presenta- 
tions since it was his duty to see 
that the session closed on time. 
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Series 63300 B 


FISHER- PIERCE 


PHOTOELECTRIC 


CONTROL 


STREET LIGHTING 


This new Fisher-Pierce Control is the result of long expe- 
rience in design and manufacture. combined with practical 
experience of more than 600 electric ultilities in more than 


20,000 ‘installations. 


The new 63300 B Control is mechanically and electrically 
jnterchangeable with existing controls. The same depend- 
able Fisher-Pierce circuit, consistently giving tube life of 
more than 20,000 hours, has been retained. Improved spac- 
ing and insulation provides increased protection against 
lightning damage ... up to 2500 volts rms Hipot. Mechani- 
cal design has been altered to provide maximum simplicity 


for greater economy of servicing. 
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Designing 
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Building 
THE UNUSUAL 


MOTOR 
CONTROL 
EQUIPMENT 


If your specifications call for automatic 
controls to perform the usual and the 
unusual under the most exacting con- 
ditions, then call for MONITOR Con- 
troller Company Equipment. If a com- 
plete custom-built control unit is called 
for, you can depend on MONITOR 
engineers to design and produce the 
best unit to do the specific job. 





Contactors for AC and DC. 
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Heavy duty VB control ae j built to pre- 
vent accidental starting and stopping by 
operators. 


MONITOR 


CONTROLLER CO. 


Braintree 84, Mass. 
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Thereafter the remaining speak- 
ers showed few slides and made 
extremely brief appearances be- 
fore the convention. 

James D. Hampton, of the 
Oklahoma Gas and Electric Com- 
pany, Oklahoma City, Okla., 
showed slides of lighting in senate 
and house chambers of the Okla- 
homa legislature, and reported 
that television programs from the 
chambers were broadcast without 
additional lighting. He also re- 
ported briefly on school lighting 
in Ardmore, Okla. and Fort 
Smith, Ark., relating that 200 
classrooms had been relighted in 
Fort Smith during the past year. 

Martin J. Myers, of Tulsa, then 
sacrificed his discussion as previ- 
ously related, and Floyd Coving- 
ton followed with a discussion of 
school lighting. He said they 


. found 25 foot-candles on the per- 


pendicular suitable for black- 
board work and that in San An- 
tonio unit-type schools are built 
and lighted at a total cost of $7 
per square foot, compared with 
costs of $10 and $11 elsewhere. 

R. K. Lathrop, Southwestern 
Gas and Electric Company, 
Shreveport, La., reported that the 
school board and children are 
happy in his territory with re- 
lighting as delivered. He dealt 
in brief detail with the manner in 
which the school board arrived at 
a choice of lighting and fixtures 
and concluded, “We gave a lot of 
people enough light so that they 
can see comfortably.” 

Andy Anderson, Texas Elec- 
tric Service Company, Fort 
Worth, showed slides and briefly 
discussed a mechanical drawing 
room in a school, a new office, the 
bookkeeping department of a bus 
company, and a drug store. 

Tom Lynn, substituting for W. 
D. Knight, Southwestern Public 
Service Company, of Amarillo, 
devoted his short time to showing 
the lighting done at service sta- 
tions and in a building remodeled 
by his firm. 

W. E. Folsom, Dallas Power and 
Light Company, substituted for 
two who were unable to appear 
on the program. 

Appearing for John Deck, Jr., 
Texas Power and Light Company, 
Dallas, Folsom showed samples of 
lighting as used in 516 school 


rooms in the territory and also 
discussed built-in lighting for 
residences. 

Appearing for A. A. Steitz, Dal- 
las Power and Light Company, 
Folsom discussed a church light- 
ing job, using colored slides to 
show how color was blended with 
lighting effect. He said intensity 
in the main auditorium of the 
church varies between 30 and 40 
foot-candles. 

Throughout the _ convention, 
delegates were high in their 
praise of the planning, arrange- 
ments, and execution of business 
and entertainment programs. 
With one exception, nine commit- 
tees were staffed by Corpus 
Christi men, and in the final ses- 
sion committee chairmen were 
called upon to take a bow. 

Committee chairman supplied 
by the Central Power and Light 
Company were J. M. Williams, 
general chairman; A. L. Lacey, at- 
tendance and publicity; and L. O. 
Dallas, hotels and reservations. 
Other chairmen were: finance, B. 
L. Guess, Jr., Guess Electric Com- 
pany; entertainment, James B. 
Murnane, General Electric Com- 
pany lamp division; record, W. V. 
Fisk, General Electric Supply; 
lighting display and decoration, 
A. B. Zepeda, Blucher and Nai- 
smith, Inc.; transportation, Ralph 
E. Broyles, Graybar Electric Com- 
pany. 

One committee, that on papers 
and programs, was composed of 
Dallas men and was headed by W. 
E. Folsom. 

In addition to Kennedy, who 
presided over the planned-light- 
ing session, chairmen for the oth- 
er business meetings were Vice- 
President Covington, Harry Hriv- 
natz, and Thomas R. Halsey. 

There were two entertainment 
features, the president’s reception 
and cocktail hour on Sunday eve- 
ning, before business got under 
way on Monday, and a “beach 
party,” held in the Robert Dris- 
coll hotel, with buffet supper, en- 
tertainment, and dancing. 


Radiant Heating 
(Continued from page 24) 


The maximum demand registered 
was 68 kw of which 10 kw was 
lighting load. 

The Electriglas baseboard was 
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DIXISTEEL 


HOT-DIP GALVANIZED 
GROUND RODS 





The finishing touch 
to a first-class job 


THE MARK of a good electrical job well 
done isa DixIsTEEL Galvanized Ground Rod. 
Sharp-pointed for easy driving . . . hot- 
dip galvanized for positive protection 
against rust, ¥”x8’ size carried in stock. 
Other sizes available. 
Write or telephone collect for prices. 


Atlantic Steel Company 














Nowadays everyone’s concerned about the way things will shape 
up a couple of years hence. There’s one thing of which everyone 
can be certain. Perfect-Line will constantly strive to make 
prompt deliveries of quality wiring devices, lighting equipment 
and ventilating fans available to its customers at the best prices 
possible. Our past proves it. Our present emphasizes it and, to 
be perfectly honest about it, our future depends on it 


WE APPRECIATE YOUR BUSINESS 


PERFECT-LINE 


MANUFACTURING CORP. 
HICKSVILLE, L. I., N. Y. 
Sales Representatives 
L. V. HENDERSON EDWARD W. FISHBURNE 
Atlanta, Ga. Greensboro, N. C 
HUTSON COLCOCK ROBERT W. FISHBURNE 
New Orleans, La. Richmond, Va 


WIRING DEVICES LIGHTING EQUIPMENT - VENTILATING FANS 
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Another new McGill product 
with the many quality extras 
associated with LEVOLIER 
Switches for over thirty years. 
Applying this proven mechanism to a socket eliminates costly 
socket replacements in rugged industrial service. 
Rated at 660 watts 250 volts the LEVOLIER No. 4100 has 
1” cap. No. 4102—Pendant type. No. 4103—¥g” cap. 
Brushed brass finish. Underwriters’ Laboratories Inspected. 


-e«eleads on 4points 


1) HEAVIER SCREW SHELL—Heavily constructed 
throughout with bronze screw shell .006 heavier 
than standard — for added strength at the lamp 
base. Extra thick fibre insulating liner. 

3 USE LEVOLIER SWITCH—Dependable rotary 
action—universal lever operated with pull from 
any direction. Convenient terminals. 

© DOUBLE WALL THICKNESS—Cap and casing 
overlap resulting in double wall thickness over 
the mechanism — provides added support for 
the lever. 

0 CAP AND CASING LOCK—Threaded collar 
that locks cap and casing together — prevents 
separation with actuating pull. Cannot slip over 
shade threads. 


Model 25 
6 amp. “T 
rated — 1 
volt; 3 am 


Model 71 
6 amp. “TS 
rated — 129 


— 250 volt. 
Toggle type. 


volt; 3 am 
— 240 volt, 
48” thick. 


Model 1010 


2 
10 amp. ““T 
12 


rated — 

volt; 5 amp. Model 41 

— 250 volt. 6 amp. “T” 
rated — 12 
volt; 3 amp. 
— 250 volt. 


Available From Your Electrical Wholesaler 


5 
p. 
5 


For neu Catalog No, 
49 write: McGill Man- 
ufacturmg Co.,Inc., 650 
N. Campbell St., Vat- 
paraiso, Indiana. 


ONLY WGILL MAKES Yorcder SWITCHES 








ALL TYPES 
UP TOFIVE 
GANG - IN 
ATLANTA 
STOCK 


Satin, polished 
and chrome plat- 
ed finishes. 


AV AILABLE 
NOW 
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through your wholesaler 
W. J. MILNER AND CO. 
602 Marietta St., N. W. 
Atlanta, Ga. 





UNIVERSAL Tap Connector 
Made in 3 Surface Finishes 


Approved by Engineers and 
Contractors doing R E A work 


Effectively used as guy line ground, or 
transformer and lightning arrester con- 
nection to A.C.S.R. or copperweld con- 
ductors where the diameter may be from 
8-A copperweld to .595” A.C.S.R. 
armour rods. 





WRITE FOR BULLETIN 8-A 


KRUEGER & HUDEPOHL 


VINE AT THIR ES * CINCINNATI 


installed along the whole perime- 
ter of the display room, along 
outside walls, underneath the 
windows, and along the parti- 
tions providing office and rug de- 
partment alcoves. It was also in- 
stalled on the display room side of 
the partition between a large and 
small show room. 

Ten 1-kw Electriglas panels 
were installed at 8-foot intervals 
along the east wall above the 
baseboard and operated with it. 

A 1-kw panel with individual 
thermostat was placed in Mr. 
Sterchi’s office alcove to supple- 
ment the baseboard when neces- 
sary. 

Three 1-kw panels with indivi- 
dual thermostats were placed in 
the small showroom, but tied in 
with one of the main-room ther- 
mostats. 

Individual 600-watt panels with 
thermostats were installed in each 
washroom and tied in with the 
main-room thermostat. 

Two 1-kw panels controlled by 
separate circuit were installed 
facing each other on each side 
of the side door from the parking 
lot to provide a super-heated zone 
at this entrance. 

The general office, a 24x14-foot 
alcove, is heated as an independ- 
ent zone. Baseboard is installed 
along the three walls and con- 
trolled by a separate thermostat 
operated at 74 degrees. Four 
1-kw panels with individual ther- 
mostats were also arranged close 
to the desk positions to provide 
each person with an individual 
control of heat in his sector. 

An analysis of the building 
plans revealed that heat losses 
were unequal in various parts of 
the building, so the area was di- 











MANUFACTURERS’ AGENT WANTED 


FOR THE STATE OF FLORIDA ONLY ON 
A FINE LINE OF CHURCH FIXTURES. 
Reply to Box 649, Electrical South, 806 
Peachtree St., N.E., Atlanta, Georgia 

















STA-BRITE SETS THE PACE 
* INTHE SOUTH * 


If it’s fluorescent 
MAKE IT SLIMLINE 
STA-BRITE FLUORESCENT MFG. CO 
325 NW 22nd Lane, Miami, Fia. 








vided into four separate heating 
zones. The main heating load in 
the big display room was divided 
into three 15-kw sections—one at 
the front, one in the middle, and 
one in the rear. Each of these was 
controlled by a separate thermo- 
stat, placed on a post in the mid- 
dle of each zone. 

The three main room zones 
are controlled by Mercoid Sen- 
satherms adjusted for a one-de- 
gree differential. Each Sensa- 
therm in turn operates a small re- 
lay which actuates a large con- 
tactor, which actually makes and 
breaks each individual 15-kw 
heating branch. 

In the initial warming up, a 65 
degree rise was obtained with 
only .29 watts (or just under one 
Btu per hour) per cubic foot of 
volume, which was considered re- 
markable. 

The zoning and temperature 
control system provided an even 
temperature throughout the whole 
heated area. 


Performance Analyzed 


The performance of the instal- 
lation and its greater than expect- 
ed efficiency were accounted for 
by these summarized factors: (1) 
advantages of perimeter heating; 
(2) very low infiltration factor; 
(3) the warming of outside walls 
and windows; (4) the very low 
amount of air movement; (5) the 
fact that Electriglas is radiant 
heating; (6) the higher than nor- 
mal floor temperature despite the 
use of concrete slab; and (7) rel- 
atively high humidity. 

Both Mr. Young and Mr. Mar- 
shall, interviewed later, answered 
some questions about the installa- 
tion. 

They said that not just one size 
of panels was used. Rather, they 
used ten 30-inch baseboard panels 
and 120 of the 42-inch panels. 

The panels were put together, 
so that they worked out along the 
walls—‘like using different size 
building blocks” to make a con- 
tinuous baseboard. 

No special type of panel was 
used. All were standard panels. 
No special problems were encoun- 
tered in the installation. 

The manufacturer provided en- 
gineering, figuring out heat loss 
and number of units required. 
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QUALITY G LATT 4 A r FIXTURES 


<-> 


No. 1500 is 
square, four 
ceiling fixture 
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No. 1510 is a 712 inch 
brass and cut glass 
hall unit. 

No. 1510 


American Blower Ventura Window 
Fan. Capacity 3200 cfm, free delivery. 


PERFORMANCE SELLS 


Ability to move air in sufficient quantity and to do it 
quietly—that’s the kind of performance which sells 
American Blower Ventura Window Fans 


We are filling and shipping most orders 
as soon as they are received. However, 
our supply of certain essential materials 
is limited. 


Without exception, customers who have purchased 
these reliable fans have been delighted with their excel- 
lent performance! 


THE GLATTHAR Lighting COMPANY 


949 East 72nd St. Cleveland 3, Ohio 





Customer acce;,.ance like this, backed by products 
that are quality built, reasonably priced and easy to 
install, are more reasons why you can build a better 
reputation, earn more profits with American Blower 
Ventilating equipment. 








TILDEN 


ROTARY KONKRETE KORE 


DRILL 


DRILL 2 TO 6 INCHES 
PER MINUTE!!! 


Save TIME ® LABOR * MONEY! 


All These Features Only In Tilden Drills 


@ Lowest cost per drilling foot 

@ Drills re-inforcing rods in concrete 

@ Drills up to 300 inches without resharpening 
@ Uses ordinary electric drill 

@ Quiet Cutting — minimum disturbance 

@ Cuts only a ring, — not all the concrete 
@ SCREW In Extension Shanks 

@ FULL Length Core Slot 


Ask your nearest American Blower Branch Office for 
data. 


AMERICAN BLOWER CORPORATION, DETROIT 32, MICH. 
CANADIAN SIROCCO COMPANY, LTD., WINDSOR, ONTARIO 


Division of American Raviaror & Stavdard Savitary conronanon 


Sell quality! 


AMERICAN BLOWER 


Air Handling Equipment 








@ Free factory repair and resharpening. 

Contact YOUR Representative listed below for full information 
TEXAS ARKANSAS-OKLAHOMA 
JIM ARNOLD BUSTER FAIN 

1715 W. 30th St., Austin 6134 Overlook Dr., Dallas, Texas 


LOUISIANA-MISSISSIPPI 
DUIZEND, FAIN & LEVIN ALA., FLA., GA., TENN. 
514 International Trade Mart, R. 


New Orleans, La. ‘Box 1671, Atlanta, Go. 
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Packaged Ventura 
Attic Fan—Built for 
vert.cal operation in 
low bridge attics. 
Only 10 easy 
to install. Ratings 
are Certified. A real 
profit maker. 


steps 
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Seruing hime cord industry — AMERICAN-S 
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CATOR + KEWAN 8 g 


Model A Ventura Fans 
—Smartly styled. 
No exposed wiring. 
Smooth, easy-to- 
clean surfaces. Built 
in capacities from 
1000 to 9700 cfm, 
free delivery. 12 sizes. 


Utility Sets—Fine as 
supply or exhaust 
fans in stores, schools, 
etc. Have Aileron 
Control for regula- 
tion of air flow. Ca- 
pacities from 517 to 
17,925 cfm at 4” SP. 








The manufacturer’s engineers and 
the contractor, Jim Young, work- 
ed out the electrical circuits to- 
gether. Most of the detail of elec- 
trical design was by Mr. Young. 
Electrical connections between 
the individual panels of the base- 
board are simple. A jumper tra- 
vels from the terminal block on 
one end of the panel, behind the 
reflector, and then ties in with the 
terminal of the next panel. It was 
a case of just putting wires 
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NON-METALLIC — BX. 
& GROUND WIRE 


SRS TMNT 


SERVICE ENTRANCE CAP 


Sold Thru 
Your Local Wholesaler 





ATLANTIC CONDUIT 
FITTINGS CO, 
BOSTON, MASS. 


Southern Representative 


Hopper & McCoy 
454 Marietta St., N. W 
Atlanta 3, Georgia 


. city of the wire. 











through the middle and connect- 
ing up. 

Receptacles put in at junctions 
were fed with No. 10 TW wire, 
which was run within the base- 
board behind the reflector. They 
were connected to 15 ampere cir- 
cuits. The No. 10 wire was used 
because of the high temperature 
in space behind the reflector. 

The service included a three- 
wire, 220-volt circuit of 500,000 
cm wire, protected by 400-ampere 
fusible switch. 

Three 100-ampere feeders serv- 
ed the three main heating zones. 
They were protected by fuses and 
disconnect switches. 

For the branch circuits No. 12 
or No. 10 wire was used and over- 
current protection was obtained 
with no-fuse circuit breakers. 
Heater branches varied from 15 
to 30 amperes. 


The current on each branch was 


* measured and circuit breakers in- 


serted in the circuit breaker panel 
to conform with the current capa- 
The actual cur- 
rent drawn was used as a basis for 
circuit breaker selection rather 
than manufacturer’s rating. 

Transformer taps were set to 
provide 215 volts at peak load. 

With consent of the local elec- 
trical inspection authorities, 
three-wire entrance cable was 
used for the feeders to the heaters. 

Convenience receptacles were 
mounted on posts in the large 
room to provide outlets at both 
110 and 220 volts. No section of 
the store is farther than 10 feet 
from a 220-volt outlet and any 
spot in the store is within six feet 
of a 110-volt outlet. 


The posts have double recepta- 
cles on them. At the top, above 
the ceiling, a hole was cut in the 
post and the cable brought down 
inside the post. Holes were cut 
in the posts about six inches above 
the floor for installation of the re- 
ceptacles. Thermostats were 
mounted in the same way with 
wires inside the steel posts. There 
is no exposed wiring or conduit. 





(Patented) 

Use FAST® LOK adjustable 
BAR-HANGERS withSNAP-ON” Stud 
MANPOWER — requires less 


er eee 


inventory of assorted sizes 
and shapes of rigid Bar- 
Hangers required for various 
depths and widths. 


Now also lable with a 
“SNAP-ON” BUTTON—aoaccomodates 
any type wiring device! 


Write for our New Bulletin FL-3. This 
Bulletin also introduces 3 New TIME- 
SAVING items. 


The FasT-[oK MFG. CO 
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Sales Representatives 

L. MORRIS LANDERS CO HARRY A. MILLER CO 
624 Spring St., N.W 1925 Cedar Springs 

Atlanta 3, Ga. Room 205, Dallas 1, 
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Compare for Price — for Quality - 
for Service, and You'll Choose 


NATURLITE Fluorescent Fixtures 


Reg. U.S. PAT. OFF 


1035 Firestone Bivd., Memphis, Tenn. 


Southern 20? agai 


@C. K. Ramond 
301 Bellaire Drive 
New Orleans, Lo. 


@ Bob Kuz 
ye Whitehall St.N.W 
Atlanta, Ga. 


@ Still Delivering on Prompt Schedule 
@ Write Today for illustrated Catalog No. 51 


LIGHT & POWER UTILITIES CORPORATION 


175 Sth Ave., 





your copies. 
New York 10, N.Y 


@ R. Marion Picard 











Charlotte, N. C. 


Handbooks of Adequate Wiring 


Two valuable booklets avail- 
able with Electrical South. 


“Handbook of Residential 
“Handbook of Farmstead Wiring Design” 
marizing the latest authorative information on ade- 
quate wiring systems, may be obtained with a three- 
year subscription to Electrical South at the special 
price of $2.50 for a limited time. Send name, ad- 
dress, and remittance at once to make sure of getting 


and 
sum- 


Wiring Design” 


ELECTRICAL SOUTH¢N 
Box 2523 806 Peachtree S1., N. E. 


Atlanta 5, Ga. 
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April, 1951 


This is one section 
of the current issue 
of Electrical South. 


Appliance Section 


Household and Commercial Appliances Radio Television 


HOUSEWARES VOLUME—Dealers 
who build satisfactory volume in 
electrical housewares invariably at- 
tribute it to specialty selling of 
these small ticket items. They con- 
sider it neglect to leave the sale 
of housewares to salespeople who 
have not had special training in 
their use, demonstration technique, 
and enough specialization in the 
field to keep them on their toes. 
In the article on page 97 of this 
issue, a successful housewares de- 
partment manager describes the 
methods that have enabled his de- 
partment to establish an unusually 
large sales volume in this field. 
The real key to his plan is careful 
sales training and specialization. 





IN THIS ISSUE: 
“Single-Invoice” Kitchens ... . 


Make Service a Sales Tool 


TV Selling in Today’s Market . 


Copyright, 1951 
ELECTRICAL SOUTH, 806 Peachtree St., NE, Atlanta 5, Ga. 





Arvin | V 


7 1B | 4 
(Gy visu LE VALUI 


You can see the difference! 


For only $21995* 


This value-packed mahogany console! 
Arvin Model 2120CM — Beautifully styled 
console in rich imported mahogany veneer; 
12-inch no-glare Black Tube; sunlight- 
sharp, rock-steady picturés; phono-jack; 
built-in antenna. AC operation. 


“plus tax and warranty 





Other models from $129.95*. .. Prices subject to change with- 
out notice... All prices plus Federal Excise Tax and warranty 

.. All prices slightly higher in Zone 2 . . . All Arvin television 
receivers are designed for easy conversion to receive color 
broadcasts transmitted under established FCC standards. 





Arvin Portables are ready! 


95* ee Get the jump on 
For only $189 ; | 
a of y , a (| the outdoor selling season! 

, 4 :  Wihe | Arvin Model 446P—Powerful! Com- 
Arvin Model 2121TM—12‘-inch no-glare SS heed a Weighs 4 lbs., complete with 
Black Tube; rock-steady pictures; Velvet . | sie batteries. Handbag- “shape f for carry- 
Voice tone; simplest 2-knob tuning; phono- : are convenience. Amazing range 
; ag ' : Si and tone; recessed knobs; retracti: 
jack; built-in antenna; straight AC opera- plastic handle. $18.95 (/ess batteries} 


tion for longest tube life. 
ARVIN OFFERS AMERICA'S MOST 


COMPLETE RADIO LINE — Prices from $13.95 up! 


*plus tax and warranty 





Television and Radio Division, ARVIN INDUSTRIES, Inc., Columbus, Indiana 


(Formerly Noblitt-Sparks Industries, Inc.) 
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HOTPOINT SUPER-STOR 
REFRIGERATORS 
MODELS E D 110-5 and 
ED 87-5 





























3 : 
HOTPOINT SPECIAL x 
DELUXE REFRIGERATOR 
MODEL E C 82-5 é : 
ved b . ev 
i 
: 
HOTPOINT DELUXE EIGHT sere, © . : 
MODEL E B 81-5 j 
H 
4 * e 
1]" i} 
NEA if 
it 
* y ' iy’ ‘ | 
‘ 
- 
© grea D or Combinatio a op do 
a ccd ns economy priced sored Full Width Spooe capitate 
our popular mod O p d O O ° 
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nw 
OD 0 . 
0 t D D . 
OD ag —_ ‘| — Y 7 a 
° s all> 
oom fo o . - 
° 00 oe somite von th 
d « \nc- 
RANGES © REFRIGERATORS © DISHWASHERS «+ DISPOSALLS ¢ WATER HEATERS * FOOD ‘ 
CLOTHES DRYERS * ROTARY IRONERS «+ CABINETS 5600 W. TAYLOR ST., CHICAGO 44, ILL 


FREEZERS * AUTOMATIC WASHERS «+ 





R:M >. 
fans for 


...80 Big in value that 
a Sellout is certain! 


Times being what they are, the money you 
invest in quality appliances is sure to earn a 
quick profit. And these Robbins & Myers 
Fans for 1951 are the finest we’ve ever pro- 
duced. In performance, in styling, in price 
range—their appeal is unmatched. You can 
count on them to go fast. 

To make sure, we’re backing this mer- 
chandise with plenty of promotion. National 
advertising, animated displays, window 
streamers, consumer folders, newspaper 
mats—yes, everything you could ask for 
will be working to give you a completely 
profitable fan season. 

But hurry. Order now. Call your R & M 
Fan distributor today. If you’d like us to 
send you his name, write: Robbins & Myers, 
Inc., Fan Division, 387 S. Front St., Mem- 
phis 2, Tenn. 


ROBBINS 2 MYERS 


Sans for (401 


+/ 


- 


18” and 22” Window 


Fans Electrically reversible 
—the flip of a switch forces 
air in or out. Two speeds on 
both intake and exhaust. Ad- 
justable mounting panels fit 
any window: (up to 35” wide 
for 18" fan; up to 39” for 22” 
fan). Only a screwdriver 
needed to install. Four 
blades, direct-connected. 
18” size delivers 2500 cubic 
feet of air per minute; 22° 
size, 3400. Ivory enamel 
with silver-finish grille. 
Guaranteed five years. 18° 
size, $59.95; 22” model, 
$79.95, retail 





“Breeze-All” Floor Fan 
Durable, mottled-mahog- 
any plastic top and metal 
band. Chromium-plated 
legs and grille. Safe from 
top, bottom, sides. Delivers 
a whopping 3500 cubic feet 
of air per minute. Doubles 
as extra seat or table. Extra- 
low-cost operation. Three 
speeds, 12” blades, and really 
quiet. Guaranteed five years 
$49.95, retail 








“Package” Attic Fan 


Complete home cooling sys- 
tem—no trap-door, grille, 
or suction-box to buy. Easy 
to install. Ideal for low at- 
ties and all standard hall- 
ways. Rubber-mounted, 
sound-insulated. Changes 
air once every minute in 
average house. Factory-lu- 
bricated, sealed ball bear- 
ings. Baked enamel (ivory) 
on shutter and trim. Four 
sizes with air deliveries from 
41750 to 9700 CFM. From 
$149.50, retail. 


s “Quiet” Fan Wide-blade, powerful oscillator 


at a popular price. One-piece, soft-rubber hub 
assures smooth, quiet operation. Balanced 
aluminum blades. Sturdy pressed steel motor 
body. Durable sable-brown finish. Mounts on wall 
easily. All the luxury features of much more 
expensive fans. 10” size, single speed, $17.45; 

12” model, 2-speed, $24.95; 16” size, 

3-speed, $43.95, retail. 


“Quiet De Luxe” Fan—New cunmetal-enamel 
finish. Die-cast body and base. Oscillating 
mechanism fully enclosed. Delivers up to 1700 
cubic feet of air per minute. Guaranteed 5 years. 
In 12” and 16” blades. Three speeds. 

12” model, $43.95; 16” size, $52.95, retail. 
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004—Air Conditioning Equipment. New Bulletin No. 
3158-B, “Central Air Conditioning Equipment,” contains com- 
prehensive information on this type of equipment along with 

rts, specifications, and maintenance instructions. The bulle- 
tin has been released by Buffalo Forge Co., P. O. Box 985, 
Buffalo 5, N. Y 


2010—Water Heaters. An illustrated folder describing Bell 
Water Heaters and the ten-year guarantee and warranty is avail- 
able from Adacar Mfg. Co., Napier Field, Dothan, Ala. 


2012—Room and — +a Electromode Corp., 45 
Crouch St., Rochester 3, announced two new cata 
logs, each of which aS ig bE —— ica- 
tions, illustrations of the units, and shows typical tions, 
as well as other helpful information concerning heating 
tricity. Catalog EC-62 is the industrial catalog, and No 
is the domestic catalog. 


2014—Hot Water Heaters. Informative and well-illustrated 
data are available from M. M. Hedges Manufacturing Co., Inc., 
Chattanooga, Tenn., on their line of Mertland Automatic 
water heaters. 


2018—Electric Fans. A 28-page, profusely illustrated booklet 

in complete detail, this company’s line of fans. 

Booklet available from Emerson Electric Elecite Oe Co., 
8lst and Florissant Ave., St. Louis 21, Mo. 


2022—Window and Attic Fans. A ‘our-page catalog piece 
—— illustrated and containing descriptive information on 
the new low cost “all in one — window and attic fans 
has just been released by the Viking Air Conditioning Corp., 
5601 Walworth Ave., Cleveland 2, ‘Ohio. Illustrations of auto- 
matic ceiling shutter "and automatic electric timer are included. 


2024—Electric Water Heaters. New specification sheets are 
now available for a full line of cylinder and table top models, 
featuring the Water Hotter, from the White Products Corp., 
Middleville, Mich. 


2028—Fans. Catalogs Nos. 863 and 864, pat issued by Chel- 


sea Fan & Blower Co., Inc., 639 Sout Ave., Plainfield, 
N. J., include descriptive copy, specifications, dimensions, photo- 
gtaphs, etc., of a full line of fans for residential, commercial, 
and industrial uses. These catalogs include information on 





17 types of ventilating and comfort cooling equipment. varying 
in size from 12 inches to 60 inches. 


2030—Electric Fans & Drills. Signal’s complete line is shown 

in a new catalog just off the press, featuring a wide variety of 

desk pas. exhaust, and vent fans. Literature on drills, tele- 

graphic ic equipment, and motors is also available from the Signal 
ectric Mfg. Co., Menominee, Mich. 


2034—Electric Flat Irons. Full information on American 
Beauty Electric Flat Irons in a weight, a shape, a size for house 
hold, as well as every industrial and manufacturing use, is avail 
able in literature from the American Electrical Heater Com- 
pany, 6110 Case Ave., Detroit 2, Mich. 


2038—Murray Ventilating Fans. A set of specification sheets 
is available describing the Murray line of fans, including 20 and 
24 inch window fans and vertical and horizontal ventilating fans. 
H. C. Biglin Co., Inc., 177 Harris St., NW, Atlanta 3, Ga., is 
exclusive sales agent for the line which is manufactured "by 
Murray Co. of Texas, Inc. 


2040—Electric Blowers and Exhausters. Bulletin 3014-D de 
scribes Types “E” and “RE” Buffalo blowers and exhausters, 
manufactured by Buffalo Forge Co., P. O. Box 985, Buffalo 5, 
N. Y. Characteristics of the blowers, graphs, charts including 
capacities and static pressure, and exact dimensions are all con- 
tained in the 8-page folder. 


2042—Window Fans. Meier Electric & Machine Co., Inc., 
3525 E. Washington St., Indianapolis 7, Ind., have available the 
following catalog sheets: Form 2207, which describes and illu 
strates each of their five Nu-air Windofans; Form 2208, de 
scribing. and illustrating three three-blade and one four- blade 
Nw-air Quiet Propellers; and Form 2209, which illustrates the 
Nu-air Windofan No. RW 240 or RW 200. 


2046—Household Electrical Appliances. Dominion Electric 
Corp., 120 Elm St., Mansfield, Ohio, offers catalog information 
and detailed specifications on a complete line of table appliances, 
called “Family Favorites.” 


2056—Radiant Heaters. Edwin L. Wiegand Co., 7500 Thomas 
Blvd., Pittsburgh 8, Pa., has prepared a portfolio of Chromalox 
Radiant Heater Application Reports. In addition, the portfolio 
includes catalog sheets and technical data on the Chromalox 
“RAD” heaters. 





ELECTRICAL SOUTH, 
806 Peachtree St., NE 
Atlanta 5, Ga. 


Gentlemen: 


Please send me the bulletins and catalogs indicated. 
(Print Plainly) 





Circle numbers below. Bulletins and 
catalogs will be mailed promptly. 





2004 2010 2012 2014 2018 
2022 2024 2028 2030 2034 
2038 2040 2042 2046 2056 
2058 2064 2066 2070 2072 
2078 2090 82092 
2100 é 2106 2108 
2110 : 2116 §=2118 
2120 2132 2134 
2136 
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| built +o 


here’s why... 
Sell my and 


Compactly constructed, with the famous Alnico V 


speaker and shock-resistant tubes. Built for long- 
range reception. 


RAIN OR SHINE 


They play in any kind of weather. The plastic 
or metal cases stay bright without fading, 
cracking or warping 


NO BATTERY BURGLARY 


An automatic shut-off switch cuts off battery 


power when set is plugged into AC or DC 
gives batteries extra life 


HIGH-LINE ANTENNAS 
Installed above grounding level in all sets 


they'll even play on metal surfaces. 


DOUBLE-JOINTED HINGES 
Designed to “give 


“gi if cord gets caught 
in back cover 


. + No snapped hinges. 
g 


PLAYMATE, JR. Model 51M1 — 
urdy e 


rdy enameled metal case in 
Maroon or Forest Green, match 
ing flip-up lid contains the 
Aerovane loop antenna. Fold 

away cord inside back cover 


© music Box Model 5111 — 


Tiny and lightweight but 
man, what power! In Forest 
Green or Rich Maroon 
scratch resistant plastic 


TOWN AND COUNTRY 
Model 61L1—Deluxe styl- 
ing, extra long range re- 
ception and double ca- 
pacity battery power. 
Sturdy Maroon or 
Forest Green plastic 
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2058—Exhause Fans. A new Emerson-Electric Exhaust Fan 
catalog, illustrating and describing in detail this line of fans for 
all a of buildings, is offered by the Emerson Electric Mfg. 
Co., 8lst and Flurissant Ave., St. Louis 21, Mo. 


2064—Electric Fans. An attractive, 8-page, 62nd Season Cata- 
log of Zephair fans has been made available by the Hunter 
Fan & Ventilating Co., P. O. Box 2858, Memphis 2, Tenn. 
A comprehensive description of this company’s products is giv- 
en, with complete specifications and dimensions. 


2066—Shutters & Dampers. A ae catalog (No. 46) is 
available from the Elgo Shutter Mfg. Co., 2738 W. War- 
ren Ave., Detroit 8, Mich., describing the 17 different types of 
shutte rand dampers manufactured ty them, and as used in 
cennection with ventilating and air-conditioning installations. 


2070—Zephair Fans. Hunter Fan and Ventilating Co., Inc., 
400 So. Front St., Memphis, Tenn., offers a new 8-page cata- 
log containing detailed information on the Hunter hair 
Fans, for home and industry. 


2072—Reed Unit-Fans. Two new 8 page booklets on unit-fans 
have been published by Reed Unit-Fans, Inc., 1001 St. Charles 
Ave., New Orleans 8, La. Material included in these booklets 
covers design, accessories and installation of the Reed window 
and attic fans respectively. 


2078—Sales Helps. A variety of sales helps, including Sound 
Slide Colored Traming Films, How to Sell Be klets, Consumer 
Pieces, Specification Sheets, Demonstration Kits, Display Cards 
and Promotion Kits for selling and demonstrating General 
Mills Home Appliances—Pressure Quick Saucepan, Tru-Heat 
Iron and Steam Ironing Attachments are available to dealers 
from General Mills, Inc., Home Appliance Dept., 1620 Cen- 
tral Ave., Minneapolis 13, Minn. 


2080—Water Heaters. Information is available about the 
“SEPCO” Electric Water Heater from the Automatic Electric 
Heater Co., Pottstown, Pa, Literature available describes sev- 
eral exclusive features in the “SEPCO” line of round and table 
top heaters. 


2088—Air Circulators. Vornado’s pes wae line for 1950 pre- 


sented in a four page, three color cata sheet (Form 9060) 

includes a wide variety of desk, pedestal, tabletop turnabout, and 

turnabout window fans. Also available is a descriptive folder 

on Vornado’s new turnabout casement window fan (Form 9082). 

a O. A. Sutton Corporation, 1812 West Second St., Wichita, 
nsas. 


2090—Fan Blade & Baffle Outfit. An illustrated ones page 
describing their Knock Down Fan Blade & Baffle Outfit has 

announced as available from S. J. Stewart (Electric), 527-31 
St. Joseph St., New Orleans 12, La. 


2092—Air Circulators and Window Fans—The Complete Line 
of Kisco Floor Model Air Circulators and Portable Window 
Fans for 1950 is illustrated and described in a series of two- 
color catalog sheets and envelope stuffers available to the trade. 
A Special Sales Manual containing product and sales informa- 
tion is available for use by Dealers handling Kisco Products. 
Kisco Company, Inc., 2400 Dekalb St., St. Louis, Mo. 


2100—Marquette Electric Ranges. An individual catalog and 
specification sheet is available on each of the four popular 
_ range models from Marquette Appiiances, Inc., 307 
E. Hennepin, Minneapolis, Minnesota. 


2102—Marquette Gas Ranges. Five beautiful models coveri 
the entire desires of any housewife featured in color and wit 
individual specifications and catalog pages may be secured from 
sem Appliances, Inc., 307 ast Hennepin, Minneapolis, 
innesota. 


2104—Marquette Home Laundry Equipment,—Includes Wash- 
ers, , and Ironers. For well-illustrated catalog pages that 
bring out the features and selling points of this popular priced 
laundry equipment write to Marquette Appliances, Inc., 307 E. 
Hennepin, Minneapolis, Minnesota. 


2106—Fan and Centrifugal Blowers. Catalog No. 513-B. 
Vital specifications 1950-Fresh-Air Maker Fans-Hy Duty Cen- 
trifugal Blowers. Attic, Portable, Window, Exhaust fans. Single 
and double inlet blowers. Ventilating Division-Schwitzer-Cum- 
mins Co., 1125 Mass. Ave, Indianapolis, Indiana. 
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2108—Household Refrigerators, Farm and Home Freezers, 
Electric Ranges. Complete information regarding Coolerator 
space-saver “motor on the back” refrigerators, a revolutionary 
new combination freezer-refrigerator and automatic seven heat 
ush-A-Button electric ranges. Write Coolerator, Duluth 1, 
Ainnesota. 


2110—Select*A-Range. Landers, Frary & Clark, New Britain, 
Conn. Eight page folder giving full information on Universal’s 
revolutionary new Select-A-Range with the Convenience Level 
Oven. illustrates various parts of range; six Royal Barry Wills 
kitchens and tells how to install it. 


2112—Oil Heaters. An elaborate colorful 16 page catalog, 
entitled “Nescontrol Heating” describing and _ illustrating the 
complete Nesco line of Fuel Oil Heaters and Kerosene Heaters, 
is available from the National Enameling and Stamping Com- 
pany, 270 N. 12th St., Milwaukee 1, Wis. 


2114—Electric Heataires. A new, colorful, twelve-page booklet 
from Markel Electric Products, Inc., 145 Seneca St., Buffalo, 
N. Y., unveils a complete line of wall-attachable, well-recessed, 
and portable heaters. Heetaire models for every room in the 
house and other applications are described. 


2116—Replacement Heating Units—For electric water heaters. 
Information on the complete line of various wattages, voltages, 
and shapes of water heater units of the Immersion Type can 
be obtained by writing to Tuttle & Kift, Inc., 825 N. Monitor 
Ave., Chicago 39, Illinois. 


2118—Electric Fans—Robbins & Myers, Inc., Springfield, Ohio 
offers an attractive, rage illustrated catalog covering out- 
standing features, design details, and performance ote i 
R & q 


A domestic, commercial and industrial fans for 
Special material available covering new 10” and 12” desk fans. 


2120—Everhot Electric Housewares—Colorful literature and 
full information is available showing the complete line of Ever- 
hot Electric Housewares including Roasters and their accessories, 
Roasterettes, Heater and Heater Fans, Rangette and Electric 
Blankets. This literature lists specifications and is available from 
Swartzbaugh Mfg. Co., 1336 W. Bancroft St., Toledo, Ohio. 


2122—Surface Heating Units—For electric ranges. Com- 
plete information on fitting the famous TK Monotube Elec 
tric Range surface heating units into all types of electric ranges 
can be obtained by requesting the replacement manual from 
Tuttle & Kift, Inc., 1825 N. Monitor Ave., Chicago 39, Illinois. 


2124—Evaporative Air Coolers—Home and commercial. Essick 
Manufacturing Company, 1950 Santa Fe Avenue, Los Angeles 
21, California, offers its complete line of eighteen models, rang- 
ing from 1500 CFM one room fan type coolers to 12,500 CFM, 
industrial building coolers. Featured this year is the Revolu- 
tionary “Pour-In” type, completely self contained washed air 
room cooler. Write for further information. 


2132—Gas Heaters. Complete information on how to sell 
Stiglitz Warm-Aire Gas Heaters is included in a 16-page booklet 
available from Stiglitz Furnace & Foundry Co., Inc., Louisville 
3, Ky. The general subject of heating is fully covered. 


2134—Appliance Trucks. A four-page catalog is available de- 
scribing Escort Appliance Trucks manufactured by Stevens Ap- 
pliance Truck Co., Box 897, Augusta, Ga. Twelve models are 
illustrated, all featuring the patented crawler tread which makes 
it easy to move the trucks up or down steps or over obstacles 


2136—Robbins & Myers 51 Fans. An 11-page illustrated 
catalog, in color, describes the 1951 fan line of Robbins & 
Myers, Inc., Fan Division, 387 So. Front St., Memphis, Tenn. 
Window fans, oscillating fans, floor fans, air circulators and 
ceiling fans, package attic and belt-driven fans, exhaust fans 
and shutters, and ventilating fans are included. 


2138—Store Fixtures. Units comprising Flexo-Step displays, 
as well as combinations that can be obtained with the various 
units, are described and illustrated in Bulletin 3-50-5M, avail- 
able from Add Sales Co., 714 Commercial St., Manitowoc, 
W 1S 


2140—Ventilating Equipment Circulators & Devices announ 
ces the publication of their new, up-to-date 1951 catalog illus 
trating their complete line of ventilating equipment including 
Pedestal, Wall and Ceiling fans, Exhaust Fans, new reversible 
window fans, blowers, shutters, etc. Write to Circulators & 
Devices, 98-168-32nd Street, Dept. E. S. Brooklyn 32, New 
York, for your free copy 
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THERE’S 
A GOLD 
MINE 

IN 

HOME 
FREEZERS 





Ready and Waiting for You in Today’s 


FARM and RANCH SOUTH 


There’s a multi-million-dollar market on 
the highline for you in today’s new South 
...@ market with more electrified farms 
and ranches than in any other section of 
America. 


Nearly 2,500,000 Southern and South- 
western farms and ranches are now elec- 
trified—a gain of over 1,900,000 new cus- 
tomers in the past ten years. It’s a market 
with unlimited sales potentials for home 
freezers and electric refrigerators. The 
homes are there, the need is there .. . and 
prosperous farm and ranch families have 
money in their pockets, ready to buy— 
$10,000,000,000 more money than they 
had in 1940! 


FARM & RANCH-SOUTHERN AGRICUL- 
TURIST is the direct line to this tremendous 
electrified market—it reaches more Southern 


and Southwestern farms and ranches than any 
other publication of any kind. And... over 
1,044,900 of its well-to-do subscriber-homes 
are electrified. 


Whether it’s electric home freezers, refrigera- 
tors, ranges, washing machines . . . sinks, bath- 
rooms, electric pumps or any electrical equip- 
ment... the product you seil reaches into the 
heart of this vast electrical market when it ap- 
pears in the pages of Farm & Ranch-Southern 
Agriculturist. It’s your best business partner, 
because it does a powerful job of pre-selling 
your customers . . . makes your selling job 
easier and your profits greater! 


Circulation Guarantee 1,290,000 


FARM ano RANCH pustisnine co. 


318 Murfreesboro 


Road @ Nashville 10, 


Tenn. 
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#2 - A eater < 


THE 0. A. SUTTON CORPORATION 


1812 WEST SECOND STREET 
WICHITA, KANSAS 


We would like to know more ak 
“Opportunity Year” prograr 
local distributor 


yout your 1951 Vornado 


n and the name of your 
PEDESTAL 
DESK TYPE 


TURNABOUT TYPE 


len WINDOW FAN 


j < ; . ~ 
Gy TURNABOUT ‘s a } ¢ ' 


4 ‘a fy tate J 
CASEMENT TURNABOUT 
WINDOW FAN 
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CHROMAL 


For modernizing all Electric Ranges 


CHROMALOX Units are more widely used on 
new electric ranges and for replacements 
than any other, and with good reason! 
Comparison tests by Electrical Testing 
Laboratories, Inc. and other independent 
laboratories proved CHROMALOX superi- 
ority time and time again! Such outstanding 
performance makes CHROMALOX Units the 


“first choice’ of homemakers everywhere. 
That's why it will more than pay you 

to handle this famous line for range unit 

replacement. You'll find that the quicker 

service, smaller inventory and greater cus- 

tomer satisfaction you get with CHROMALOX 

will add up to a bigger and better net profit! 
Write today for Bulletin RU-149. 


CHROMALOX UNITS GIVE ALL THESE ADVANTAGES 


: Mee level cooking surface 2 2 Units in 1 for true 
with free lateral expansion cooking economy 


3 Easy to clean and 
to keep clean 






































on new Ranges and for Modernization 


ChIROMALOX 


means Cletus 


al dt Gear” 


EDWIN L. WIEGAND COMPANY, 7600 THOMAS BLVD., PITTSBURGH 8, PA. 


C. B. Rogers, 1000 Peachtree St., E., Atlanta, Ga.; L. R. Ward Co., 2711 Commerce St., 


Dallas 1, Texas; 932 M & M Bidg., Housion 2, Texas; bit Louisiana St., New Orleans 15, La.; 


1519 So. Boston St., Tulsa 5, Okla . R. Phillips, P. O. Box 2561, Raleigh, N. C.s W. R. 


Phillips, Jr., 3125 Lamb Ave., Richmond 22, Va. 





Are You Making Use 
of Our 


Reader Service? 


The editorial and business 
staff of ELECTRICAL SOUTH 
is eager to serve you. One 
way in which we can help yeu 
is to make it easy for you te 
draw upon the wealth of tech- 
nical and promotional ma- 
terial available from manu- 
facturers. 

In the accompanying pages 
are the descriptions of scores 
of useful catalogs, applica- 
tion information booklets, and 
technical publications. These 
are available without charge. 

Check over the list of pub- 
lications available, circle the 
numbers of the ones you 
need, and mail the coupon 
to us with your name, title, 
company and address plainly 
written. We will tell each 
manufacturer to send directly 
to you the information you 
want. 


The staff of ELECTRICAL 
SOUTH will be glad to help 
you with other problems. They 
will obtain expert advice for 
you on both technical and 
business problems. The serv- 
ices of a number of consul- 
tants are available. Whether 
your problem relates to sales 
promotion, lighting or wiring 
layouts, applications of the 
National Electric Code, or 
equipment application, it will 


receive careful attention. 


Address your requests to: 
Reader Service 
ELECTRICAL SOUTH 
806 Peachtree St., NE 
Atlanta 5, Ga. 














looks and to sell. Priced right. A 

generous assortment of sizes 

and types that people want. Over 

fifty models. All will deliver lots 
. 4 : 3 of air, quietly and for long years. 
A WONDERFUL NEW 


REVERSIBLE WINDOW FAN MK “4 Excellently built. 
vias 3 A BEAUTIFUL, HANDY, 


LOW PRICED PORTABLE FAN <@ You cannot tie up with a better 





prospect for profits. 








CABINET FANS—WINDOW OR FLOOR The Hy-Duty line will 
MODELS that — pon As fpw sen 
HIT THE BULL'S-EYE [EP \ a 
FOR HOUSING, HOMES, Bi Li] Sunes Geek de 
INDUSTRIAL JOBS. BIR ? 25° wheel diameter, 
A HELPFUL CATALOG | ae » te 25,000. Compact, 
FOR YOUR ARCHITECT — £ ee Se eee 


certified ratings. 
AND BUILDER FRIENDS. 














SCHWITZER-CUMMINS COMPANY 
VENTILATING DIVISION 
INDIANAPOLIS 7, INDIANA 
ENGINEERS AND MANUFACTURERS 





PRACTICAL, 
PLEASING 
SELLING 
FEATURES 
you will want to 


know about. 


Send for literature. 


F 
Pewee: 
| chipars > 


CEILING PACKAGE UNITS 
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WHAT THE 
JOHN R. HURLEY 


President 


THOR CORPORATION 
Chicago 50, Illinois 


FRANCHISE 
MEANS 





Thor 
Wringer Washers 


Thor Gladiron M. R. (BOB) WILSON 


General Sales Manager 
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WORLD'S FINEST AIR CIRCULATORS 


ene ane oo na a ee ee ti nih 


Dealers everywhere are actively planning ahead. Heavy 
dealer buying to date is based on consumer preference and 
demand for the genuine Vornado. Past experience proves 


Vornado inventory is ironclad sales and 


that an adequate 
profit insurance because, with Vornado, dealers always 
have a “good fan year.” Your Vornado distributor still has 


some inventory. ORDER YOUR VORNADOS TODAY. 





We've made these : 
investments for you! CHECK THESE polges FEATURES 
I Vornado is the most wanted fan in America. 
<2 Years ahead in design and eye appeal. 
3 More exclusive sales and performance features. 
4 Better ~<a which mean greater profits 


Hardest les in the 
3 a promotion program 


BE SURE TO STOCK THE GENUINE VORNADO 
A product of THE O. A. SUTTON CORPORATION, WICHITA, KANSAS 
THE O. A. SUTTON CORPORATION 
1812 WEST SECOND STREET 
WICHITA, KANSAS 
We would like to know more about your 1951 Vornado 


“Opportunity Year” program and the name of your 
local distributor 


A Complete Product t ar acy ee ; 
‘ TURNABOUT Soom 
wage S59 e WINDOW FAN TYPE teens 
— ee * H * aS 
' 


Firm Name 


a 


TURNABOUT 4 Address 
CASEMENT Me fy baield 
WINDOW FAN ~ TURNABOUT 





City. 
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Here Is The Most Important 
Door In YOUR 
Store! 


Check these saleable 
“in-the-door’” features 


2 eee q 
5. BH SON Ha ea er, 3 
Zz q 


EGGSTOR—Handy egg storage, 
with visual inventory! Right up 
in front. 


BUTTER BOX—With Spread Con- 


| trol, keeps butter ready to spread. 
, | Holds one pound in attractive serv- § 


ing tray! 


HANDY JUGS—Two one-quart 
bottles for chilled juices or water. 
Ready to serve. Easy to use—at 
your finger tips. 


HANDY BIN—For the convenient 
storage of small greens, fruits and 
vegetables. Removable for greater 
utility. 





U 
| BOTTLESTOR—Easy to reach. 
_ eo FaNeRuRRNr Manse Holds full quart beverage and 


milk bottles. 


What makes a woman buy one refrigerator in place 


of another? Principally—she buys features. The 
The Door of the new Deepfreeze Refrigerator has “‘buy-catching”’ 


Deepfreeze Refrigerator features, the kind that interests a woman because they 


offer her more in convenience, service, economy 
Is The Door To and performance. In addition to features, the 


9 Deepfreeze Refrigerator is styled for the most exacting 
M 4 
ost Sales For You! taste and engineered for the best possible 


performance for the longest possible time. 


In °51-Go Buy The Name PEDITEEZE 


~ a | cr 
(|: ml) HOME FREEZERS il REFRIGERATORS [[-] ELECTRIC RANGES [| | ELECTRIC WATER HEATERS 
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These Superior Deepfreeze Features Mean 


Better Living For Consumers, More Sales For You 


Deepfreeze 
FREEZER 
COMPARTMENT 

» Only Deepfreeze has the 

—— Deepfreeze 
reezer Compartment that 
keeps ice cream hard. 
Separate freezer shelf 
holds 56 ice cubes in 
three handy trays! 
FROZEN STORAGE 
CAPACITY 
More than 50 pounds 


Deepfreeze 
HIGH HUMIDITY 
CRISPERS 


” Held over one-half bushel 
of fruit and vegetables! 


See Your Distributor—P.D.@. . Or Send Coupon for ALL the Facts?! 


For Details About the Greatest 
Applianee Franchise in °51! 


Your Deepfreeze franchise gives you a head start for 
greater appliance profits in ’51 ! Have your Deepfreeze 
distributor explain it in detail...find out what 
Deepfreeze will do this year to help you sell. You can 
share in the Deepfreeze profits from the very start. 
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Deepirecze .. 


Practical on the Inside, 


Beautiful on the Outside! 


The jewel-like name plate, the bright 


chrome finished latch, the embossed swirl 
and flowing lines highlight the beautiful 
classic design. Deepfreeze-is a gem in 


the kitchen—a masterpiece of refriger- 


ation engineering. 


IN °S1—GO BUY THE NAME— 


Deeptreeze 


4 


Deepfreeze 
FROZEN STORAGE 
DRAWER 


insulated full-width 
drawer below Freezer 
Compartment provides 


extra storage for pack- “ 
aged frozen foods and 


quick-chilling salads, 
desserts, etc. 


Deepfreeze 
10-POINT 
COLD CONTROL 
Eliminates guesswork, 
permits easy selection of 
desired temperature! 


bad ’ ‘aia “: 
en §6gallon bottles. Anodized 
~ gluminum shelves with 


Deepfreeze Appliance Division 
Motor Products Corporation, North Chicago, Illinois 

Gentlemen: I’m interested in the greatest appliance fran- 
chise for 51! Please give me the complete story—P.D.Q. 


Aame. 


Deepfreeze 
ADJUSTABLE SHELVES 


» Conveniently provide 


maximum storage for 
bulky os well as small 
items. Space for tall 
qvuert, half gallon and 


gold finished trim are 
easy to clean. 


Deepfreeze 

OPERATING 

WARRANTY 
Five-year protection plan 


b offers one-yeor warranty 


on refrigerator, additional 
four years on sealed-in 
mechanism! 





Sheet. 





City 


Ty 
pone_. 


| 
| 
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Margin-Type Ceilings 
Initiated by OPS 


@ As THIS issue goes to press, the 
expected regulation of the Office 
of Price Stabilization setting up 
margin-type ceilings on house- 
hold appliances and similar pro- 
ducts has not yet been issued. 

The first such regulation of this 
kind was issued February 27 
and covers a wide range of items, 
principally those sold by depart- 
ment stores. Affected by the 
regulation are such items as 
men’s, women’s, and children’s 
clothing, footwear, drygoods and 
household textiles, furniture, and 
rugs. 

The order was the first of sev- 
eral steps contemplated by OPS 
to substitute fairer and more ef- 
fective price control for the 
“stop-gap” general freeze order 
of January 26. 

Under the margin rule, retail- 
ers who handle the items cover- 
ed by the regulation are required 
to make up a pricing chart show- 
ing what the goods. sold for on 
February 24, 1951, what was paid 
for the goods, and therefore what 
the margin is between cost and 
selling price. The pricing-chart 
method allows each retailer to 
use margins based on his own 
previous experience, subject to 
checks added by the regulation 
designed to bring margins in line 
with those used by the retailer in 
the year before the Korean war. 

Retailers must have begun to 
use the charts not later than 
April 30, but have until July 1 
in which to mark their goods 
with selling prices. After July 
1, a retailer may not sell any 
article covered by the regulation 
unless it is marked or tagged 
with the selling price in a man- 
ner plainly visible to, and under- 
standable by, the retailer’s cus- 
tomers. 

Known as Ceiling Price Regu- 
lation No. 7, this basic regula- 
tion may set the pattern for fu- 
ture amendments that will list 
categories of merchandise han- 
dled by electrical appliance deal- 
ers. CPR 7, itself, includes a few 
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items sold by appliance dealers 
such as electric blankets, kitchen 
and utility cabinets, lamps and 
lamp shades, and household fur- 
niture. However, retailers whose 
annual sales of the items covered 
by this regulation are less than 
$20,000 have the option of re- 
maining under the general order. 


Cost-of-Living Raises 
Permitted by ESA 


@ A FURTHER thawing of the 
wage freeze, designed to clear 
away disparities between in- 
_creases in wages and salaries and 
the increase in the cost of living 
since January 15, 1950, has been 
provided for in General Wage 
Regulation 6, issued by the Eco- 
nomic Stabilization Agency. 

The new regulation allows 
wage and salary levels in an “ap- 
propriate employee unit” to be 
raised if general increases since 
January 15, 1950, have been less 
than 10 per cent. Where general 
raises have been less than 10 per 
cent, employers may grant addi- 
tional increases up to but not in 
excess of the difference between 
such past increases and the per- 
missible 10 per cent. 

An “appropriate employee 
unit” for the measurement of 
changes in wage levels is defined 
in the order as a group composed 
of all employees in a bargaining 


unit, in a plant, or other estab- 
lishment, or in a department, etc. 
However, salaried employees in 
such groups must be treated sep- 
arately. In addition, employees 
in such groups qualified as ex- 
ecutive, administrative, profes- 
sional or outside sales personnel 
must also be treated separately. 

An appliance dealer, for ex- 
ample, might divide his person- 
nel into the following employee 
units for the purpose of applying 
this regulation: salaried employ- 
ees and floor salesmen, outside 
salesmen, administrative employ- 
ees, and servicemen. The regu- 
lation does not provide for a 
blanket increase of all units. In- 
stead, only those units whose 
wage or salary levels have not 
been increased a full 10 per cent 
during the base period may be 
further raised. 

In determining prior increases 
that may have been granted dur- 
ing the base period, wage and 
salary levels should be calculated 
to include time and _ incentive 
earnings, commission rates, and 
actual or prorated sums of any 
bonuses paid. 

For the purpose of calculating 
prior increases in wage and sal- 
ary levels, general increases are 
defined as those increases which 
raised straight time earnings by 
1 per cent or more in the appro- 
priate employee unit. In calcu- 
lating prior raises, an important 





Retail 


RETAIL RADIO. HOUSEHOLD APPLIANCE DEALERS 


MILLIONS OF DOLLARS 


Estimated Total Sales 
MILLIONS OF DOLLARS 





Sales 


Sales of retail radio 


MONTHLY AVERAGE 


600 





and appliance dealers 
were estimated at 307 
million dollars during 
January, 1951, by the 
U. S. Office of Business 
Economics, a_ decline 
of 51 million dollars 
from December, 1950, 
sales. The January, 
1951, sales were 95 
million dollars more 
than sales reported in 
January, 1950. 
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MORE THAN 
25,000,000 APPLIANCES 
THROUGH 30 YEARS 


It is a record in which hundreds of distribu- 
tors and many thousands of dealers have had 
a part. We gratefully acknowledge their help- 
ful cooperation and loyalty. The steady growth 
in sales and respect for Dominion Appliances 
tells its own story of quality. We pledge our 
active support to all policies which will help keep 
ATS ‘\ these appliances a line of “Family Fayorites”. 
YY \QnNIVUany Available through reputable distetbualare 
‘ across the nation. 


DOMINION ELECTRIC CORPORATION 
MANSFIELD, OHIO 
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point is that such general in- 
creases granted to a segment of 
employees does not include in- 
dividual merit*increases, length- 
of-service increases, and so forth, 
provided for in Regulation 5. 

While such cost-of-living in- 
creases may be granted without 
prior approval of the Wage Sta- 
bilization Board, appropriate 
written reports must be filed 
with the nearest office of the 
Wage and Hour Division of the 
Department of Labor within 10 
days after such increases are 
made effective. 


Downward Trend in 
Appliance Production 


@ GIvING FirsT signs of a devel- 
oping downward trend in produc- 
‘tion caused by Washington-im- 
posed limitations in the use of 
metals and materials, average 
factory sales of standard - size 
household vacuum cleaners in 
the first two months of 1951 
showed a decrease of 3.5 per cent 
from the average for the final 
quarter of 1950, amounting to 
284,741 units compared to 295,- 
170 units, according to industry- 
wide figures announced by C. G. 
Frantz, executive secretary-treas- 
urer of the Vacuum Cleaner 
Manufacturers’ Association. 

Factory sales of standard-size 
household washers in the first two 
months of 1951 averaged 331,210 
units, a contra-seasonal drop of 
16.6 per cent from the 397,026-unit 
average reported for the final 
three months of last year. 


NEMA Promotions 
Continued in 1951 


@ THe Masor Appuiiance Divi- 
sion of the National Electrical 
Manufacturers Association en- 
dorsed unanimously the con- 
tinuation of the educational and 
promotional activities of this di- 
vision for 1951. B. C. Neece, 
chairman of the Major Appliance 
Division of NEMA, and _ vice- 
president of Landers, Frary & 
Clark, said that while all mem- 
ber companies of the Major Ap- 
pliance Division of NEMA will 
be faced with production cut- 
backs, due to shortages of steel 
and other,essential material, the 
need for consumer education on 
the most effective use of such ap- 
pliances becomes even more im- 
portant in our semi-war economy. 


The Farm and Home Freezer 
Section is concentrating its pro- 
motional efforts in the education- 
al field, addressing its campaigns 
to home economists, home eco- 
nomics teachers, and school man- 
agement officials. It features a 
new home freezer manual based 
upon research from authoritative 
sources and written by one of 
the country’s leading home eco- 
nomists. Comprehensive, fully 
illustrated and covering the sub- 
ject of home freezing complete- 
ly and thoroughly, it lays out a 
complete program of home freez- 
er instruction for home econom- 
lists, working both with students 
and with adult educational pro- 
grams. 

The Electric Range Section’s 
program is directed not only to 
the home economists but, also, 
to architects and builders and to 
electric appliance dealers, said 
;Mr. Neece. 

The Electric Water Heater Sec- 
tion’s program is directed to 
architects and builders, electric 
appliance dealers, and in addi- 
tion, to plumbing and heating 
contractors. 


TV Industry Opposes 
Higher Excise Tax 


@ AppeaRING before the House 
Ways and Means Committee re- 
cently, Robert C. Sprague, presi- 
dent of the Radio-Television 
Manufacturers Association, and 
president of the Sprague Electric 
Co., testified that the proposed 
Treasury excise tax of 25 per 
cent on radio and television sets 
would curtail sales approximate- 
ly 40 per cent and would impose 
unfair price increases upon the 
lower-income group in the coun- 
try. 

Corroborating Mr. Sprague’s 
testimony to the committee, Mort 
Farr, a_ radio-television dealer 
from Upper. Darby, Pa., and 
president of the National Appli- 
ance and Radio Dealers Associa- 
tion, testified that dealers could 
ill-afford additional excise taxes 
on sets. 


“The proposed tax will only 
tend to make people buy smaller 
and less expensive sets, and few- 
er sets, and may result in less 
revenue than the present 10 per 
cent tax,” he said. “The income 
tax of manufacturers, distribu- 
tors, and dealers will be much 
larger, and the other segments of 
the industry, the broadcasters 


and the entertainers, will pay 
much more in taxes if they are not 
hampered by this proposal.” 


Priority Rating for 
Maintenance Supplies 


@ Unper the MRO (Mainte- 
nance, repair, operating supplies) 
program provided in NPA Regu- 
lation 4, issued on February 27, 
“all establishments in the United 
States—warehouses, factories, re- 
tail and wholesale stores, service 
shops, farms, hospitals, schools, 
libraries, churches, Federal, State, 
and local governmental agencies 
—may, when necessary use a p-i- 
ority rating to procure equipment 
and supplies for maintenance, re- 
pair, and operation of their pres- 
ent facilities.” 

The regulation permits applica- 
tion of the rating DO-97 without 
individual authorization by NPA. 
It is equal to all other DO ratings 
and is fully extendible. However, 
“materials or products sold by a 
distributor thereof for use as 
MRO shall not be deemed MRO 
as to such distributor—but, when 
he receives rated orders for them, 
he may extend the rating to get 
them.” In other words, a dealer 
may not originate a DO-97 rating 
except on an order for MRO sup- 
plies for maintenance of his own 
building or other facilities. Or 
where delivery has been made on 
rated orders he may extend the 
rating to replace the material in 
his inventory; except that “no 
rating may be used for any in- 
ventory replacement which 
would result in more than a prac- 
ticable minimum working inven- 
tory as defined in Regulation 1.” 

To use the rating, one merely 
writes on the order, or on a piece 
of paper attached to it, these 
words: “DO-97, Certified Under 
NPA Regulation 4,” and then 
signs his name. But there is a 
limitation. In general, a person, 
business, or institution may ob- 
tain MRO supplies only in the 
same dollar amount as were 
spent for such supplies in 1950. 
A quarterly quota must be estab- 
lished, of one-fourth the amount 
spent for MRO in the calendar 
year 1950 or in fiscal year ending 
nearest to Dec. 31, 1950; or a per- 
son may elect to operate on the 
basis of a seasonal quota—the 
same amount spent for MRO in 
the corresponding quarter of 
1950. 

No one is required to use an 

(Continued on page 109) 
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” ake money tor you, 


= MORE THAN 
TO FIT EVER 
EVERY HOME 

CONSUMERS 
a DEMAND 
TO INSTALL LONGER- 

LASTING 

Te) 


QUIET R, f 


— QUALITY! 





CERTIFIED 
RATINGS 


Sell the fan ¢h@ consumers demand—éell REED! Sales are made 


more easy for*ypu through the fact that REED long-lastin al 
ity has beén veh through the years-—And,-as bo kde The. 
lasting quali is what the consumers wantJ...—--tostay More 
than Ever <&  —— — ——air 7 

To make’ les more easy fdr you (more profits in the long 
run) REED fams sell themselves’ by reason of their good looks, 
powerful aif Uelivery, quietness . . . and trouble-free service. 

REED Quality, like the REED trademark, is known and 
trusted by the consumer. Sell REED quality and make more 
money for yourself. 


Dealerships open in certain localities. Extensive advertising 
cooperation. 


1 New Orleans 8, Lo. 
Please send me catalogs, prices 


1001 ST. CHARLES ST., and other information about 


| REED UNIT-FANS, INC. 

' Department N 

: 1001 St. Charles Ave. 
Reed. REED UNIT-FANS, Inc. 


Reed Fans. 


Nome 


Address 


NEW ORLEANS 8, LA. 
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KITCHEN PLANNING 


ss 


Customer appeal in 
“‘single-invoice”’ kitchens 


Maintain sales volume through the 


extras involved in complete kitchen remodeling 


@ AN EXCELLENT future is in 
store for the electrical contrac- 
tor-dealer in the sale and instal- 
lation of complete electric kitch- 
ens, as dramatically illustrated 
by the experience of Wilson Elec- 
tric Company of Nashville, Tenn. 
—where alert contractor William 
L. Wilson sold $100,000 worth in 
1949 and $150,000 more in 1950. 

While the 20-year-old electri- 
cal contracting firm handles 
many major lighting, power, and 
wiring installations in Tennessee, 
model kitchens have definitely 
become big business at Wilson 
Electric. Sales have become so 
heavy that a crew of seven elec- 
tricians and helpers is required 
to handle the volume, and the 
original Wilson headquarters has 
been replaced with one of the 
southern industry’s most hand- 
some display buildings—primar- 
ily to provide adequate display 
space for electric kitchens. 

The showroom is a modernistic 
brick building on one of Nash- 
ville’s most heavily traveled 
boulevards, with two huge plate- 
glass windows, each of which 
shows a complete model kitchen, 
ready for operation. Stainless- 
steel silhouette letters, over a gay 
metal marquee, spel] out the 


by Robert A. Latimer 


company name, with neon light- 
ing behind, to insure that “Wil- 
son” and “new kitchen” are 
synonymous in the minds of 
thousands of Nashville residents. 

Large weekly newspaper dis- 
play ads tell the story of Wilson 
Electric in remodeling and new 
kitchen installation, with a re- 
peated invitation to visit “Open 
House Today,” when Wilson dem- 
onstrators will be on hand in the 


showroom to put each model 
kitchen through its paces. Every 
ad plays up the individuality of 
Wilson - designed kitchens, the 
many famous brands of appli- 
ances, cabinets, and other facili- 
ties, colors available, and the 
low-cost financing which put 
kitchen magnificence within the 
reach of every homeowner. Every 
open house fills up the show- 
room and creates prospects. 


The showroom of Wilson Electric Co., Nashville, Tenn., is & ‘modernistic 

brick building with two huge plate-glass windows, each of which shows a 

complete model kitchen, ready for operation. Neon lighting silhouettes 
the stainless-steel letters which spell out the company name. 
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Back of Wilson Electric’s su- 
premacy in the Tennessee kitchen 
modernization field is a story of 
aggressive merchandising based 
on more than 15 years of experi- 
ence—when Mr. Wilson was in- 
stalling kitchens for appliance 
dealers, furniture stores, and 
other outlets on a mere labor 
basis. Just before World War 
II he had made up his mind to 
enter the field himself. 
The war, of course, put a crimp 
in such plans, but as soon as 
1946 arrived, with plenty of ap- 
pliances, metal cabinets, and oth- 
er equipment available, Wilson 
Electric embarked on an aggres- 7 
sive kitchen merchandising pro- , om . a 
gram which has never faltered. Dm > > <a aati 
“We’ve simply decided that > <i. ie 
there was little sense in instal- 
ling kitchens sold by someone 
else, when the sale was logically 
in our own field,” Mr. Wilson 
said. “Years of electrical serv- 
ice to the community have built 
public confidence, and we were 
sure that our name would attract 
the careful customer. As it turn- 
ed out, that’s exactly what was 
accomplished.” 


How Kitchens are Planned 





The Nashville contractor-deal- 
er now has three full-size model 
kitchens in full operation at all 
times, a full-time woman demon- 
strator on the crew to help with 
sales and make good-will call- 
backs, a staff of three trained 
specialty salesmen, and contracts 
maintained with half a dozen sub- 
contractors for plumbing, paint- 
ing, etc. 

Prospects are obtained through 
the newspaper program, through 
regular use of radio spot an- 
nouncements, word-of-mouth en- 
dorsement by enthusiastic own- 
ers, and drop-in prospects at- 
tracted by the colorful open 
house program. 


TOP — This is one of Wilson's 
two window-display kitchens. 
CENTER — This is the second of 
the two window-display kitchens. 
Note the oven-grille, a feature of 
Wilson kitchens, installed in the 
right wall. 

BOTTOM — Wilson's third model 
kitchen is located inside the show- 
room behind a partition. 
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TOP — A breakfast bar is a “must” in Wilson’s more expensive kitchen 
installations. BOTTOM — Revolving shelves in the corner cabinet and a 
built-in garbage disposer are also features of Wilson-designed kitchens. 


Equally important, Mr. Wilson 
eagerly follows up Dodge reports 
of new home construction, either 
by telephone, letter, or personal 
call. These leads amount to as 
many as a dozen contacts per 
day. Followups are carried out 
by the three salesmen, all of 
whom Mr. Wilson trained him- 
self. They are paid at the rate 
of 6 per cent commission on 
every kitchen sale, plus a draw- 
ing account. 


9 


Prospects who show active in- 
terest are treated to a whirl-wind 
program of consultations, de- 
signs, and approvals before the 
installation begins. One of the 
strongest assets of the company, 
the contractor believes, is the 
fact that all three of his salesmen 
are able to estimate accurately 
all costs of remodeling an old 
kitchen, and to sketch out effec- 
tively a presentation of what the 
new kitchen will look like. It 


required a year or more of train- 
ing for each man, which has paid 
off handsomely, to set up the 
sketching program. 

Every prospective kitchen is 
thoroughly laid out, both on ele- 
vation sheets to be followed by 
the installation crew, and in col- 
or for the benefit of the house- 
wife. Extra copies, to be used 
on the job, are likewise provided 
for subcontractors. The entire 
set is bound in an attractive fold- 
er, and handed over to the house- 
wife in the Wilson showroom. 

Used for the sketch-work is an 
8-foot drawing board, mounted 
in the office, complete with draw- 
ing equipment, a powerful light, 
and stools to accommodate both 
the salesman and customer. 

“A lot of housewives enjoy 
sitting down and working out 
the kitchen in detail with the 
salesman,” Mr. Wilson added, 
“even though this may require a 
matter of hours. The important 
thing is that every man is able to 
handle every aspect of the sale, a 

(Continued on page 110) 


Featuring THERMADOR 
| 


ranges and ovens 
“Custom -tailorad.” FEATURES 
FOR THE PRICE OF A “READY- 
MADE” KITCHEN 


A BEAUTYCRAPT. CUSTOM kitchen with 
new Thermedor Bi\t-in renge snd oven (ives you 


eamlne besuty and efficreney 
colors evasleble ‘tive pastels and 
te) will blend with the decursting scheme 
thoice. REAUTYCRAPT eon match 
wt your room, and your budget 
to 3 yearn fo tay 


Wilson Electric Co. 


Weekly newspaper ads tell Wilson’s 

story of remodeling and new kit- 

chen installation. Each ad plays 

up individual designing, famous 

brands and many colors available, 
and financing. 
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How to answer questions on attic fans 


@ THE OPERATION of attic fans is 
old stuff to most salesmen. But 
do they have answers at their fin- 
ger tips for all of the questions 
that prospects may ask—answers 
that the prospects can readily un- 
derstand? 

Here is a summary of the ques- 
tions most frequently asked, to- 
gether with carefully worded an- 
swers that will give prospects the 
necessary information without a 
lot of unneeded technical jargon. 

1. How does attic ventilation 
make you cool? 

By reducing excessive attic 
temperatures, cooling the physical 
structure of the house, and cool- 
ing skin surfaces by accelerating 
the rate of moisture evaporation, 
which is nature’s method of in- 
creasing comfort in hot weather. 


2. How much will it lower the 
temperature? 

Several degrees, depending up- 
on the outside temperature drop. 
But the effective temperature or 
degree of comfort felt will be 
greater than is indicated by the 
thermometer. 


3. Why is the fan installed in 
the attic? 

By placing equipment in the 
attic, every cubic foot of air is 
made to do double duty. Heat is 
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drawn out of the rooms below 
and then forced out of the attic. 


4. Will the attic fan be too 
noisy? 

There is practically no noise if 
fans are properly installed. The 
equipment makes a low humming, 
swishing sound, not unlike the 
breeze blowing outside. 


5. Can the fan be installed in 
the basement? 

The basement installation is 
satisfactory. A large fan is usual- 
ly necessary, but there are some 
advantages, such as quieter op- 
eration and a drier basement re- 
sulting from the large volume of 
air being discharged through this 
space. 

6. Does the fan need any atten- 
tion? 

The fan and motor should be 
checked once each year. Adjust 
fan belt and apply a small amount 
of grease for flexibility. The mo- 
tor will need grease every 5,000 
hours, while the fan bearing 
should be greased every other sea- 
son. 

7. Why do the grille and ex- 
haust openings have to be so 
large? 

To keep air velocities low 
enough to reduce air noise and 
resistance to the fan. 


8. What is a fuse link? 

The fuse link is a safety device 
which breaks or fuses when the 
air temperature reaches the dan- 
gerous point, thereby allowing the 
trap door or shutter to close in- 
stantly. This device eliminates 
the draft effect at the ceiling 
opening. 

9. What is a thermal overload 
switch? 

A patented bi-metallic switch 
which automatically cuts off the 
motor when it becomes overheat- 
ed from any cause. It protects 
the motor in case of fire, over- 
load, or short, and resets itself 
when the motor cools off. If the 
motor switches off or on repeated- 
ly, an electrician should be called 


10. Should I run the fan in the 
daytime? 

Yes. On cloudy, sultry days to 
produce air movement through 
the house. 


11. Are the windows kept open 
or closed? 

Open at night or during the 
time the fan is running. It is a 
good practice to close most of the 
windows during the day to shut 
out the daytime heat, being care- 
ful to pull shades on the sunny 
side of the house. 

(Continued on page 109) 








SERVICE 


Net profits under this unusual system belong to the service men 


Make service a sales tool 


@ THE BEST way to make a serv- 
ice department pay is to give 
away the profits! 

At Martha Jane’s Melody Lane 
in New Orleans, the year-and-a- 
half-old service department that 


By David Markstein 


started with a single shop man 
now has two fulltimers and re- 
quires two service trucks. It’s 


" still expanding. 


The service department of this 
radio and television store amass- 


es very worth-while profits. Un- 
der the unique system instituted 
by manager Reggie Bresette, 
these profits do not go to the 
store. Instead, the entire net be- 
longs to the service men 

Why give away the profits? 
“To make money,” answers Mr. 
Bresette. And how does such a 
system result in added profits for 
the store, in extra sales opportu- 
nities, and in a system that is 
planned to build up a goodly cus- 
tomer-following during any peri- 
od of shortages, so that there will 
be hundreds, perhaps thousands, 
of sales opportunities later on? 

To understand that, it’s neces- 
sary to first look at the plan in 
detail. Melody Lane is an ap- 
pliance outlet specializing, as its 
name implies, in radio and TV 
sets and in records and record 
players. It’s located at a busy 
uptown traffic corner in the same 
row of buildings that houses one 
of the world’s largest food super- 
markets—a surefire traffic puller. 

Since its start, Martha Jane’s 
Melody Lane has borne down 
heavily upon customer service. 
“As we look at repair and service 
work, it is not primarily a means 


TOP — Speed is the keynote of 
Melody Lane service. First, the 
customer leaves a radio to be re- 
paired. BOTTOM — “Look it over, 
will you?” says Reggie Bresette, 
store manager, to George E. Mul- 
ler, service technician. “The cus- 
tomer wants it by tomorrow.” 
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TOP — The initial check is made 
to see what’s wrong. Before seven 
minutes have gone by since the 
customer left the radio, the trouble 
has been spotted. CENTER — A 
quick check in the service reference 
library tells what parts are needed. 
BOTTOM — Melody Lane’s serv- 
ice trucks make quick home deliv- 
eries possible. One service man is 
always out of the store, and the 
other in, The trucks are equipped 
so that minor repairs can be made 
in customers’ homes. 


for making direct profits, but 
rather an indirect selling tool to 
open profit possibilities at the sell- 
ing end,” says Mr. Bresette, who 
does not expect to be harassed in 
any foreseeable future with short- 
ages that will curtail his sales set- 
up unduly—but who will use 
service, if such a situation does 
develop, as a means for lining up 
a loyal ‘following for the post- 
shortages period. 





Service Plan 


“In our service plan, we furn- 
ish the space and have bought 
most of the expensive tools and 
machinery. However, the store 
finances the advertising of serv- 
ice work—not the service depart- 
ment—since we regard it as a cus- 
tomer appeal gimmick of the first 
importance. Service sales mess- 
ages appear in all of our adver- 
tisements that run in newspapers, 
are read over the radio, or are 
seen and heard on television,” Mr. 
Bresette notes. 

“The service men work for us, 
but we do not pay them a cent 
of salary, or commission either. 
Nor do we buy any parts or mate- 
rials they need to repair radios, 
TV sets, or record players. The 
cost of materials comes right out 
of the service men’s own pockets. 
Since we made the initial invest- 
ment and provided working space 
in the back of the Melody Lane 
store, we have made only small, 
systematic contributions in the 
form of advertising. And we do 
not look on this as a contribution 
by any means. Rather, the money 
is a sales-building investment for 
the store. 

“What's the angle for the serv- 
ice men if they are paid neither 
salary nor commission? The in- 

(Continued on page 110) 
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SALES PROMOTION 


Promotions 


How a small-town dealer can eliminate 


indifference to and by customers 


@ Harpy A STONE has been left 
unturned in developing success- 
ful selling ideas at Davis Furni- 
ture Market, Buchanan, Ga. In a 
town of 500 population, this home 
furnishing store sold 217 major 
appliances during their fiscal year 
ending in July, 1950. Last year 
they sold more than 70 television 
sets. 

In December, when the owner, 
Foster Davis, became district 
manager for North Georgia for a 
large appliance manufacturer, his 
wife Mildred took over active 
management of the store, and pro- 
motions continued at full steam. 

One novel promotional idea, 
providing fun for all concerned, 
involves Satin and Thunder, 
Shetland ponies from the Davis 
farm. Each Sunday afternoon, 
when the weather is mild, chil- 
dren are allowed to ride the 
ponies free of charge in a lot be- 
hind the store. Two of the Davis 
boys, ages eight and nine, take 
charge. The ponies attract young- 
sters and grownups alike from 
the town square one block away. 
Besides, says Mr. Davis, the chil- 
dren become ardent boosters for 
the store and put pressure on 
their parents to buy there. 

In the appliance corner of the 
spacious store building is a bulle- 
tin board on which are posted the 
names of appliance buyers. The 
idea originated with the Davises. 
Often when Mrs. Smith sees that 
Mrs. Jones has bought an elec- 
tric range, she concludes it must 
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Foster Davis 


Davis Furniture Market 
Buchanan, Ga. 


be a good buy. One man who saw 
the board, and learned from Mr. 
Davis that a neighbor had bought 
a television set with a 16-inch 
screen, decided he wanted one 
with a 19-inch screen. Mrs. Davis 
says people often look at the 
board to find their own names. 
She says she plans to use plastic 
nameplates to make the board 
more attractive. 

A liberal trade-in policy has 
aided business. The Davises speak 
with some amusement of the va- 
riety of objects taken in on the 
purchase of appliances—a calf 
for a washing machine, a load of 
hay for a refrigerator, 200 bushels 
of corn for a television set, etc. 
Barbed wire, fenceposts, and cot- 
tonseed have also figured in 


will retain 


trades. The Davises take trade- 
ins at market prices and either re- 
sell or use them on their 435 acre 
farm. In 1949, there were many 
pigs taken in on trades; in 1950 
it was mostly cows. The Davises 
like to trade and so do the farm- 
ers. 

Used appliances occupy a sec- 
tion of the store. After necessary 
repairs, clean-ups, or adjustments, 
these usually sell at better than 
the regular mark-up. The Davis 
slogan, used in ads and on the 
store front is: “A good deal de- 
pends on the dealer.” 

Occasionally, to move shop- 
worn or slightly damaged applian- 
ces, the firm advertises a cash 
sale. With the approval of the 
manufacturer, they offer slight 
discounts and thus are able to 
move slow-turning appliances. 
During November, 70 per cent of 


Satin and Thunder, Shetland 
ponies owned by the Davises, are 
available each Saturday afternoon 
in a lot behind the store for child- 
ren to ride free of charge. 
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by Lawrence H. Bugg 


your customers 


the Davis’ sales were for cash 

The Davises are heavy adver- 
tisers, using principally the Haral- 
son County Tribune and the Bre- 
men Gateway, both weeklies. 
Large display ads in the classified 
sections have moved floor samples 
effectively, says Mr. Davis. A 
telegram to the manufacturer, re- 
counting success in selling appli- 
ances, appeared in an ad and eli- 


cited favorable comments. 
A circular letter goes out occa- 


A bulletin board in the corner of the store lists Davis appliamee 
customers, and contains catalog sheets showing new models. 
People often look at the board to see how many of their 


sionally from the store. The Da- 
vises may have a request for a 
used piano and the letter invites 
anyone having a piano to come in 








The Davises are heavy advertisers, 
in newspapers and with circular 
letters. 
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and trade it for a new appliance. 

On a summer day, in co-opera- 
tion with the Chamber of Com- 
merce, Buchanan held a monthly 
“Swappers’ Day” on the town 
square. People came in with a 
pig or cow or whatever they 
wanted to swap, and some of the 
merchandise was sold at an auc- 
tion. One day the Davis firm auc- 
tioned off and delivered a new 
refrigerator at only $7 under the 
list price. The same day floor 
traffic in the store accounted for 
sales of a range, a television set, 
and a water heater. 

This home furnishings store 
does not dispense with outside 
selling. Door-to-door solicitation 
often is done at night, when the 
families are at home. Washing 
machines and radios are some- 
times loaded onto trucks to be 
taken out and sold. However, it 
is not wise, says Mr. Davis, to 


friends are listed. 


load refrigerators or ranges in this 
way because people fear the ap- 
pliances will be damaged or the 
appearance marred. Salesmen re- 
ceive a straight salary, with an 
occasional quota and bonus sys- 
tem serving to stimulate efforts. 

Customers who buy “on time” 
and pay their accounts in full re- 
ceive a gift such as a small red 
rocker (if they have children), or 
a two-slice toaster. They receive 
a gift whether their account is for 
$50 or $500. 

“Our customers are good credit 
risks,” says Mr. Davis. “People 
will pay for appliances. In the last 
two and a half years we have had 
only two repossessions.” 

Servicing appliances has not 
been much of a problem, accord- 
ing to Mr. Davis. A local electri- 
cian has a contract for installing 
and servicing television sets for 

(Continued on page 110) 
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AN ES INDUSTRY REPORT | 


TV selling 


in today’s market 


@ A survey of television dealers 
brings reports that a real selling 
problem exists in many areas. 
Despite the threat of future pro- 
duction decreases, current pro- 
duction has risen sharply, and 
many manufacturers have an- 
nounced price reductions. 

The initial impact of Regulation 
W requiring a 25 per cent down 
payment is over, but the effect of 
the regulation has remained un- 
changed: it has greatly reduced 
sales potential because the re- 
quired down payments of $75 and 
$100 discourage many would-be 
purchasers. The great majority 
of TV purchasers have come from 
middle and lower income classes 
rather than from the upper 
brackets, and the size of the down 
payment is not a neglible item to 
these purchasers. 


Obsolescence Feared 


Adding to the TV dealer’s prob- 
lem is the recent announcement 
of the Federal Communication 
Commission that it is considering 
a plan that would make possible 
65 to 70 new channels for TV 
broadcasting on the ultra high 
frequency portion of the spec- 
trum, now used only for experi- 
mental purposes. The plan would 
clear the way for the eventual op- 
eration of some 2,000 television 
stations across the country. 

The long range effect of such a 
plan would be particularly benefi- 
cial as it would open a vast new 
TV field, but the immediate re- 
sults may be detrimental to the 
interests of TV dealers as the TV 
sets now available would have to 
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be equipped with converters to 
receive the ultra high frequency 
broadcasts. Since customers will 
not want to buy sets that are like- 
ly to become obsolete, the FCC 
plan could have a further adverse 
effect on sales if it should be giv- 
en_ much publicity in general 
news publications. 

If the situation appears a little 
unglamorous to the average deal- 
er, it is not entirely without hope. 
Dealers who have given the situa- 
tion careful study have come up 
with a sales plan especially suited 
to the current situation. This sales 
plan involves selling new, big 
screen TV to the thousands of TV 
fans who own 7, 10, or 12 inch 
TV sets—the so-called “keyhole” 
sets. 

The advantages of concentrat- 
ing on this market are numerous: 
the prospects have already ex- 
perienced the pleasures of TV; 
they are particularly susceptible 
to home demonstrations or trials 
that permit the comparison of the 
large improved picture with small 
screen of the older set; the pros- 
pect can be offered a_ trade-in 
value on his old set which, while 
it will not reduce the down pay- 
ment by the entire amount of the 
trade-in, will reduce the total 
amount to be collected, thus re- 
ducing the down payment to some 
extent and the monthly payments; 
and the “keyhole” sets traded in 
can be serviced and offered to 
those prospects who are not in a 
position to make the down pay- 
ment on a new TV set. 

Some dealers have endeavored 
to meet the objection of the large 


down payment by accepting 
monthly payments on a lay-a-way 
plan until the down payment has 
been accumulated. While this has 
been useful in creating sales to 
prospects who cannot meet the 
down payment requirement, there 
is the objection that the customer 
has nothing to show for his money 
until the down payment is paid 
in. With used TV sets received 
as trade-ins, the dealer can offer 
these to his prospects at prices 
ranging from $50 to $150 and re- 
quiring only $15 to $40 in down 
payments. 

When a used TV set purchased 
in this way is paid for, the owner 
becomes a prospect for a new big- 
screen TV set, and the used set 
can be put back into circulation 
again if it still possesses use- 
value. The plan is practical be- 
cause the average age of TV sets 
is very low and the small screen 
sets still have a useful life ahead. 

While this sales plan is practical 
now, it will become much more 
attractive if the TV industry is 
successful in its appeal to the 
Federal Reserve Board for modi- 
fication of Regulation W to per- 
mit TV set trade-ins to be applied 
against the 25 per cent down pay- 
ment on radio and television re- 
ceiver sales. 

TV Trade-Ins Studied 


The TV industry is encouraged 
by the fact that the FRB staff has 
taken the subject under advise- 
ment and has asked for statistical 
data on sales involving trade-ins, 
customary practice as to allow- 
ances for trade-ins, approximate 
resale prices, and related data. 

Should the FRB approve this 
modification, trade-in value of 
many of the “keyhole” sets will 
approximate a down payment on 
a modern big screen set. 

Many dealers plan to use cou- 
pons in their advertisements that 
will offer a free appraisal on the 
prospect’s small-screen set. When 
the salesman calls to make such 
an appraisal, he can lower sales 
resistance tremendously by leav- 
ing a new model TV set on trial 
at the same time. Few prospects 
will be able to resist the appeal 
resulting from a_ side-by-side 
demonstration of a modern new 
big-screen TV set in comparison 
with their own “keyhole” model. 
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SPECIALTY SELLING 


How to sell 
eleetrical housewares 


by John Greenway 


“*“Emphasis on service, in-the-store demonstrations 


are indispensable to volume increase.” 


@ REGARDING THE merchandising 
of electrical housewares items as 
a strict specialty job, and gearing 
up a merchandising program to 
match, is the only practical means 
of increasing volume in this de- 
partment, according to Ralph H. 
Romine, electrical housewares 
buyer at Joske’s, Houston, Texas. 

The Joske store, winner of na- 
tional awards for major appliance 
volume, has applied the same 
carefully balanced techniques to 
electrical housewares merchan- 
dising. First, except for corollary 
displays of all appliances in con- 
nection with model kitchens, the 
two departments are completely 
separated. Electrical housewares 
appear on display units built 
specifically for their best appeal, 
with a sloping-shelf gondola, for 
example, displaying 20 models of 
irons, a bin-type fixture for varie- 
ties of toasters, wafflemakers, 
sandwich grills and coffeemakers, 
an active display pyramid table 
for mixers, etc. 

Every gondola is supplied with 
a convenient electrical outlet on 
each shelf for action demonstra- 
tions of samples, and the shape 
and layout of the fixture indi- 
cates immediately the houseware 
for which it was built. 

Next, all selling is handled by 
specialists plus two _ full-time 
saleswomen, ali of whom have 
been carefully trained, for elec- 
trical housewares merchandising. 

“Two sales people are not 
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enough,” Mr. Romine said. 
“Therefore, we regularly supple- 
ment the saleswomen on the floor 
by demonstrators who are sup- 
plied by manufacturers and dis- 
tributors, at our request. Seldom 
a week goes by that we do not 
present a factory-trained expert, 
who, of course, can pass along her 
skill and knowledge of the appli- 


ances to the regular sales staff.” 

This type of specialization is 
absolutely indispensable, Mr. Ro- 
mine is convinced. One of the 
most effective means of being 
sure that his electrical housewares 
sales people know their product 
thoroughly is to ask each to take 
home one of every appliance car- 

(Continued on page 112) 


Ralph H. Romine, left, electrical housewares buyer at Joske’s, Houston, 
Texas, maintains that letting a customer plug in an appliance and test it 
for herself carries a tremendous amount of weight toward closing the sale. 


97 





SALES INCENTIVES 


Give salesmen responsibility and novel contests to maintain their interest 


Keep selling fun for the salesmen 


by Knox Fuller 


@ No APPLIANCE retailer has the 
right to look for continued profits 
unless his salesmen are perfectly 
contented with their jobs, enjoy- 
ing every day of business life, and 
earning excellent compensation 
themselves, according to Robert 
Dowd, president of Dowd’s Radio 
& Electric Company, 4418 Con- 
necticut Ave., Washington, D. C. 

Dowd’s, with a 14-year record 
in the nation’s capitol, is one of 
the appliance industry’s most un- 
usual stores. The beautiful four- 
story building, on one of Wash- 
ington’s most heavily traveled 
northwest boulevards, constantly 
presents one interesting stunt aft- 
er another to draw appliance pros- 
pects. 

In addition, they carry no less 
than eight nationally known ap- 
pliance franchises, maintain a 28- 
man service organization, which 
not only guarantees all repairs 

Se ccreeeeeneanan E and maintenance on Dowd-sold 
es CLEAN UP appliances, but likewise offers 
:{ eg ——? with WASHER. lronee SALES speedy home appliance repair 

#. ror Vawwem © service to the entire city. 
Many unusual merchandising 
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dee barre? . j 
" onth - K cep gee sales Lt AN 
vélerman spooahei? 500004 ayer TOP — The entire sales force of 
Dowd’s Radio & Electric Co., 
Washington, D. C., has a separate 
air-conditioned conference room. 
Around the walls are favorite sales 
slogans. BOTTOM — A new con- 
test each month occupies sales- 
men’s minds. Charts show each 
man’s progress. 
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constant stream of neighborhood 
prospects, which President Dowd 
believes are the most valuable 
type of customer. 

Unlike many retailers, Robert 
Dowd credits the steady success 
and high volume figures achieved 
by his store to “keeping my sales- 
men happy.” Since the end of the 
last war, turnover of salesmen at 
the Dowd organization has been 
almost non-existent, and each 
man ranks among the highest-paid 
appliance specialtymen in the 
capitol city. This, however, is not 
mere chance, but rather the result 
of a well-planned program for 
salesmen contentment, which oc- 
cupies much of President Dowd’s 
daily working time. 

The store has a crew of four 
salesmen on the floor at all times, 
three outside salesmen, and sev- 
eral more who are located in the 
separate kitchen department, in 
the service departments, etc. 
There are actually only three out- 
side specialtymen of the canvass- 
ing variety, which Mr. Dowd feels 
is a sufficient number. 


“Salesman of the Month” 


Each month, each man has an 
opportunity to spot his photo- 
graph in a permanent frame, 
mounted on a wall outside the 
sales office, which is “Dowd’s top 
salesman of the month.” Doing 
so excellent a selling job that his 
picture appears in this frame 
means that the salesman earns an 
extra bonus, has exploited his 
own ability to the utmost, and has 
the store’s complete confidence. 

Mr. Dowd has many methods of 
keeping the salesmen happy. One 
is specialization. He has allowed 
each salesman to specialize in 
whatever type of appliance pro- 
motion he desires, over and above 
run-of-the-mill sales in response 
to advertising or customer call- 
ins. 

Thus, one salesman is a rural 
specialist and handles all pros- 
pecting in suburban and rural 
areas outside Washington. Pros- 
pects who are turned up in any of 
these areas are automatically 
turned over to this salesman, who, 
because of a farming background, 
enjoys dealing with the type of 
prospect involved. 

Another outside salesman is a 
student of practical home air con- 


ELECTRICAL SOUTH for APRIL, 1951 


ditioning, and thus, over his regu- 
lar sales work, gets the nod when- 
ever the subject of package air 
conditioning for the home comes 
up. 

The third, at his own choice, is a 
model laundry specialist, and has 
supervised the installation of hun- 
dreds of complete home laundries 
sold through the Dowd store. 

“All of these men picked their 
specialty fields themselves, know- 
ing that they excel in the type of 
selling represented, and receive 
full help from the store in every 
move they make,” Mr. Dowd said. 
“We find, as a result, that each 
man carries additional prestige, is 
actually being helped more by 
other sales personnel in the store, 
and can depend upon a better in- 
come through having an avenue 
on which to spend his skill.” 

Next, with trade-ins now rep- 
resented in about 65 per cent of 
all new refrigerator and new ap- 
pliance sales made by the store, 
Mr. Dowd has gotten a lot of co- 
operation and gratitude from his 


salesmen through making each 
his own boss, so far as trade-in 
dealings are concerned. To make 
each man a good horse trader, Mr 
Dowd has instituted a_ policy 
whereby all used refrigerators 
taken in trade on a new one re- 
main the property of the salesman 
concerned for 30 days. 

“Under this plan, the salesman 
may make any allowance he de- 
sires on the new box, and resell 
the box in his own right, for as 
much as he feels practicable,” Mr 
Dowd stated. “If his allowance 
figure is right, and he can sell the 
box for a larger amount, he earns 
an extra commission on the trans- 
action. If, on the other hand, he 
has allowed too much, and the 
box cannot move swiftly, he is 
likely to lose by the transaction, 
when the refrigerator is turned 
over to the store sales office. 

This, we have found, has prov- 
en an excellent governor on over- 
enthusiasm in trade-in dealings, 
and the salesmen actually are 

(Continued on page 113) 


This Florida firm has solved the trade-in problem 


by Allen Mason 


PROVIDING HOMEOWNERS with 
free advertising service when- 
ever a prospective purchaser of 
a new refrigerator asks for a 
trade-in allowance, has proved a 
simple and effective means of 
solving the trade-in problem for 
B. P. Scruggs, Inc., dealership at 
920 Grand Central Ave., in Tam- 
pa, Fla. 

Relatively new in the appliance 
field, and with few facilities 
available for storing, recondition- 
ing, and reselling of trade-in re- 
frigerators, the Scruggs company 
nevertheless has found that al- 
most 50 per cent of new refrig- 
erator sales involve a trade-in of 
some kind. The problem grew 
severe until Gary Ennis, head of 
the company, hit upon his plan. 

Under the system, as soon as a 
housewife asks for an allowance 
on her old refrigerator, Ennis or 
any of his salesmen tell her that 
the store will take care of the 
entire problem, by selling it di- 
rect from her home, writing all 
of the advertising, paying all of 
the advertising cost, and making 


the delivery, if necessary 

A salesman studies the refrig- 
erator, arrives at what he be- 
lieves is a fair selling price, and 
then writes an ad, which is run 
as part of Scruggs’ regular daily 
advertising in the classified sec- 
tion of the newspaper. All that 
it is necessary for the homeowner 
to do is to co-operate by exhibit- 
ing the used appliance to the 
prospective purchaser. 

“Since we have a long tourist 
season here, and many homes 
have been converted into smal! 
apartments to house tourists, we 
feel that there is an ample trade- 
in market for years to come,” 
Ennis said. “Thus, it is seldom 
more than two or three days be- 
fore the refrigerator is sold, and 
if the housewife wishes, we will 
use one of our trucks to deliver 
it to its new address, while bring- 
ing the new refrigerator around 

“We might possibly be losing 
a few dollars profit through sale 
of reconditioned, rebuilt boxes, 
but in the main, this has proven 
far more effective.” 








Developing satisfied users is 
always good business for an 
electrical appliance dealer. As 
major appliances become less 
plentiful and service facilities 
are taxed to capacity to keep 
older equipment in operation, 
customer training on use of 
appliances becomes of increas- 
ing importance. 

In the accompanying article 
which is the first of a series 
of four articles on the subject 
by a well-known appliance 
engineer, general pointers on 
use and caré of electrical 
equipment are presented 
which dealers can pass along 
to their customers. Salesmen, 
home economists, and service 
men should be familiar with 
these facts and trained to in- 
struct the users along these 
lines. 

The next three articles in 
the series will discuss pointers 
on the use of refrigerators, 
ranges, and home freezers. 


@ THE NEED for equipment serv- 
ice of some kind sooner or later 
confronts us all. Service depart- 
ment management at the various 
levels of factory, distributor, and 
retailer have long been aware that 
user satisfaction with a product 
is a most potent aid in future 
sales. Lacking anything quanti- 
tative in the way of figures to 
prove their point, service man- 
agers have been unable, in many 
cases, particularly at the retail 
level, to sell top management on 
the far-reaching value of good 
service. 

Of late, a number of good, 
sound user surveys have been 
made by marketing analysts. To 
select one item, these surveys in- 
dicate that 50 per cent or more of 
refrigerator sales of a given brand 
are a direct result of the good 
service obtained from prior year’s 
products of that same brand. 

The purchaser of the new re- 
frigerator was either a satisfied 
user or he or she had a relative or 
friend who was a satisfied user. 
Anything that can account for 50 
per cent of future business should 
be given the utmost consideration. 

The satisfied user does not just 
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FOLLOW-UP 


Developing satisfied users 


by Robert S. Geran 


Technical Manager, Kelvinator Division 
Nash-Kelvinator Corp. 


occur. He or she is the end prod- 
uct of a series of factors. 


1. In the beginning, the sales- 
man must direct the selection of 
the proper model consistent with 
the customer’s needs and ability 
to pay. 

2. The initial sales story must 
be free of impossible and untrue 
claims. 

3. The product delivery and in- 
stallation must be satisfactory to 
the customer. 

4. The customer or homemaker 
must know how to properly use 
the product and what to expect 
from it. 

5. Any service which may be- 
come necessary must be rendered 
promptly, efficiently, and cour- 
teously. 


An examination of these factors 
will show the manufacturer is 
rather far removed from these im- 
portant transactions. However, to 
the average user, the manufactur- 
er, since his name is on the prod- 
uct, is held responsible for all of 
the transactions. Legally, of 
course, the manufacturer’s liabil- 
ity is limited to the established 
terms of his warranty. In actual 
practice, he must aid far beyond 
that in all of these factors. 

Sales training programs by the 
manufacturer are directed, ulti- 
mately, to the training of the re- 
tail salesman. This training should 
cover proper equipment selection 


and operation claims. 

Service training programs by 
the manufacturer are directed to- 
ward improvement of delivery 
and product service by the dealer 
or his service agent. There is 
room for improvement in both the 
sales and the service programs, 
and improvements are continually 
being made. These programs cov- 
er all but the fourth factor, which 
is the training of the user or 
homemaker. The type of care and 
attention given to a home appli- 
ance by the homemaker has con- 
siderable influence on the opera- 
tion, useful life, and appearance of 
the appliance. 

It is in this field that home 
economists can and do render 
valuable service to homemakers 
and to the industry. By means of 
courses in schools, articles in 
magazines or newspapers, and 
talks or demonstrations to groups 
of homemakers, the training of 
homemakers is generally accom- 
plished. This training is the hard- 
est for the manufacturer to parti- 
cipate in. Yet, this training is of 
paramount importance to him in 
helping to produce satisfied users. 

Here are a few of the more im- 
portant items for homemaker 
training from a service standpoint. 
Attention. to these items will help 

(Continued on page 115) 
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News Roundup 





Vast Market 


In Rural Areas 


@ Estimates indicate that 90 per 
cent of America’s 6,000,000 farm 
homes will have electricity by 
the end of 1951. This vast un- 
tapped market for electrical ap- 
pliance dealers will become in- 
creasingly important in the next 
few years. 

The fact that the farmer is 
rapidly recognizing the advan- 
tages of electricity on the farm 
and in his home is evidenced by 
the jump in monthly. power con- 
sumption from 75 kwh in 1939 to 
an average monthly consumption 
of 150 kwh in 1950. 


Although appliance sales to 


the rural market since the war 
have broken records, the farm 


Texas Housewares Club 
Announces Officers 


@ Tue Texas Housewares Club 
of Dallas recently elected offi- 
cers for the coming year, and 
Carroll D. Williams is the newly 
elected president. 


Carroli D. Williams 


Elected vice-president was 
Ralph Hollingsworth, and secre- 
tary-treasurer, Jim Perdue. On 
the advisory board are T. W. 
Hall, J. G. During, and E. P. 
Rankin. Directors include Lloyd 
Phillips, R. L. Shelton, Lee 
Woodham, J. Walter Nyquist, M 
A. Campbell, and Floyd J. Mar- 
tin. 

Committee chairmen include 


ELECTRICAL SOUTH for APRIL, 1951 


market is far from the saturation 
point. One manufacturer esti- 
mates that the average farm 
home represents a_ prospective 
$700 in appliance business. 

At a time when credit restric- 
tions may affect the appliance 
market to a considerable degree, 
dealers will be particularly inter- 
ested in a report of the magazine 
Capper’s Farmer that farmers are 
more likely to pay cash for auto- 
mobiles, appliances, and other 
equipment than city dwellers. 
‘Reporting the results of a nation- 
wide survey. the magazine said it 
found that 72 per cent of farm 
buyers paid cash for such equip- 
ment as against 41 per cent of the 
buyers in the nation’s 12 largest 
cities, and 55 per cent in other 
cities of 50,000 or more. 


Walter Todd, entertainment; 
Hunter Michaels, membership; 
W. H. McAdams, telephone; Al- 
len Ray, publicity; and Fred Per- 
ryman, door. 


Dealers Get Taste 
Of City-in-Business 


@ THe Sovurtn’s first town-wide 
installation of electric garbage 
disposers will be started soon in 
Mount Dora, Fla., a resort com- 
munity. 

In an attempt to improve sani- 
tation and simplify garbage col- 
lection, Mount Dora has signed 
a contract to buy General Elec- 
tric disposers for resale to local 
householders at a special price of 
$99.95 installed. 

“Our aim is to make Mount 
Dora a better and more attrac- 
tive place to live in and to visit,” 
Mayor D. Fletcher Crane said. 
“We believe that by eliminating 
garbage cans, we can make the 
town both cleaner and healthier. 
And at the same time we can 
cut down the load on our garbage 
trucks.” 

The town has received an initial 
shipment of 50 disposers. These 
will go on sale at the city hall 
at once. As the supply is de- 
pleted, additional orders will be 
placed. The mayor said he hoped 


that every one of the town’s l1,- 
500 householders would eventual- 
ly install disposers, but empha- 
sized that they will not be com- 
pelled to do so. 

The town is buying the dis- 
posers from General Electric Ap- 
pliances, Inc., the Florida distri- 
butor of G. E. major appliances, 
and will sell them direct to home- 
owners, who can pay cash or fi- 
nance their purchase through the 
local bank. Three local plumbers 
and two local electricians will 
make the installations. 

The mayor said that at present 
the town is charging household- 
ers $9 a year for garbage and ref- 
use collection. The bill will be 
cut in half for people who install 
disposers, and henceforth they 
will pay only for trash collection 


Coolair Trains 
To Serve Industry 


@ American Coolair Corp., with 
headquarters in Jacksonville, Fla., 
is mobilizing for defense through 
an expanded training program 
that is being directed by the com- 
pany’s newly elected vice-presi- 
dent, George E. Weeks. 


George E. Weeks 


Object of the program is to fa- 
miliarize dealers and distributors 
throughout the nation with the 
many applications of Coolair pro- 
ducts in connection with the na- 
tional defense program. 

“Many U. S. military establish- 
ments are being restored and 
new ones constructed,” Mr 
Weeks said, “and by the same 
token, a great number of indus- 
trial plants are now gearing for 
defense. The problem of ven- 
tilation and cooling in the inter- 
ests of efficiency and high morale 
is recognized by government of- 
ficials as a highly important one 

“Only recently, we completed 
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HOUSTON SHOWS OFF APPLIANCES — Distributor ap- 
pliance showings in Houston recently attracted many 
southern notables in the appliance field. LEFT — Royal 
Distributing Company introduced 35 / models and 12 
radios in the Admiral line. Looking over the 21-inch 
combination are, left to right, Ray Searl, territory rep- 
resentative; Clint Boyett, general manager of Royal; and 
John Kelley, Houston representative. RIGHT — Over 300 
dealers were shown the 1951 line of Philco television, 


Morey the 44/ MEM PHILCO 
2,000,000” 
Refrigerator 





radios, refrigerators, home freezers, electric ranges, and 
air conditioners at a meeting in the Rice Hotel. Shown 
with the new Philco refrigerator are, left to right, Sam 
Peebles, E. M. Peebles & Sons, Rockdale, Texas; W. R. 
Johnson, vice-president and sales manager of Crumpacker 
Distributing Corp., Phileco distributors in Houston; Harry 
Praetorius, Galveston Piano Co., Galveston; and E. L. 
Crumpacker, president, Crumpacker Distributing Corp. 
The refrigerator is one of the new Philco two-door model:-. 





a factory training-school program 
for distributors, and similar pro- 
grams are planned in the near 
future. Slide films, charts, and 
lectures are utilized to explain 
company policies, plans, and pre- 
parations for defense production, 
installation, and service. The 
training program is being ex- 
panded and intensified so that 
the majority of our dealers and 
distributors will benefit from it.” 

Under this program, Mr. Weeks 
said, district sales managers and 
factory field men are receiving 
intensified training to enable 
dealers and distributors to do 
their part in “mobilization for 
defense.” 

Announcement of Mr. Weeks’ 
promotion to vice-president was 
made by J. E. Graves, Jr., presi- 
dent of American Coolair Cor- 
poration. Mr. Weeks has been 
sales manager of the company 
since 1944 and a director for the 
past five years. 


Southwestern Co. 
Changes Name 

@ THE NAME of the Southwest- 
ern Co., Inc., Dallas, Texas, distri- 


butors of Philco and other prod- 
ucts, has been changed to Medaris 
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Co., Inc., according to W. G. Me- 
daris, president. 

The change, Mr. Medaris said, 
was made to give the firm an ex- 
clusive name. Policies of the com- 
pany and its officers remain un- 
changed. 

Headquarters are at 1202 Dra- 
gon in the Trinity Industrial Dis- 
trict. 


Universal Appliances 
Get TV Demonstration 


@ UNIVERSAL major appliances 
made their TV debut, recently, in 
the Universal Homemaking Show, 
a series of personalized presenta- 
tions sponsored by Landers, Frary 
& Clark, and starring Susan 
Adams, one of America’s foremost 
home equipment and food editors. 
Featured over the Dumont Net- 
work, the show is televised to 17 
leading cities including Washing- 
ton, Memphis, Richmond, Louis- 
ville, Nashville, and Atlanta. 
Susan Adams, former house- 
hold editor of McCall’s Magazine 
and originator of the Betty Crock- 
er magazine of the air, of which 
she was editor-in-chief for two 
years, each week invites home- 
makers into her home for 15 min- 


utes to plan and prepare daily 
menus while demonstrating the 
Universal speedliner range. 

During her program, Miss 
Adams presents washing and 
ironing hints in a feature show- 
ing of the famous Universal home 
laundry line. She demonstrates 
easier, faster house cleaning with 
the Universal home cleaning 
equipment. 

Three individual sets of a kitch- 





Susan Adams gives a personalized 

presentation of Universal appli- 

ances in Landers, Frary & Clark’s 

new “Universal Homemaking” TY 
show. 
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en, laundry and living room fea- 
ture Universal appliances as used 
in the home. 

The Susan Adams Show jis a 
demonstration-in-the-home pro- 
gram beamed directly to ready-to- 
buy audience of women, and is 
presented at a time when most 
women are through work. To pro- 
mote the Universal Homemaking 
Show in local communities, dis- 
tributors and dealers are planning 
large individual newspaper ad- 
vertising, telephone and direct 
mail promotion, and contests tied 
in with the program for home- 
makers who offer the most tempt- 
ing recipes or better aids to easier 
homemaking. 


Manufacturers Name 
Southern Distributors 


@ THE appITIon of several new 
distributors to represent Ben-Hur 
farm and home freezers has been 
announced by R. C. Graves, sales 
manager, Ben-Hur Mfg. Co., Mil- 
waukee, Wisc. 

Included in the new distribu- 
tors is The Southern Texas Ap- 
pliance Corp., San Antonio. 


@ DistrisuTion or Arvin TV re- 
ceivers, radios, and appliances 
will be handled in the state of 
Georgia by the Georgia Appli- 
ance Co., 1405 Spring St., N. W., 
Atlanta. The appointment, an- 
nounced recently by Raymond P. 
Spellman of Arvin Industries, 
Inc., is now in effect. 

Herndon Thomas is president 
and general manager of Georgia 
Appliance, and Walter Trippe is 
sales manager, with a staff of 
eight distributor salesmen under 
his direction. In addition to its 
Atlanta location, Georgia Appli- 
ance also has a warehouse at Sav- 
annah. 


Atlanta Views 
Florence Stove Lines 


@ THE Florence Stove Company 
held its spring merchandising 
show recently at the Southeas- 
tern Division showroom, 53 Ala- 
bama St., S. W., Atlanta, under 
the direction of C. F. Lucas, 
Florence vice-president in charge 
of sales. 

The entire sales organization of 
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sales promotion program sched- 
uled for the coming year. Plans 
and arrangements for the show 
were handled by R. G. Johnson, 
sales promotion manager. 

Mr. Lucas gave a discussion of 
the 1951 sales outlook, and C. O 


Slaby, sales manager of the heat- 
er division, presented the new 
heater line. 

Other speakers on the program 
included R. B. Carey, Florence 
advertising manager, and R. G 
Johnson. 


the Florence Southeastern and 
Southwestern Divisions was pres- 
ent to view the new 1951 heater 
lines and see the advertising and 


On hand for Florence Stove’s big spring merchandise show in Atlanta 

recently were, left to right, C. P. Connally, Jr., Atlanta, Southeastern 

Division manager, T. E. Cook, Dallas, Southwestern Division manager, 
and C. O. Slaby, sales manager, heater division. 
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@ APPOINTMENT OF new distri- 
buting firms to handle sales, mer- 
chandising, and promotion of Ar- 
vin television receivers and radio 
sets in their areas has nm an- 
nounced by Raymond P. Spell- 
man, sales manager of the televi- 
sion and radio division of Arvin 
Industries, Inc. 

Springfield and other south- 
western Missouri cities, as well as 
some cities in northwestern Ark- 
ansas, will now be covered by 
Rogers & Baldwin Hardware Co. 
W. T. Noss is general manager of 
this organization. 

A new distributor for Arvin 
electric housewares and electric 
heaters is MacMillan-Cameron 
Co., 115 No. 3rd St., Wilmington, 
N. C., according to an announce- 
ment by Gordon T. Ritter, direc- 
tor of sales for that division of Ar- 
vin. 

MacMillan-Cameron, which al- 
ready distributes a representative 
line of nationally known products, 
will now handle Arvin distribu- 
tion in North Carolina and sev- 
eral counties in the upper part of 


South Carolina. Allen Lewis is 
general sales manager of MacMil- 
lan-Cameron Co. 


Viking Simplifies 
Co-op Advertising 


@ By sTREAMLINING procedure to 
cut the operating costs of its deal- 
er co-operative advertising pro- 
gram, the Viking Air Condition- 
ing Corp., of Cleveland, has been 
able to substantially increase ad- 
vertising allowance to dealers on 
its window fan. 

Key to the new time and money 
saving co-operative advertising 
system is a coupon redeemable by 
dealers towards local co-operative 
advertising. The Cleveland con- 
cern attaches a coupon, one for 
each window fan, to the invoice 
for the fans going to the distribu- 
tor. 

When rebilling to the dealer, 
the distributor attaches the cou- 


. pons to the dealer invoice on the 


same basis of one coupon for each 


fan. This in turn saves the dis- 
tributor time and money since he 
does not have to set up individual 
co-operative advertising accounts 
for each dealer. The dealer will 
always know his balance through 
the number of coupons he has on 
hand. 

Each coupon is worth $3 to- 
wards regular 50-50 dealer-manu- 
facturer co-operative advertising. 
To redeem the coupons the deal- 
er bills Viking for 50% of his local 
advertising and attaches to his in- 
voice a tear sheet of his ad or 
certified copy of radio scripts, to- 
gether with media invoice show- 
ing amount paid by dealer, and 
coupons up to one-half of invoice 
amount. 

Viking pays the dealer up to 
one half the space or time cost if 
the dealer attaches coupons equal 
to or exceeding one half this cost. 
If the dealer attaches less than 
enough coupons to cover one half 
the cost he is reimbursed up to 
the face value of the coupons. 

Dealers like the new system, 
Viking reports, because it gets 








Year | 
1950 


Refrigerators 


Year 
1950 


Year 
1949 


Summary of Electrical Appliance Sales by States* 


Ranges 


Year 
1949 


Home Freezers 
Year Year 
1950 1949 


Water Heaters 
Year | Year 
1950 1949 





90.617 | 
69.285 
12.370 
66.824 
124,037 


110,145 


80.218 
97.504 
72,624 


60,310 
164.613 
134.206 

82.221 

61,725 


130.096 
310.222 
80.959 
65,442 


1,868,345 
24.1 
3,087,792 
43.2 
4,956,137 
35.4 
37.7 


Mississippi 
Missouri 
No. Carolina 


West Virginia 

Total South 

% Inc. in South 

U. S. Outside South 
% Inc. Outside South 
U. S. Total 

% Inc. in U. S. 
South in % of U. S. 








72.835 
67.970 

7.992 
38,102 
94,152 


86,188 
45.333 
73.736 
87.842 
49,666 


53.151 
119,448 
101.444 
66,667 
46,349 
115.828 
257,180 
64.643 
56,417 


1,504,943 


40.252 
7,344 
3.589 

10.823 

61,188 

50.621 

14.311 

24.592 
6.266 

12,927 

12.217 

36.646 

69.907 
6,732 

34,139 

75.084 

36.989 

35.417 

24,521 

563,565 
53.8 
868,852 
62.2 
1,432,417 
58.8 

39.3 


2,155,771 


3,660,714 





41.1 


27,490 
6,587 
2.077 
5.739 

37,015 


33.041 
7,920 
16.765 
3,065 
8,099 


8,827 
22.758 
47,241 

4.710 
22,825 


52,227 
20.829 
23.699 
15,562 


366,476 
535,540 
902,016 


40.6 











12.008 7,697 
2,231 2,038 
1,667 1,046 
3,192 2,038 

30,963 16,111 
19,200; 10,200 
2,874 2,247 
7,442 4,452 
1,289 1,204 
7,122 3,321 
2,396 1,969 
15.495 9,951 
33,331 20,371 
892 1,110 
15,372 8,704 
18,970 12,054 
8.406 5,270 
16,745 11,396 
6,671 | 4,264 
206,266; 125,449 
64.4 | 
354,691 | 
54.2 | 
560,957 | 
57.8 
36.8 | 


6,440 
5,827 
1,013 
4,589 
7,812 


8,632 
6,377 
5,115 

12,781 
4,997 


5,865 
14,979 
10.153 

5,546 

4,914 

8,547 
32,497 

6,658 

4,668 


157,410 


(Sales data not available for 1949) 


230,085 284,195 


355,534 441,605 


35.3 





35.6 








*The unit sales summary given above is based on 
figures released by the National Electrical Manufac- 
turers Association. They do not reflect the sales of all 
manufacturers, but are the distributor and dealer sales 
of the following participating manufacturers: 13 re- 


frigerator manufacturers; 18 range manufacturers; 23 
water heater manufacturers; and 19 home freezer manu- 
facturers. The sales reported represent a substantial 
percentage of total sales, and the comparison of the 
two periods should 


indicate industry sales _ trends. 
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them their money quicker and 
with a minimum of fuss and both- 
er; distributors like it because it 
eliminates all bookkeeping and 
handling of co-operative claims. 


New Franchises for 
Gilham Electric 


@ Two new franchises have been 
obtained recently by Gilham 
Electric Supply Co., of Atlanta— 
Stewart-Warner radio and TV, 
and Tappan electric ranges. 

The Gilham company has been 
given the franchise to distribute 
Tappan electric ranges in Geor- 
gia. The line consists of five mod- 
els, ranging all the way from 
apartment house size to full-size 
de luxe model. 

The Tappan Stove Co. has been 
in business continuously for 70 
years manufacturing domestic 
cook stoves and has plants in 
Mansfield, Ohio; Murray, Ky.; 
and Los Angeles, Cal. Heretofore, 
officials said, Tappan has sold di- 
rect to dealers, but this new move 
to appoint a distributor will en- 
able them to make the range 
available to a wider market. 

The arrangement was worked 
out with Gilham by J. J. Spelman, 
of Tappan, and O. M. Jackson, 


O. M. Jackson, left, vice-president 

of Gilham Electric Supply Co., 

Atlanta, completes arrangements 

with J. J. Spelman, Tappan Stove 

Co., to distribute Tappan electric 
ranges in Georgia. 


Scleut Salesmen 





| International Harvester — 
| Point-of-Purchase Displays 


Cotor IN THE KITCHEN is being 
dramatized in 1951 point-of-purchase 


| display material available from Inter- 


national Harvester Co., 180 No. Michi- 
gan Ave., Chicago 1, Ill. Displays 
| stress the fact that IH refrigerators 
now may be “color-keyed to kitch- 


| ens” by virtue of exclusive plastic door 
| handle inserts in a range of 10 dif- 
| ferent colors. | 


Attracted to a dealer’s store by a 10- 
foot outdoor cloth banner, a potential 
| customer’s eye may be caught by two 


FTING 


EFRIGERATOR 


COLD MAKING 
AGH a 


OnLy 


We “sti se Westinghouse 


REFRIGERATOR 


CAM Bf SURE ..s# ITS 
‘ 


\WWestingh 


appealing window streamers, each 36 
x 12 inches. 

Entering the dealer’s store, the cus- 
tomer will see several imaginative dis- 
play pieces: a taffeta banner which 
shows a swath of varying colors that 
form an arrow and point to the door 
handle on a reproduction of a refrig- 
erator, and a 28- by 38-inch wall post- 
er that shows the full line of models. 

One of the most interesting display 
pieces is a combination of flasher, side 
piece, and door stickers. 

All of this display material is avail- 
able to the dealer in one package 
The company assumes part of the bil! 


Ideal for showroom floors, windows, fairs, and exhibits is this Westinghouse 
display emphasizing economical freezing power found in Westinghouse 
refrigerators. 


| Westinghouse — 
Cold Power Demonstrator 


Quick, visual proof of the cold-mak- 
ing power of the Westinghouse refrig- 
erator motor is dramatically presented 

| in a new display available from West- 
| inghouse Electric Corp., 246 E. 4th, 
Mansfield, Ohio. 

The hermetically sealed 1/6-h.p. mo- 

| tor compressor that produces extra- 


cold temperatures in all Westinghouse 
refrigerators is shown lifting the re- 
frigerator on the platform. The copy 
banner points out that this extra pow- 
er freezes foods quickly, keeps foods 
frozen safely, freezes ice cubes faster, 
and keeps ice cream hard. 

The display is designed for use on 
showroom floors or in the window, and 
is said to be ideal for use at fairs 
and exhibits 





vice-president of Gilham. 
Arrangements for Gilham’s ex- 
clusive franchise for distribution 
of Stewart-Warner radio and TV 
lines in most of Georgia were 
completed recently during the 
visit to Atlanta of George M. 
Johnson, regional manager for 
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Stewart-Warner Radio Division. 

Manufacturers of radio for the 
past 26 years, the Stewart-Warner 
company makes eight radio mod- 
els and 14 TV models ranging 
from table units to combination 
console models with 20-inch 
screens. 
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Ylames aud Faces 





The appointments of W. C. Conley, 
Jr., and S. W. Skowbo to vice-president 
posts in the Coolerator Company have 
been announced by Ward R. Schafer, 
Coolerator vice-president and general 
manager. 


W. C. Conley, Jr. 


S. W. Skowbo 


Formerly general sales manager, Mr. 
Conley has been elected vice-president 
in charge of sales. 

S. W. Skowbo, former comptroller, 
has now been elected vice-president 
and comptroller by the Coolerator 
board of directors. 


The Radio-Television Manufacturers 
Association has elected its first full- 
time president. He is Glen McDaniel, 
39-year-old vice-president of the Ra- 
dio Corporation of America. He was 
given a three-year contract. His elec- 
tion came at a meeting of the associa- 
tion in Chicago recently. 


S. M. Ford, president of the Chicago 
Electric Manufacturing Co., has an- 
nounced the appointment of G. W. Orr 
as general sales manager. : 

Mr. Orr has been associated with 
the company for the past two years as 
vice-president of the National Stamp- 
ing and Electric Works, a wholly own- 
ed subsidiary of Chicago Electric. 

Mr. Orr will continue to serve in this 
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capacity with the subsidiary as well as 
assume the duties of his new position 
with the parent company. 


Robert H. (Bob) Steele has been 
named manager of the new High’s 
branch appliance center in Glenwood 
Acres, Atlanta, which opened recently, 
according to an announcement by 
Henry F. Miller, president of J. M. High 
Co. Mr. Steele had been associated 


' with Davison-Paxon Company for two 


and a half years. 

High’s has also named V. F. Hood 
manager of their new West End Ap- 
pliance Center. 


Arthur M. Wise is now manager of 
Joske’s South Side appliance branch 
store, San Antonio, Texas, and Albert 
Reyes is manager of the West Side ap- 
pliance branch. They succeeded Dick 
Conley and Tom Lanier, respectively, 
who resigned. 

J. Pinnix Goodlett is manager of 
Joske’s Alamo Heights appliance 
branch. 

Mr. Conley joined the Strauss-Frank 
Co., distributor, at Houston, to head up 
the Youngstown Kitchen department. 


Robert E. Vance has been elected 
secretary of The Maytag Co., succeed- 
ing the late W. I Sparks. Mr. Vance 
formerly was assistant to Fred Maytag, 
president. Frederick W. Hubbell, of Des 
Moines, president of the Equitable Life 
Insurance Company of Iowa, was elect- 
ed a director. 

+ 


H. M. Carpenter, president of Thu- 
row Distributors, Inc., of Tampa, Jack- 
sonville, Miami, West Palm Beach, Or- 
lando, and Tallahassee, has announced 
the appointment of C. E. Morgan as 
electronics and radio parts manager of 
the Orlando branch, 625 W. Central 
Ave. 

Mr. Morgan was one of the first em- 
ployees with Thurow Distributors when 
this company was formed over 17 years 
ago, and with the exception of time 
spent in the Navy, aviation electronics, 
and three years in private business, he 
has been with Thurow exclusively. 


Hamilton Manufacturing Company 
has transferred former Southeastern 
Field Representative C. W. Haley to the 
company’s home office in Two Rivers, 
Wisc. Mr. Haley will assist Sales Di- 
rector C. H. Rippe in scheduling and 
expediting production, handling cor- 


respondence, and working out problems 
anticipated as a result of the current 
world crises. Hamilton’s Southeastern 
territory will, for the present, be as- 
signed to other representatives or cov- 
ered directly by the company’s home 
office. 
e 


T. W. McKoy, buyer-manager of the 
major appliances division of the 
Brown-Dunkin Co., Tulsa, Okla., in a 
nip and tuck finish, nosed out three 
other department executives to win a 
Ford sedan in the department store’s 
quarterly contest to stimulate sales. 
Mr. McKoy scored the greatest mer- 
chandise sales increase above quotas 
set for the contest on November 1, it 
was announced by John H. Dunkin, 
vice-president and general manager. 


D. S. Smith has been elected presi- 
dent and chairman of the board of di- 
rectors of Perfection Stove Co. He re- 
places L. S. Chadwick, who retired. 

Mr. Smith was formerly executive 
vice-president and treasurer of the 
company. 

George McCuskey was also elected 
secretary and treasurer of the com- 
pany. He was formerly assistant 
treasurer 

. 


Appointment of James Edward Gal- 
lagher as Eastern Division sales man- 
ager has just been announced by J. 
W. Alsdorf, president of Cory Corp. 


James E. Gallagher 


Mr. Gallagher will supervise the 14- 
state Eastern Division territory of Cory 
Corp., which is divided into five sales 
territories. 

Prior to joining Cory Corp., Mr. Gal- 
lagher was a divisional sales manager 
for the Automatic Washer Co., New- 
ton, Iowa, where he directed sales in 
11 mid-western states. 


William R. Berry has been named 
sales manager for Pat Murphey, Inc., 
according to A. A. Murphey, president 
of the Atlanta appliance company. 

Mr. Berry formerly owned his own 
appliance store, which he opened in 
1946. In his new position he will direct 
selling activities of Murphey’s expand- 
ed sales force. 
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Product Parade 





Portable Radios 


Four new “all-year” portable radios 
are being released by the General Elec- 
tric receiver division, Electronics Park, 
Syracuse, N. Y. 

A special feature of models 605-606 
is the facility for easy tuning, whether 
the sets are in an upright or lying- 
down position. High-ratio controls are 
located at each end of the horizontal 
tuning scale beneath the “flip-up” dial. 


NU) 


Handy to pack in a suitcase, models 
605-606 weigh only about 5 pounds. 
Model 605, illustrated, has a burgundy 
red cabinet with fawn-colored control 
knobs and handle. Model 606 has a 
cactus-green cabinet with dark-green 
control knobs and handle. 

Models 610-611 feature a dial that 
lights up when the set is played on 
a-c/d-c house current, and an addi- 
tional tube. Model 610 is burgundy red 
with fawn-colored handle and controls; 
model 611 is cactus-green with dark- 
green handle and controls. 


o 
Dominion Table Stoves 


Two NEW TABLE stoves, Models 1429 
and 1430, have just been introduced 
by Dominion Electric Corp., Mansfield, 
Ohio. 


| Sy 


Model 1430, illustrated, features a 
one-piece frame with white porcelain 
finish. The left burner (1,000 watts) 
has four heats, and the right burner 
(650 watts) is single-heat. The spe- 
cial enclosed elements are built-in, 
heavy-duty type, heating with great 
rapidity. Each is 7 inches wide. The 
stove can be used only on 110-120 
volts, 25- to 60-cycle, a-c. Both new 
models feature push-button heating, 
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water-proof cord, and are listed by 
Underwriters’ Laboratories. 

Model 1429 is equipped with Tuttle 
& Kift Monotube range heating units. 
Four heats — high, medium, low, and 
simmer — are provided on the 1,100- 
watt left burner, and the right is 550 
watts, single heat. Both burners are 
6 inches in diameter. 


Room Air Conditioner 


A NEw 1-h.p., window-type room air 
conditioner is now in production by 
the Mitchell Mfg. Co., 2525 No. Cly- 
bourn Ave., Chicago 14, Ill. 

Exclusive features include the im- 
proved Dyna-Cooler, which assures 
more efficient cooling by eliminating 
bends and other obstacles to the rapid 
flow of the refrigerant through the 
cooling system; the Turbo-Dryer, which 
wrings more moisture from the air, 
therefore producing greater drying ac- 
tion; the Air-Scoop fan, which creates 
a long throw of air to the ceiling, where 
draftless circulation takes place; and 
the Micro-Filter, which is said to re- 
move 99.9 per cent of the pollen from 
the air. 

The unit measures 16% inches high, 
28% inches wide, and 2634 inches deep. 
The decorative cabinet is constructed of 
19-gauge furniture steel and is finished 
in either decorator’s beige or ivory 


L & H Electric Range 


Tue A. J. Lindemann & Hoverson Co., 
Milwaukee, Wis., has announced an 
addition to their line of L&H Lectro- 
Host automatic electric ranges for 1951 


This new range is a standard model 
with regular seven-heat switches, Mo- 
notube surface units, divided cook-top 
arrangement, and super “5,000” oven. 
Extra-large storage facility is provided 
in the storage compartment, and two 


lower service drawers. 

One of the outstanding features on 
this model is the Duo-Cook convertible 
cooker, usually found only on higher- 
priced models. The Duo-Cook gives 
the homemaker the added advantage of 
a fourth surface unit when needed, or 
is used as a conventional deep-well 
cooker. 

The convenience of range lamp, in- 
terval timer, automatic time control, 
and electric clock is available as option- 
al equipment 

e 


Mimar Circulator 


WITH THE announcement of its new 
Dynafan, Mimar Products, Inc., adds a 
high-velocity circulator to its line of 
comfort-control appliances. 

The fan has five “Dynablades” set 
in a specially designed wind-tunnel 
housing which affords maximum air 
velocity and volume — more than 3,- 
800 cubic feet of air per minute 


The new circulator adjusts from 
horizontal (pointed upward for no- 
draft circulation) to 10° below perpen- 
dicular, thereby permitting easy con- 
trol of air-flow direction. 

The 16-inch fan 525 and its com- 
panion models, 425 and 325 with 12- 
and 10-inch fans respectively, round 
out the company’s new high-velocity 
circulator offerings. 

Free literature and specification de- 
tails are available from Mimar Pro- 
ducts, Inc. Myrtle Ave. and Spencer 
St., Brooklyn 5, N. Y 


e 
Radio-Phonograph Console 


A new deluxe FM/AM radio-phono- 
graph console is being introduced by 
Motorola Inc., 4545 Augusta Blvd., Chi- 
cago, Ill. 

The new model (91FM21) is housed 
in a mahogany cabinet of modern de- 
sign. A highlight of the set is Moto- 
rola’s new “multi-play” record changer, 
which has a tone arm that can be han- 
dled while in motion without injury 
to the mechanism. Storage space pro- 
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vides for at least nine 12-inch albums 
plus a shelf for single records or for 
books. 

Other features include a 6-inch by 9- 
inch oval Alnico V Dynamic Speaker, 
eitht tubes plus rectifier, a newly de- 
signed treble-bass tone control, and an 
a-c superhet circuit. The set provides 
full tuning range on both FM and AM, 
with 88-108 megacycles on FM and 
535-1620 kilocycles on AM. 


% 
Arvin Portable Heater 


A NEW appITIon to the Arvin port- 
able electric heater line has been an- 
nounced by Arvin Industries, Inc., Co- 
lumbus, Ind. It will be known as the 
Arvin Model 224 and is especially de- 
signed and priced for today’s market 
with a retail price tag of $12.95. 


Model 224 is styled in an attractive 
streamlined design. The shell is fin- 
ished in baked-on enamel of willow 
green and is accented with chrome 
guard rails. A convenient hand-hold 
is fitted to the back of the heater for 
easy portability. 

Over-all height of the heater is 1234 
inches, and it is 10 by 7 inches at the 
base. The heater weighs less than 
seven pounds. A one-year guarantee 
and Underwriters’ Laboratory listing 
are carried on the new product. 


® 
Portable Dehumidifier 


THe “Moisture Magnet,” a new 
portable electric dehumidifier for home 
and commercial use, is now being pro- 
duced by the Remington Air Con- 
ditioning Division, Auburn, N. Y. 

Analysis of the new unit’s initial 
sales indicates the existence of a wide, 
cross-sectional market for it in damp 
basements, store-rooms, gun rooms, 
locker rooms, paint drying, printing 
shops, and wherever protection is de- 
sired from dampness, mould, mildew, 
and corrosion. 

Installation consists of plugging the 
dehumidifier into any 115-volt, single- 
phase, 60-cycle outlet. A special Du- 
Flo fan draws damp air over refrig- 
erated coils at the proper rate for 
maximum moisture to condense on 
coils, then expels dry, reheated air into 
the room. 

The new appliance is priced for vol- 
ume sales and is protected by a five- 


year warranty on the power unit. 
Complete information, including litera- 
ture is available on request. 


@ 
Refrigerator-Range 


A unique refrigerator-range combi- 
nation for small kitchens, guest houses, 
hotels, apartments, motels, and hospi- 
tals has been announced by General 
Air Conditioning Corp., 4542 East Dun- 
ham St., Los Angeles 23, Calif. 

Available with gas or electric ranges, 
the combination needs only 4.1 square 
feet of floor space. The two 1,000- 
watt and one 2,150-watt burners on the 
220-volt General Chef, as the combina- 
tion is known, do not affect the 40-44- 
degree temperature maintained in the 
refrigerator. 

The freezer compartments of the 
combinations have removable shelves 
for frozen-food storage, and they hold 
eight standard cartons. A vegetable bin 
is included. 

The unit is manufactured with four 
gas burners or with three electric burn- 
ers for 220-volt operation, or with two 
electric burners for 110-volt use. 


e 
Lightweight Fan 


A New, lightweight Air-Flight circu- 
lator with increased cooling capacity 
and versatile directional air-flow has 
been announced by the W. W. Welch 
Co., Cincinnati, Ohio. 


Primarily designed for home applica- 
tion, the new electric fan can also be 
used in offices and located on desk, 
floor, wall, or window. 

A swivel base permits the air circula- 
tor to be turned in a 180° arc, thus 
providing cool-air intake or hot-air 
exhaust with a twist of the wrist. Base 
plates are provided for slip-in mount- 
ing. 

The new fan’s color is light grey, and 
it weighs less than 10 pounds. A con- 
veniently located switch in the base 
offers three speeds for air control. 


s 
Portable Radiant Heater 


Automatic “sunshine” radiant heat 
for any room in the house is provid- 
ed by the new Electriglas Dialtemp 
portable heater, manufactured by Ap- 


pleman Glass Works, Bergenfield, N. 
J. A twist of the dial sets the built- 
in thermostat and constant, and even 
heating comfort is automatically main- 
tained. 

This new portable is designed to 
provide complete heating comfort for 
the modern home and is the answer 
to any supplementary heating prob- 
lem in any room — sunporch, bath- 
room, baby’s room, sickroom, attic, 
cellar, garage, or office. It can be car- 
ried from room to room and plugged 
into any a-c outlet. No installation is 
required. 

Designed in silver hammered fin- 
ish, the portable measures 27 3/4 
inches wide, 23 inches high, and 7 
inches deep. The unit consists of a 
virtually unbreakable current - con- 
ducting glass panel encased in a steel 
frame. It is guaranteed for 5 years 
by the manufacturer 


® 
Room Air Conditioner 


A %-tTon Magic Chef room air con- 
ditioner is the latest addition to the 
line of products manufactured by 
American Stove Co., 1641 So. Kings- 
highway Blvd., St. Louis 10, Mo. It is 
the first electrical appliance to be mar- 
keted by the firm. 


Styled in walnut finish, the new unit 
cools, dehumidifies, circulates, venti- 
lates, and filters, completely condition- 
ing up to 400 square feet. Full rated 
capacity of 9,000 BTU per hour is deliv- 
ered, and the unit is simply installed in 
any double-hung window, 27 inches 
wide or wider, and operates economi- 
cally on a minimum of current. 


e 
Webster-Chicago Line 


THE MAJOR products in its line have 
been announced recently by Webster- 
Chicago Corp., 5610 Bloomingdale Ave., 
Chicago 39, Ill. 

Among the more important of the 
products are its recently introduced 
tape recorder and newly designed dic- 
tation machine. The tape recorder 
records at both 334 and 7% inches per 


* second, and provides two hours of un- 


interrupted recording. 

In addition to these two products, 
Webster-Chicago also announced three- 
speed phonograph replacement and 
plug-in changers and portable phono- 
graphs, plus its portable and studio- 
model wire recorders. 
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Appliance Front 
(Continued from page 86) 


MRO rating; but if he once uses 
a DO-97 rating, he must there- 
after limit his MRO purchases in 
accordance with Regulation 4. 
However, small businesses are 
permitted to extend DO-97 ra- 
tings for MRO purchases up to 
$1,000 a quarter, without regard 
to the quota restrictions. 

During the remainder of the 
first quarter of 1951, businesses 
may take one-half of their quar- 
terly quota, disregarding their 
MRO purchases prior to Feb. 27. 
Also, the DO-97 may be applied 
to non-rated MRO orders now 
outstanding. 

All persons using the DO-97 
must keep complete records, and 
preserve them for the duration of 
this regulation and two years 
thereafter. 

Use of DO-97 rating is permit- 
ted for minor capital additions, 
not exceeding $750 for one com- 
plete addition. Thus, it might be 
needed by an electrical dealer in 
getting needed equipment for his 
repair shop. 

The rating may not be used to 
obtain materials for personal or 
household use. Thus, a farmer 
may use the rating to obtain 
barbed wire for farm use but not 
use it to obtain plumbing sup- 
plies for household use. 


Attic Fans 
(Continued from page 91) 


12. How can I use a fan when 
I have no attic? 

Methods of installation have 
been tried and worked out suc- 
cessfully to meet almost any con- 
dition, such as basement, gable, 
wall, and roof installations. 

13. What will operation cost? 

The local electric rate, size of 
motor, and hours of operation 
have a direct bearing on monthly 
cost of operation. Motors used 
on typical attic fans consume from 
300 to 600 watts-hours per hour. 
On a two-cent rate, running 10 
hours per night, the cost would 
run from $1.80 to $3.60 per month, 
according to the size of fan used. 

14. Is attic fan cooling like air 
conditioning? 

No. The fan draws large quan- 
tities of fresh outside air through 
the house to give the natural cool- 
ing effect. 

15. Can anyone install the fan? 

The success of comfort cooling 
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FASCO 


OSCILLATING 
FANS 


The first warm day starts the demand for FASra 
oscillators... Are you ready to meet it? 


FASCO Oscillating Fans are old favorites for smooth, long-wear- 


ing performance. Now they're dressed in sleek, modern styling and 


handsome finish . . . with the steady, quiet power customers want. 
There's a model for every buyer's need—10”, 12” and 16” 
blade sizes. Display them prominently; they'll sell fast with a good 


profit margin for you. And their superior quality and performance 


mean satisfied customers. 


Cash in on the popularity of 
FASCO FLOOR FANS 


This new Lo-Level Fan wins new friends every day. 


Beautiful, durable, quiet and safe—it moves all the air in a 
room without a trace of a draft. And only FASCO offers 
a solid base that keeps floor dust out of the breeze. Models 


with 10” and 12” blades. 


Be sure you have FASCO Fans ready for the warm weather that's 


coming. Order your stock now. 


WRITE FOR '51 CATALOG AND PRICES TODAY 


I KYA lndusteiei. Inc. 


ROCHESTER 








depends upon reliable air deliv- 
eries and the manner in which it 
is installed. A knowledge of air 
movement and experience in in- 
stallation is almost essential for 
quiet, efficient operation. 

16. Can the kitchen be venti- 
lated through the attic? 

It is not desirable to draw kit- 
chen odors and greasy vapors 
through the cooling system. A 
separate exhaust fan for the kit- 
chen should be used. 

17. Why can’t I build my own 
fan? 

Experiments and tests made on 
so-called “home-made” fans have 
proven that power consumption 
runs high and air deliveries are 
low in comparison with fans built 
by responsible firms. Also, the 
majority of these fans are of short 
life unless frequently repaired 
and serviced. In most instances, 
the noise level is far above per- 
missible limits. 


Retain Your Customers 
(Continued from page 95) 


Davis at flat rates. One of the 
Davis boys who has a mechanical 
bent does some of the servicing. 
In the two and a half years the 
company has been in business, the 
Davises have never charged for 
service. 

“A dealer can eliminate 90 per 
cent of his service calls by teach- 
ing people to care for appliances,” 
asserts Mr. Davis. “We try to in- 
struct all customers in operation 
of the appliances in order to dis- 
pell any fear. We always call 
back 10 days following a sale to 
carry out this policy.” 

Although their company is 
comparatively new, Foster and 
Mildred Davis have had consider- 
able experience with appliances. 
Mrs. Davis was a buyer of elec- 
trical housewares for a_ utility 
company when she met Mr. Davis. 
Mr. Davis’ experience includes 
service with a utility company as 
dealer co-ordinator, work as sales 
manager for Banner - Whitehill 
(home furnishing firm), of Mun- 
cie, Ind., and service with a large 
mail-order firm. 

Regardless of the international 
situation, the Davises plan to con- 
tinue their promotional plans. 
Some of them may be modified, 
some omitted. One future plan is 
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to facilitate collections by going 
around to people who do not have 
automobiles and offering to take 
butter and eggs as payments on 
merchandise. 

“We don’t want to become in- 
different to our customers if the 
wartime situation causes scarci- 
ties,” says Mr. Davis. “Neither do 
we want to indulge in black-mar- 
ket operations. We plan to con- 
tinue our promotions to maintain 
good will.” 


Selling Service 
(Continued from page 93) 


| come from service work belongs 
to them. 

“What is the angle for us if 

‘they keep all the income? Our 
advantages under the plan are 
many. We look upon service work 
as a sales builder. Not long ago, 

"a woman came into our store and 

' told me that she wanted to buy a 
television set. It developed that 
she_had already purchased one— 
elsewhere—and returned it for 
her money back because it gave 
a lot of trouble after several 
weeks of so-called work by a 
jackleg repair man. 

“I don’t intend to knock com- 
petition. But the fact is that there 
are service men who do not know 
their business. This customer 
came to us because she had heard 
so much from a friend about the 
good service work we do. 

“Service made a sale. Refer- 
ences like this are no uncommon 
occurrence by any means, al- 
though it’s not every week a cus- 
tomer returns somebody else’s 
TV set to come buy one from us. 
More often she or he comes to us 
in the first place because a friend 
liked our service, or because our 
repair work on a radio set made 
an impression.” 

“It’s the system under which 
repair and service technicians 
pocket their profits that enables 
Melody Lane to avoid doing jack- 
leg work, according to Mr. Bre- 
sette. “Pay a man $60 or $70 a 
week, and you may attract a good 
man; again, you may not,” he 
points out. “Under a setup such 
as ours, that gives the service man 
what amounts to an independent 
business with no investment (but 
with. supervision from the store 
and under the store’s rules) and 


you can name your man. You 
can get the good man. Moreover, 
you have a man with an incentive 
to do good work and to do it fast. 
And we gain.” 

In addition to furnishing the 
store a first rate good-will and 
sales tool, this independent setup 
works to Melody Lane’s advan- 
tage in other ways, Mr. Bresette 
says. 

“The service men—as a condi- 
tion for obtaining the job—must 
do all of our installations and all 
service work on our contracts,” he 
reports. “That way, we are able 
to offer customers our ‘own’ serv- 
ice rather than call upon outside 
outfits or upon manufacturers’ 
service personnel. Result is an 
added profit on each sale. 

“The men must do all floor in- 
stallations and setups inside the 
store. 

“They must operate under a 
speed-up system we have devised. 
Speed is important in making the 
service end into an institutional 
selling tool. On the average, most 
shop repairs are made within 12 
hours. Say we pick up a radio 
at night. We return it by noon 
the next day. Our two trucks 
carry complete shop - on - wheels 
equipment that permits the serv- 
ice technicians to make small re- 
pairs in the customers’ homes. 
The two men split their ‘out’ time 
so that there is always a man 
inside the store. One is a radio 
specialist, the other a television 
man. The radio service man goes 
out in the mornings when it 
would be impractical for the TV 
technician to handle adjustments 
or installations, since WDSU-TV 
—the only local TV station—be- 
gins telecasting around 2:00 in 
the afternoon, with only a pattern 
before that. The TV man, in turn, 
goes out afternoons and at night, 
and the radio technician spends 
the afternoon hours in the shop at 
the back of the store.” 


Kitchen Appeal 
(Continued from page 90) 


factor which surprises most cus- 
tomers. The prospect works with 
the same man all the way from 
telephone call to finished installa- 
tion, and usually appreciates the 
fact.” 

Likewise appreciated is the 
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single-invoice feature, whereby 
the entire installation is billed 
on a single invoice, covering 
every phase of the job. The in- 


voice is always carefully bal- as | * AO 
anced with the estimate, so that ~ ; AoA 
the amounts paid subcontractors Qo eo 


are sure to check with the origi- Ee” 


nal estimate, and every item in i , 7 

the installation is readily under- es ry S$ st 4 

standable to the customer. FHA wig 0 l’ 0 je 
: mee 


and other loans, plus payments, 


are thoroughly explained along ‘ 
with submission to the bill, in ae a V) 
such a way that there is no ele- , Phe ooo 


ment of ill will or misunderstand- 
ing possible. 

Incidentally, it might be well to 
mention here that none of the 
plans made up by Wilson’s leave 
the showroom to be put aside 
and used -later on by someone 
else at another price. To do 
away permanently with this evil 
in kitchen planning service, each 
page of the presentation is rub- 
ber stamped with the Wilson 
name, and the prospect is requir- 
ed leave a deposit of $20 if he 
takes the plans to his own home. 
In this way the customer has $20 


invested in his future kitchen as : Ready to boost your 


soon as he accepts the plans, z 
which helps to solidify the sale — (951 sales. 
and eliminate the risk of a com- } : 
petitor’s making use of expen- 


sively prepared plans. spring-suspended Internationals operate below a whisper—actu- 


Kitchen installation is super- : ally sell themselves by offering the MOST for your customer's 
vised by one factory-trained gen- FAN DOLLAR! 


eral manager, who moves from 
job to job overseeing the work. 
Through efficient crew training, 
it has been possible to install a 
complete kitchen in a new home ye vow” @ Beautifully styled cabinet 
under construction in as little as 
eight hours, while around four 
days are usually required for re- BS, 
modeling an old kitchen, doing } arion® on * Two speeds. 
the carpentry and plastering, and ; i 
installing the new equipment. a\c 

Mr. Wilson has meticulously s ; le Guaranteed. 
seen to it that every kitchen is ox 
ready when promised, a_ fact 
— one —— in cag WRITE OR 
ing the good will of women, Mr. 
Wilson has found. “If the word WIRE TODAY 
gets around that a contractor FOR OUR 
can’t be relied upon to have the 1951 CATALOG 
kitchen in when promised, he 
might as well go out of business.” ae 

As soon as the kitchen is fin- COMPLETE LINE OF 
ished, it is photographed first in SPRING-SUSPENDED 
black and white, and again in FANS! 
color. The first 8- by 10-inch 


Your surest step to fast fan sales . . . these exclusive patented 


@ Silent—no hum or vibration—it floats 
on springs. 


@ Powerful—big 20” blades move 
more than 3500 CFM. 


Fits any window up to 44” width. 


"asta natant aaa eaten a 


FAN DIVISION, 
INTERNATIONAL OIL BURNER CO., 
3802 Park Ave., St. Lovis 10, Mo. 


Please send me full details on your complete line of silent 
spring-suspended fans for 1951. 


Name__ epnstitiidaiiniie 
Address 
City_ _—Zone___State 


My distributor's name is: 





ees: ——— se 
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photo goes into heavy leather 
albums which the salesmen car- 
ry on their calls; the color photo, 
on a transparency, is a gift to 
the housewife. These beautiful 
photos, although expensive, are a 
fitting climax to each job, and 
are bound to be exhibited en- 
thusiastically by each serviced 
homeowner to his friends and 
relatives. 

“A lot of our new sales have 
stemmed directly from the color 
photo being shown around at a 
party by a proud housewife,” Mr. 
Wilson added. “To carry out 
this idea still farther, we tell 
each housewife that we give her 
kitchen gadgets, such as can 
openers and electrical house- 
wares, in return for new pros- 
pects whom we later sell. Al- 
most every housewife to whom 
we have made this offer has 
capitalized upon it eventually.” 

Kitchens are all magnificently 
worked out, ranging from $700 
to $7,000, the latter a rare tri- 
bute to Wilson Electric Com- 
pany’s skilful work. Mr. Wilson 


insists upon the grand touch in 
every aspect of the installation. 
For example, no tile is used in 
any kitchen work, durable For- 
mica getting the nod instead. All 
wiring, plumbing, etc., is com- 
pletely concealed, and whatever 
paint or plaster work is added is 
always done by the finest pos- 
sible means. “It makes the job 
a bit more expensive,” the Nash- 
ville electrical contractor stress- 
ed, “but in view of the results 
we think it well worth while.” 

Despite the broad range of 
prices involved, most of Wilson 
Electric’s kitchen customers have 
jinsisted upon paying cash. Bank 
financing as well as FHA is avail- 
able, depending upon the circum- 
stances, but surprisingly, more 
than 75 per cent of the total 
kitchens sold to date have been 
on a straight cash basis. 

Pitfalls which must be avoid- 
'ed in entering the kitchen re- 
modeling field, according to Mr. 
Wilson, are: 

1. Don’t quote a flat price for 
any displayed kitchen price 
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changes may wipe out the profit. 
Set the price only when ready to 
make the installation, against 
current quotations. 

2. Extreme care must be ob- 
served in remodeling operations 
to maintain a profit. If the floo. 
is scratched, wall dented, etc., 
after finishing, the expense of 
doing the work over again may 
eliminate any profit. 

3. Use reliable contractors—no 
kitchen installation can be sutis- 
factory with an attempt to cut 
expense or to substitute unskilled 
labor for skilled. 

4. Stock all brands of kitchen 
equipment and appliances. Car- 
rying only one line of appliances 
and cabinets, for example, con- 
stricts operation seriously, and 
will drive off the prospect who 
likes a brand other than that of- 
fered him. 

5. Figure labor charges cor- 
rectly. It is necessary for the 
contractor to get an _ estimate 
from each subcontractor, with a 
guarantee that the labor charge 
will not exceed a prearranged 
amount, before quoting the in- 
stalled price for the kitchen. La- 
bor charges fluctuate regularly, 
which means close figuring, Mr. 
Wilson emphasized. 

On the other side of the ledger, 
if the contractor sets up an ex- 
emplary showroom, banks on 
his good will to attract customers, 
hires a crew of reliable, well- 
trained salesmen, and develops 
their ability to estimate costs cor- 
rectly, “he can’t go wrong,” the 
Nashville contractor summed up. 


Selling Housewares 
(Continued from page 97) 


ried in stock, and to test them out 
under actual home use. 

In this way, there is a steady 
stream of wafflemakers, toasters, 
coffeemakers, irons, small radios, 
and other appliances parading 
through the saleswomen’s homes. 
In time, the sales people learn 
what to expect from each type of 
appliance, and can recommend it 
with ‘sincere enthusiasm, readily 
contagious, to their own custom- 
ers. 

Naturally, care is maintained to 
prevent damage to the appearance 
of the electrical housewares un- 
der the home test program, which, 
incidentally, is thoroughly ex- 
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plained to all customers. 

“The store has no right to ex- 
pect the saleswomen to know the 
details of each electrical house- 
ware, unless they have had an 
opportunity to use them them- 
selves,” Mr. Romine said. 

“One of the best examples of 
this fact is that many new irons, 
when first shipped from the fac- 
tory, will sizzle and emit puffs of 
smoke the first time they are 
plugged in. Using the irons at 
home, the saleswomen learn to 
know this as an inconsequential 
fact, and to mention it when sell- 
ing to the customers.” 


Just as maintenance of a large, 
well - staffed service department 
will guarantee sales of major ap- 
pliances, it affects electrical 
housewares sales as well, Mr. Ro- 
mine pointed out. All of his sales- 
people are instructed to sell serv- 
ice rather than a price to electric- 
al housewares purchasers. 

Each has a routine sales talk 
which indicates to the housewife 
that she is purchasing conven- 
ience, pleasure, and elimination of 
labor when buying an electrical 
houseware, rather than an inani- 
mate object at so many dollars 
and cents. 

Pointed out to every customer 
is the fact that Joske’s will com- 
pletely repair or exchange any 
electrical houseware during the 
warranty period, and that all re- 
pairs will be made at low main- 
tenance prices after that period. 
The store points out that it main- 
tains on its own premises a com- 
plete repair staff of specialists, 
who can handle any of the appli- 
ances sold, augmented by the re- 
pair shops of distributors, where 
famous national brands are in- 
volved. 

“A word about national 
brands,” Mr. Romine interposed. 
“It is no secret that we live today 
in a brand-conscious world, and 
that the manufacturer’s label, 
therefore, should be given the 
maximum promotion in electrical 
housewares promotion. 

“The day when the housewife 
would have products from half a 
dozen manufacturers in her kit- 
chen is fast disappearing. Now, 
most women want all of the elec- 
trical housewares which lighten 
her homemaking burden to bear 


the same name, opening up a fine 
additional sales opportunity for 
her appliance dealer. 

The woman who starts off with 
an electric toaster, for example, is 
readily sold on a coffeemaker, a 
wafflemaker, etc., so long as it 
bears the same brand and guaran- 
tees as the appliance with which 
she is already satisfied. 

Thus, we make certain that we 
learn the brand preference of 
every electrical housewares cus- 
tomer, almost as soon as she en- 
ters the department, and stick 
within those confines, during the 
entire sale.” 

Over and above these con- 
siderations, the ability to plug in 
an appliance, and let the custom- 
er test it for herself, carries a 
tremendous amount of weight, 
Joske’s has found. 

“The huge number of off-brand, 
little-known electrical housewares 
which sprang up after the war 
have more or less disappeared 
from the market today,” the Tex- 
as dealer indicated. “There are 
many women who have had bad 


experiences through buying what- 
ever they found available, during 
1946 and 1947. 

“Therefore, plenty of emphasis 
on service, demonstration that al- 
lows the housewife to appreciate 
the advantages of her appliance 
while still in the store, etc. are 
all indispensable to volume in- 
crease.” 


Keep Selling Fun 
(Continued from page 99) 


closing deals with a larger per- 
centage of profit since the plan 
was developed.” 

Each salesman, incidentally, 
writes his own classified ads, in- 
serts them himself, and sells the 
trade-ins from a hallway, on the 
second floor of the store. If, at 
the end of 30 days, the box has 
not been sold, it is turned over to 
the store for reconditioning, pro- 
motion, etc., and is no longer the 
salesman’s personal worry. It has 
been amazing how great an effect 
on merchandising methods this 
30-day policy has had.” 

Next, and by far the most im- 
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portant from an incentive stand- 
point, is the terrific volume of 
contests among the sales force, 
which Dowd’s runs at all times. 
Almost since the opening of the 
store, Dowd’s has staged a new, 
surprising contest of one type or 
another every selling month of 
the year. The contests may range 
anywhere from simple photo-sales 
contests to novel stunts, in which 
men are rewarded for their co- 
operation, the ability to turn up 
new prospects, the ability to get 
glowing testimonial letters from 
old prospects, etc. 
_ “The idea is that there is always 
something refreshingly different 
to occupy the salesman’s mind, 
from month to month,” Mr. Dowd 
said, “in addition to a big semi- 
annual and annual contest, with 
outstanding rewards for the win- 
ners. 
' “For example, 
the semi-annual contest, we 
awarded the top salesman a 
week’s vacation in the mountains 
with his wife, with all expenses 
paid. On the annual contest, the 
winner won a trip to Chicago 
for a week, with his family, to 
visit prominent manufacturers, 
and to enjoy it as he pleased.” 
Numerous team contests are 
used, as are those which wind up 
with a single winner. One type of 
team contest invited the entire 
sales force to participate in a 
“G. I. Party,” based on washer, 
ironer, drier, and vacuum cleaner 
sales. A huge sign on the wall 
of the salesmen’s conference room 
showed a road leading from the 
Dowd store to a picnic site. 


recently on 


Each salesman was represented 
by an automobile, with the name 
identified on the side. Receiving 
a set amount of points for each 
sale in the appliance lines involv- 
ed, the salesman was advanced 
along the road toward the even- 
tual party. 

Below, on the same sign, was 
represented a “February Clean- 
up” contest, which was run dur- 
ing February. In this, by earn- 
ing points on sales of appliances, 
men moved from recruit through 
learner, sales clerk, junior sales- 
man, up to salesman and special- 
ist, etc. 

All of Dowd’s fun-raising con- 
tests are accompanied with similar 


billboards and signs, which let 
the salesman know how he is get- 
ting along, and which have been 
responsible for a lot of fun in the 
process. An artist on the staff, 
who draws up kitchen-planning 
presentations, etc., handles these 
colorful posters, which get results. 

The entire sales force has the 
benefit of a separate, air-condi- 
tioned conference room, in which 
they can plan their sales drives, 
relax during slow hours in the 
day, and even eat their lunches. 
This room is only for the sales- 
men, and the management does 
not intrude in any way. On the 
walls are slogans such as, “The 
more we sell the more good we 
do,” and “Luck is what you call 
the result of the other fellow’s 
hard work,” etc. 

Dowd’s constantly rewards its 
salesmen who are winners of vari- 
ous types of contests with highly 
desirable prizes, such as new suits 
of clothes, outboard motors, ath- 
letic equipment, trips, dinners, 
etc. Every now and then, a team 
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competition is run, in which the 
losing team must pay the bills for 
a steak dinner for the winning 
team. Only occasionally are 
bonuses put on individual sales, 
but occasionally, to boost sales of 
slow-moving appliances, cash 
prizes ranging from $5 to $15 are 
allotted according to the number 
of points which the salesman 
achieves in selling older applian- 
ces that have been on the floor 
too long. 


Developing Users 
(Continued from page 100) 


prevent “avoidable” service prob- 
lems and increase user satisfac- 
tion. Attention to some of these 
items will help reduce service cost 
and delay. They will tend to eli- 
minate the chance for arguments 
and misunderstandings. Such 
things are often the underlying 
cause of dissatisfaction, rather 
than product. 

There are a few of these items 
which can best be grouped under 
the subject of “General Advice.” 

1. Thoroughly read the user 
instruction booklet or pamphlet 
from cover to cover when the ap- 
pliance is first used. Consider- 
able thought is given to the writ- 
ing of these instructions by the 
manufacturer and their use can- 
not but aid in obtaining better 
user-satisfaction with the appli- 
ance. 

2. Handles are put on an appli- 
ance to be used. The hands often 
contain chemical salts of perspira- 
tion, grease, soap, etc. These 
materials tend to deteriorate ena- 
mel finishes, rubber gaskets, etc. 
The handles tolerate these mate- 
rials without damage. 

3. Nearly all appliances have 
knobs, dials, handles, cranks, or 
similar devices to open, close, 
move, raise, lower, set, reset, or 
adjust some part of the appliance 
to obtain a desirable result or 
change in operation. Perform the 
motion of these devices with care 
and deliberation. If there is any 
tendency toward binding, or if the 
motion is difficult, do not put all 
of your strength against the de- 
vice. Perhaps a drop of household 
oil in the right place will correct 
the condition. Perhaps the device 
has already been moved as far 
as it will go in that direction. Do 
not bang devices like these back 
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and forth from one limit of travel 
to the other. 

4. Open and close doors or 
drawers carefully and they will 
function satisfactorily a lot long- 
er. Do not bang them against the 
stops or limiting devices. Haste, 
so many times, makes waste. 

5. Keep your original bill of 
sale and warranty certificate in 
a place which is handy and safe. 
Remember where you put it. It 
contains valuable information 
about the correct date of installa- 
tion, model number, and serial 
number. It saves you from hunt- 
ing for a name-plate when calling 
for service. 

6. At the time df purchase of 
your appliance, obtain the name, 
address, and telephone number of 
the proper servicing agent for 
your appliance. It may not be the 
dealer where you purchased it, 
particularly in metropolitan areas. 
This saves you time when you 
actually need service. 

7. Before placing a call for 
service, check to see that electri- 
cal switches are “on,” that line 
cords are plugged into outlets, 
that you have power generally in 
the home, and that fuses are not 
blown. This procedure can save 
you time and sometimes money. 

8. When placing a call for 
service, give the proper model 
number and the installation date 
from the papers you saved. Give 
the best explanation you can of 
the difficulties you are having. 
This information, in advance, can 
frequently permit the service man 
to make sure of having the proper 
parts with him on the first trip. 
This saves time and money. 

9. At the time the service call 
is placed, inquire about the 
charges and the hourly rate. This 
can prevent an argument later. 
There are standard charges for a 
number of service operations. 

10. It is best to try to get an 
appointment for service that is 
not an emergency. Set it for Tues- 
day afternoon or Wednesday 
morning and then be there. An 
exact hour, of course, usually is 
difficult for a service man to 
make. 

11. At the conclusion of the 
service call, when you are asked 
to sign the work ticket, read it. 
Check the date, the starting and 
the finishing time. 
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folks will buy! 


The complete line of Coolair Breeze 
Conditioning units means summer 
cooling within the financial reach of 
almost every prospect. There are 
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attic package units and home, com- 
mercial and industrial units up to 9’ 
blade diameter—a unit for every 
cooling job! 
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* AUTOMATIC or MANUAL Control 
Set it... and forget it! 


Just set the thermostatic control dial — the HEETAIRE will 
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Handbooks of Adequate Wiring 


Two valuable booklets avail- 
able with Electrical South. 


“Handbook of Residential Wiring Design” and 
“Handbook of Farmstead Wiring Design” sum- 
marizing the latest authorative information on ade- 
quate wiring systems, may be obtained with a three- 
year subscription to Electrical South at the special 
price of $2.50 for a limited time. Send name, ad- 

and remittance at once to make sure of getting 
your copies. 
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MODEL 
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neg AIR-F10 


THE 
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SHUTTER 

WITH ALL THE 
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FRONT VIEW—CLOSED 


IT TAKES THE LOAD OFF THE FAN! 


Aluminum louvers open fully, permitting capacity fan 
operation. New heavy reinforcement strip adds strength and 
long life to the louvers, assures quiet operation and perfect 
counterbalance, prevents rattling. Deep shroud protects shutter 
from high winds. Tie-rod, brackets and bearings inside frame, 
not exposed to weather. Special finish resists corrosion. Many 
other features. 


WRITE FOR NEW AIR-FLO CATALOG 43-8 
IMustrations and details of the complete Air-Flo line. 
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Spring Mounted Comfort cooler Type 
Wall Type EH For homes, Pe Wagner Malleable Products Co. 
Complete pack- churches, hotels. and hos Paranite Wire and Cable 

age unit — pitals. Features large air Wakefield Brass Co., The 
springs, sash delivery with low power Paulding, Inc., John 

chain for raft- consumption. F. W Inside Front Cover 
er or ceiling Penn-Union Electric Corp 

mounting, Chelsea Comfort Cooler Westinghouse Electric Corp. 

vas boot Type EV. Designed for Perfect Line Mfg. Co. 

automatic out- attics of low headroom. ‘ (Appliances) 

side shutter. Quiet operation, econom- Pittsburgh Reflector Co. 

Simple installa- cial to install. Size 24” White Products Co 

—. quiet oper- to 48”. Pryne & Company 








Wiegand Co., Edwin L 
Wind Way Fan and 
Contains all the information es . Ventilator Co 


you need to make ventilating 
and cooling installations in 


wage ng? gly ~ ila ) | Reed Unit Fans, Inc. Y 


Prope: y 
installation hints, etc. No ob- £ j 
ligation. Write Department D. Regine Corp. The 


Revere Electric Mfg. Co. 
CHELSEA FAN & BLOWER co. 


NCORPO Robbins and Myers 4 Ds 
PLAIN NFIELD, NEW "JERSEY Rome Cable Corp. 


Russell & Stoll Co., Inc. Zenith Radio Corp. 
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Youngstown Sheet & Tube Co 
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y 


there’s a HARD SELLING package of 
special ENITH Promotional Material 


for your gift campaign... 


se 


RIGHT! Zenith wants this Girt Campaign to be the biggest, most PROFITABLE Sales 
Drive that any dealer ever had. And it will be... with a tremendous NATIONAL 
ADVERTISING schedule, hard-hitting NEWSPAPER campaign that definitely “ties-in” 
PLUS .. . a special package of dealer material. There’s new GiFT FOLDERS, GIFT 
CERTIFICATES, special AD-MATS, bright, attention-getting DISPLAY MATERIAL . . . every- 
thing you NEED and WANT for a real promotion! 


6001 DICKENS AVENUE 


ie 


r4aa ihe ee i iem de) tite) 7 wale), | 







business is 
GOOD business! 





You're d SALES Headquarters on every gift occasion 
ia 
with J ENLT™ ouaury ciers 


Gift Headquarters ...sALes Headquarters, indeed! For in critical times like these 
your customers can’t afford anything less than ZENITH Quality. Yes, people know 
that the radionic gift that they give may not be replaceable for years . . . and 
that the superb, advanced styling and engineering, the costlier parts and material 
in.a ZENITH . . . is their guarantee of satisfaction and real pleasure. It’s a gift of 
good sense . . . a gift of good taste! 

Whatever occasion . weddings, birthdays, graduations .. . you'll realize 
what a terrific volume can be had in GiFT-SALEs when you sell Zenith. There’s a 
ready demand and a good profit for you in your ZENITH gift traffic. REALIZE your 
share of it... NOW... . during this heavy gift-giving season! 


A big SELLER! But then # has 


y 


Zenith's Cobra-Maticeg 


powerful DialSpeoker 
... the CARLETON, 












e J Ploys anywhere o ‘perfect 
A gift all year round! It's Zenith's + 
werhouse-portable the 
UNIVERSAL 






KEY YOUR GIFT CAMPAIGN 
TO THESE MAY-JUNE 

GIFT OCCASIONS 

* Graduations 

* Anniversaries 

° Weddings 

* Mother's Day 

* Father’s Day 

* Servicemen 





CHICAGO 39, ILLINOIS 

















Announcing the Sensational, 
New Westinghouse 


A Beautiful, New Mixer with the 
Power to do Everything . . . Better 


... of course, it’s electric! 


y= . ty on 
NEW JUICE CRAFTER 


Now yovu can juice a pitcherful withovi ever stop- 
ping to remove the pulp or clear the strainer. 


45 


RETAIL 


(Accessory) 
Model FJ-511 








Give Electric Housewares ...First Choice for Every Gift Occasion 


A Perfect Kitchen Mate to America’s Leading Roaster 


It’s new in design . . . new in styling . . . opens 
up a whole new market. Never before a mixer so 
powerful! Never a mixer so loaded with features! 
Never at a price so low for so much! The new 
Westinghouse Food Crafter haseverythinga woman 
wants, and the power to do everything BETTER. 
See TV's Top Dramatic Show 


... WESTINGHOUSE “STUDIO 
ONE"... Every Week 


This new Food Crafter is sure to meet with 
such popular acceptance that under current con- 
ditions we will not be able to keep up with 
demand. Your distributor will do his utmost to 
fill your orders, but please be patient if shipments 
are slow during the initial production. 


you CAN BE SURE..1F is Westinghouse 


WESTINGHOUSE ELECTRIC CORPORATION -« Electric Appliance Division ¢ Mansfield, Ohio 














GPO HOS (]|SH VE 


+ Olchwesher + Weste-Awey ¢ ben Reower + GlechicShet + Fon + ‘Touster + Water Mester + Mixer Benge + Slecric Griddle + Cleaner + Leundremet «+ + Frees er 
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for Bulletin 8538, 
SQUARE D COMPANY, 4041 
Richards Street, Milwaukee 


ask YOUR ELECTRI 


SQUARE [) COMPANY 


SQUARE D COMPANY Cc 


UARE D 
(SWITCH TYPE) 


offers Greate 
and Longer M 


Mechanism provides 


CD =: Operating 
maximum operator safety. Interlock prevents 
n. When door 15 


en disconnect is 0 

andle indicates 
can be locked on oF off 
s of varying sizes. 


door wh 

d, self-aligning h true position of 
t. Operating h 
three OF 
chani 


opening 
re-close 
disconnec 
with one, two 
Handle-locking me 


four padlock 
sm also locks door. 


k make and quick 


PNEW, Switch Design has quic 
break action—no dead center—visible blades for 
te for high rupturing ca- 


g—magnetic arc pla 
nt line terminals, protect 
positive pressure jaws 4 


ed by hinged arc 


easy checkin 
nd fuse clips— 


pacity—dead-fro 
chamber cover— 


non-tracking insulation. 
c Starter Design 


CED on: in Magneti 
Square D's time-proven design has always Pro- 
le maintenance, and long life. 


llation, simp 
ed by straight line, guided 


ure and movable contact assembly which 
and reduces wear. For added conven- 


D starters now have NEMA 


vided easy insta 
Now, even long 
motion of armat 


eliminates bearing 
d flexibility, Square 
g and wiring. 


R SQUARE D PRODUCTS 


er life is assur 


ience an 
standard mountin 


CAL pisTRIBUTOR FO 





Los ANGELES 





peTROIT 


MILWAUKEE 


ANADA LTD., TORONTO + SQUARE D de MEXICO, S.A., ME 


sae 
—tttittit!| hid 


xICO CITY, D.F. 





How to pack 64% more current 


into your existing raceways 


Have you considered meeting to- 


day’s extra load demands without 
adding new raceways? By installing 
General Electric Deltabeston® AVA 
cable in your present raceways. you 
actually may get as much as 64% 
more current-carrying capacity than 
ordinary 60 C cable can provide. 


HERE’S WHY: G-E. Deltabeston 
AVA cable is doubly insulated with 
heat-beating asbestos. plus No. 1799 
varnished cambric. This combina- 
tion permits the cable to operate 


effectively at higher copper temper- 


Ld y 


atures. Thus. at normal ambient tem- 
peratures. AVA cable can safely 
carry more current than ordinary 
types. The inherent non-aging char- 
acteristics of asbestos give the extra 
advantages of long life and efficient 


operation. 


When you modernize your elec- 
tric system. look to Deltabeston 
AVA for savings in materials. dol- 
lars, time .. . with no raceways to 
replace. Deltabeston AVA cable is 
easy to install. And when planning 


new construction, specify Deltabes- 


You COR pul pour conf CHE VW 
GENERAL @@ ELECTRIC 


ton AVA cable. so that you will be 


prepared for future load increases. 


For more information. call on 
your local G-E distributor. Section 
W58-424, Construction Materials 
Department, General Electric Com- 
pany. Bridgeport 2, Conn. 


DELTABESToN 


Wires and Cables 
Built to beat the heat 
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